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ards which remain. 


suggestions Made To 
Remove All Gaps In 
War Damage Coverage 


Commissioners’ Committee Would 
Have Companies Bar “Enemy 
Risks,” Assume All Others 


AMEND POLICY EXCLUSIONS 


Replies Are Published to Seven 
Questions on War Protection 
Submitted to WDC 


Definite recommendations for coordi- 
nating the coverage afforded by the War 
Damage Corporation and that of private 
insurance companies, so that there will 
he no uninsurable gaps, are contained in 
areport made to the executive commit- 
tee of the National Association of Insur- 
ance Commissioners by Insurance Super- 
intendent Louis H. Pink of New York, 


chairman of a special sub-committee of 
the executive committee named to con- 
sider this whole problem. It is suggested 
fire contracts and extended 
coverage endorsements be amended to 
exclude any hazards assumed by the 
WDC and, thereby, to include the haz- 


A committee of the National Board 


of Fire Underwriters is now also giving 


tudy to this problem and a renort out- 


lining the suggestions of the fire com- 


nanies is expected soon. Superintendent 


Pink believes that definite action should 


he taken by the commissioners’ associa- 


tion at the December meeting in New 


York City. 


Specific Exclusion Recommended 


At the present time, Mr. Pink’s report 
tates, there is undoubtedly some duoli- 


cation of coverage between the WDC 


and the fire nolicy of the com 


panies. 


The WDC is liable only when there is 
n0 other or insufficient coverage and it 
would seem in the interests of the com- 
panies, he says, “to have a specific ex- 
dusion in the policv against ‘enemy at- 
tack and action of the armed naval, mili- 
tary and/or air forces of the United 


States in resisting enemy attack.’ 
covered’ 


‘The 


‘hazards 


‘invasion’ and 


not 


‘military or 


clause 
should be amended bv deleting the words 


usurped 


power’ and inserting in lieu thereof the 
thraseology of the coverage of the War 


amage Corporation, 


” 


continues the re- 


tort. “This would make the WDC liable 
or all acts properly covered by its con- 
‘act and would relieve the comnanies 
itm possible overlapping. It would also 
make the companies responsible in those 
tases which are excluded by the WDC 
and might increase the liability of the 


(Continued on Page 37) 
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The Farmer's Wife 


In 1918 our underwriter sold a $2,000 policy of life insurance 
to a farmer, $1,000 to his wife. Four years later the farmer died, 
leaving his wife with three sons and six daughters. For 16 years 
he had lived on a tenant farm cultivated on shares. With part of 
the insurance proceeds, his widow was able to buy that 40 acre 

farm, and she and each of her nine children bought a $1,000 policy. 
The children helped her in the fields and with the cattle and the 
accounts. The county farm agent interested himself in her farming 








future. 


Today she is her state’s first woman Master Farmer. She 
owns the original 40 acre farm and has added another 100 acres. 
She has raised over 400 bushels of potatoes an acre, which is con- 
sidered extraordinary. She has produced well over 100 bushels of 
corn an acre, farm experts judging it among the best in the state. 
She had developed a prize winning herd of 50 Guernsey cattle, 
most of them raised from calves. She has raised ton-litters of pigs. 
She led the way in her county by being among the first to adopt 
such modern methods of farming as contour planting. 


With the proceeds of the insurance to back her up, she was 
able to keep her family together, rear them to maturity. Now 
some of them are themselves successful farmers. 
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WILLIAM H. KINGSLEY JOHN A. STEVENSON 
Chairman of the Board President 








INDEPENDENCE SQUARE, PHILADELPHIA 














—— 














$3.00 a Year; 25c. per Copy 





Election Of Dewey 
Forecast Of Change 
In New York Dep’t 


Sup’t Pink Has Served 7 Years; 
Deputies McLoughlin, Whelehan, 
Traynor Not Under Civil Service 


SITUATION IN CONNECTICUT 


Hamilton Fish and M. J. Kennedy, 
N. Y., Re-elected to Congress; In- 
surance Lawyer Attorney General 











Chief interest of insurance men in the 
election this week was in the New York 
State and Connecticut campaigns. Thom- 
as E. Dewey, a Republican, was elected 
Governor of New York by a tremendous 
majority, and Raymond E. Baldwin, a 
former Governor of Connecticut, who 
was defeated in the 1940 campaign, was 
elected this week by a good margin. 

Pink Has Served Seven Years 


The election of Thomas E. Dewey 
will probably mean the retirement of 
several prominent figures in the Com- 
missioners’ Convention. Superintendent 
Louis H. Pink and Deputy Superintend- 
ents Edward McLoughlin, Don Whele- 
han and John Traynor are Democrats, 
as is Leonard Gardiner, general counsel 
of the Department. These deputies and 
Counsel Gardiner are not under civil 
service. Deputy Thomas J. Cullen, in 
charge of the Albany office, and who is 
chief examiner of administration, is un- 
der civil service as are Deputies Ray- 
mond Harris (whose work has largely 
been in connection with examinations) 
and George H. Jamison, in charge of 
licenses. There are 350 in the Depart- 
ment under civil service. 

Mr. Pink, who has been with the 
Department seven years, was brought in 
by George S. Van Schaick when the 
latter was Superintendent. Mr. Pink’s 
first position was in the Liquidation 
Bureau. Mr. McLoughlin has been with 
the Department twelve years; Mr. Tray- 
nor, nine, and Messrs. Whelehan and 
Gardiner, six. 

Connecticut Situation 

In Connecticut the term of the In- 

surance Commissioner is four years. 


Mr. Blackall, a Democrat, was majority 
leader in the Connecticut Senate when 


(Continued on Page 20) 
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“RALPH, YOU SEEM TO BE THE BUSIEST 
MAN IN TOWN THESE DAYS...” 


“MAYBE | AM, TOM. THESE ARE 
IMPORTANT TIMES FOR LIFE 
INSURANCE MEN... 





“You see, Tom, lots of people are making extra money 
now. That means that we have a better market for life 
insurance. But it means something else, too. It means 
that these families will be better off for years to come 
if they invest their money in life insurance. So we're 


helping other people as well as ourselves!” 





LIFE INSURANCE COMPANY 
OF BOSTON, MASSACHUSETTS 


GUY W. COX, President 
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Fred H. Rhodes Dies on Eve of 
50th Anniversary with Berkshire 


On the eve of the celebration of his 
qitieth year with the 3erkshire Life 
Frederic Harrison Rhodes, president of 
the company, died in Pittsfield, Mass., 
October 31 of a heart attack. His age 


was 64. oe 

One of the most popular of insurance 
presidents with his own organization he 
was to have been the guest of honor at 
4 dinner on December i at a Pittsfield 
hotel based on his anniversary. The 
feld force had decided that his reaching 
of the half century mark in service with 
the company deserved some special 
recognition and that no finer tribute 
could be paid to him than to roll up a 
record volume of business in his honor. 
They had accordingly set aside the 
period from November 2 to December 
15 inclusive as the period when they 
would make this extra effort. At the 
dinner they were to have presented him 
with a leather bound volume recording 
the names of all who contributed busi- 
ness during the alloted time. 

Mr. Rhodes was one of the most 
democratic of the life insurance chief 
executives. Companionable, he had a 
born knack of making friends and be- 
tween him and many of the company’s 
field force there were close ties. As a 
former insurance agent and_ general 
agent he understood field problems. He 
took a great pleasure in conventions of 
the company, not only because of pride 
in the achievements of the field but in 
the opportunity to mix with its represen- 
tatives, many of whom he knew when 
he was in the field. 


How He Entered Life Insurance 
Mr. Rhodes was born in Moravia, Pa., 
on July 14, 1878, the son of Robert 
Morton Rhodes and Mary Witherspoon 
Rhodes. He had a public school and 
business college education in Pittsburgh. 
He walked into the office of H. D. W. 
English, Pittsburgh general agent of the 
Berkshire Life, his mission being to 
deliver a package. His bright person- 
ality and jolly face made an impression 
on William M. Furey, nephew of Mr. 
English, and he gave him a job as an 
ofice boy. Later, William M. Furey 
became general agent of the cempany at 
Pittsburgh, and was succeeded by his 
son, the present general agent, W. 
Rankin Furey. 

Rhodes rose to be office manager of 
the agency; then was made general 
agent in New York City coming here in 
1910. His territory was New York and 
part of New Jersey, and at the start was 
the company’s youngest general agent. 
The office was on Broadway, opposite 
the City Hall. 

As an agent Mr. Rhodes was a large 
producer and continued to write con- 
siderable personal business after being 
made general agent. One of the policies 
he wrote which gave him considerable 
Satisfaction was on the life of Finley 
Peter Dunne, author of the famous “Mr. 
Dooley” articles which Dunne started 
writing about a _ philosopher - saloon 
keeper of Archer Avenue, Chicago who 
had struck Dunne’s fancy when a re- 
porter there. Dunne later became one 
ot the highest incomed writers in the 
country, He made Dooley one of Amer- 
cas most quoted men. 

The general agency of Mr. Rhodes 
became the leading one of the Berkshire. 


is duties as general agent eventually 
















took on more scope and for several 
years before going to the home office 
he traveled around the country at times 
ong work for the agency division of 
the company. All the general agents 
Were fond of him. In 1923 he was elected 


FREDERIC H. RHODES 


vice-president and two years later suc- 
ceeded as president Winthrop M. Crane, 
of the famous Crane family of the Berk- 
shires. Mr. Crane, whose family had 
large paper interests in the Berkshire 
sector, had taken the presidency tem- 
porarily as successor to the late William 
D. Wyman, who had made a splendid 





record as the company’s general agent 
in Chicago. 
Honored on 45th Anniversary 

Upon the occasion of Mr. Rhodes’ 
forty-fifth year with the company the 
general agents made it a gala occasion, 
celebrating with a dinner at the Wendell 
Hotel where the dinner of December 19 
in his honor was to have been held. In 
addition to the general agents the dinner 
was attended by directors of the com- 
pany, by President B. J. Perry of the 
Massachusetts Mutual; John Marshall 


Holcombe, Jr., Life Insurance Sales Re- 


search Bureau; the late Major Roger 
B. Hull, National Association of Life 
Underwriters; and by Allen H. Bagg 


then mayor of Pittsfield, who had taken 
out a policy in the Berkshire half a cen- 
tury before and the policy was in force 
at the time of the banquet. The mayor 
told of the pride which the people of 
Pittsfield take in the Berkshire and 
called Mr. Rhodes “one of our finest and 
most popular citizens.” Mr. Perry called 
attention to the fact that the Massachu- 
Berkshire 


setts Mutual and the were 
both formed in the same year (1851) and 
of the friendly relations between the 


two companies. General Agent Everett 
H. Plummer of Philadelphia then pre- 
sented Mr. Rhodes with a large silver 
tray in behalf of the general agents, di- 
rectors and officers. 

When Mr. Rhodes joined the Berk- 
shire in 1892 its total income was $1,- 
500,000 and its insurance in force was 

(Continued on Page 8) 


War Savings Staff Conference 





Standing, left to right: 


Andrews, Jr., Greensboro, N. C., 


the War Bond Committee of the National Association; 


Jonas Touchstone, Treasury Dep't., 
Herbert A. Hedges, vice-president National Association, Kansas City; 


Washington; 
William H. 


secretary National Association and chairman of 


O. J. Arnold, president 


Northwestern National Life; Dan M. Nee, State Administrator of Missouri, G. F. 
Johnston, vice-president Metropolitan Life; Ralph G. Engelsman, Treasury De- 
partment, Washington, D. C.; Paul Conway, Deputy Administrator New York State, 


Syracuse; W. ; 
member of state committee, ; 
City Association War Bond Committee. 


The War Savings Staff of the Treas- 
ury Department held its annual confer- 
ence in Kansas City, October 26, 27, 28. 

Attending the meeting were Mrs. 
Henry Morgenthau, Jr. who is actively 
engaged in the woman’s division and is 
the wife of the Secretary of the Treas- 
ury; Harold N. Graves, assistant secre- 
tary of the Treasury under whose direct 


supervision the War Savings Staff oper- 
ates; other Assistant Secretaries of the 
Treasury who are advisers on the War 





W. Hartshorn, trustee, National Association, Hartford; Wayne Clover, 
Kansas City; J. Frank Trotter, chairman of Kansas 


Savings Staff Program; Harriett Elliott, 
head of the woman’s division; Mrs. Wil- 
liam Gibbs McAdoo in charge of this 
division on the West Coast; R. W. 
Coyne, chief field director, and approxi- 
mately twenty-five members of his staff 
from Washington, including Ralph G. 
Engelsman, in charge of Payrolls. 

The state chairman from a large num- 
ber of the states were in attendance and 
the state administrators from all of the 
states, together with one or more of 
their deputies. 

(Continued on Page 16) 


Service-Retirement 
Guardian Field Plan 


EFFECTIVE FIRST OF THE YEAR 


Contracts and Commissions Unchanged; 
Agents Have Representative on Com- 
mittee; Need Not Retire at Age 65 


At a meeting of the managers of the 
metropolitan district managers last week 
at the Hotel McAlpin President James 
A. McLain announced the approval by 
the board of directors of a Guardian 
Agents Service and Retirement Plan 
providing service and retirement bene- 
fits on a contributory and non-contribu- 
tory basis. It is effective January 1, 1943. 

The new plan does affect the 
agents’ contract or commissions. 


not 


Non-Contributory Benefits 


The non-contributory section is based 
on insurance in force. However, there 
is nO minimum or maximum requirement 
other than moderate service require- 
ments. 

The service benefits start at Age 65 
and increase gradually until Age 70. At 
Age 70, if the agent retires from the 
life insurance business he then receives 
an additional retirement benefit. The 
company’s qualification for the benefits 
is based on fifteen years of service. 
However, when an agent has reached 
Age 65 if he has between ten and fif- 
teen years service he can either wait 
until the fifteen years have elapsed or 
take a benefit in proportion that his 
number of years bears to fifteen. 

For those agents who are 70 or over 
when plan goes into effect the require- 
ment that he must retire is waived. 


The Contributory Benefits 


The contributory benefits are based on 
two things: paid-for insurance in the 
last calendar year and the increase in 
insurance in force. To be eligible to 
contribute an agent must have been 
with company at least five years; must 
have at least $250,000 in force. Any 
contribution that the agent makes up to 
a maximum, which is stated in the plan, 
is matched by the company. 

The contributions made by the com- 
pany may be used either as an emer- 
gency fund or to purchase an annuity. 
The annuity may begin at any time 
after Age 55 and will supplement the 
non-contributory contract. 

The plan also provides that up to 
10% of the contributory accumulations 
may be withdrawn in any one year. 
There is also provision for the agent to 
withdraw his contributions if he should 
terminate his services with the com- 
pany, or for those contributions to be 
made to his beneficiary if he should die 
while in the service. 

As part of the contributory plan the 
company has arranged for a past service 
contribution which the company will 
make to the contributory account for 
ten years, or until the member becomes 
eligible for a non-contributory benefit. 
This past service contribution becomes 
part of the regular account and it need 
not be met by the agent. The past 
service contributions are based on in- 
surance in force on December 31, 1942, 
in excess of $250,000. 

Within six months after the plan is 
effective, or within a year of his con- 
tract, the agent must decide whether or 
not he will be a member of the con- 
tributory plan. 


The 


In addition to the provision for pay- 
ments to the beneficiary the company 
also has a Group insurance policy. Mem- 
bership in the plan can be applied for 
within six months from its effective date, 
January 1, 1943, or a year from the date 
of the agent’s contract. 

Company's retirement committee is 
composed of the actuary of the company, 
the agency vice-president or a represen- 
tative from his department and an agent 
member, elected from the Leaders Club. 


Retirement Committee 
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National Ass’n Finding 
Life Agents’ Gas Need 


WILL SET MINIMUM REQUIRED 





Producers’ Organization to Lay Survey 
Results Before Government Offi- 
cials in Washington 





The National Association of Life Un- 
derwriters is conducting a survey to de- 
termine the minimum gasoline needs of 
life insurance agents after nation-wide 
mileage rationing begins on November 


Results of the survey will be laid be- 
fore the proper officials in Washington, 
the association stated. Under no condi- 
tions, the association statement said, will 
additional gasoline be requested for life 
underwriters. Special privileges are not 
being sought, despite the war bond and 
army camp advisory work being done by 
association members. It is anticipated, 
however, that the “minimum needs” ap- 
proach will be of interest and use to 
Government officials, since life insurance 
is believed to be the first business to 
conduct such a survey on an industry- 
wide basis. : 

Instructions 


Included in the instructions to local 
presidents was this comment: 

“It is vital to impress upon your gen- 
eral agents, managers and individual un- 
derwriters the necessity for figuring min- 
imum needs only. These must be down 
to the irreducible minimum needed after 
other available means of transportation 
have been used to the limit. In other 
words, as a matter of patriotism, a life 
underwriter must ask only for the mini- 
mum amount of gasoline he must have 
after he has made full use of buses, 
street cars and trains.” 





MORE WOMEN AS LIFE AGENTS 





Corinne Loomis of John Hancock and 
Traylor, Equitable Society Tell 
Boston Supervisors 

Women, as agents, will play an in- 
creasing part in the sale of life insur- 
ance, Corinne V. Loomis, CLU, manager, 
women’s division, John Hancock Mutual, 
and Fitzhugh Traylor, CLU, manager, 
Equitable Society, told the Boston Life 
Supervisor’s Club at a meeting Novem- 
ber 2. James Dwinell presided. 

Mr. Traylor, whose agency long has 
had a women’s department, predicted 
that many women who enter business 
during the war will remain there and so 
increase the women’s market for insur- 
ance. Miss Lomis, founder of Women’s 
Quarter Million Dollar Round Table of 
the National Association of Life Under- 
writers, discussed the problem of hiring 
and training women agents. 





JOINS “SAINTS AND SINNERS” 


Manuel Camps,. general agent of the 
John Hancock, has been elected a mem- 
ber of the “Saints and Sinners,” presi- 
dent of which is former Governor Harold 
Hoffman of New Jersey. This organiza- 
tion, objective of which is to provide 
funds for former circus performers who 
have become ill or impoverished, is one 
of the most popular clubs in New York, 
members including many of the leading 
men of the city. 





HEISE WITH OCCIDENTAL LIFE 

O. D. Heise, formerly with Acacia 
Mutual Life at Detroit, has been named 
general agent at Lansing for Occidental 
Life of California. Grant M. Hudson, 
who has been with Occidental in Lans- 
ing, continues there as district agent. 
Mr. Heise has been in the insurance 
and investment field in New York, 
Washington and Detroit for twenty-five 
years. 


J. Harry Wood, vice-president and 
general manager of general agencies for 
John Hancock Mutual Life addressed 
the Richmond Association of Life Un- 
derwriters at their October meeting in 
Richmond, Va 


COLUMBIAN NATIONAL BOARD 





Boston Life Company Elects Roger Bab- 
son and General Sherburne at 
Anniversary Meeting 

Roger W. Babson and General John 
H. Sherburne were elected directors of 
Columbian National Life of Boston at 
the 40th anniversary meeting of that 
company recently. Both have long been 
unofficially interested in the progress 
of Columbian. 

Besides heading Babson’s Reports, 
Inc., Mr. Babson is vice-president and a 
director of the Gamewell Company, vice- 
president and a director of Newton Trust 
Co., director of Eagle Signal Corpora- 
tion and of Rockwood Sprinkler Co. 
General Sherburne is senior member of 
the Boston law firm of Sherburne, 
Powers & Needham. He is chairman of 
trustees of General Investors Trust, di- 
rector of Hodgson Kennard & Co., Inc., 
of John G. Hall & Co., Inc., and of Kin- 
ney Manufacturing Co. He is adjutant 
general of the Massachusetts State 
Guard and during World War I served 


overseas as a brigadier general. 





Chamber’s Tax Bulletin 


An insurance tax bulletin has been is- 
sued by the Chamber of Commerce of 
the U. S. Insurance Department. It says 
that policyholders pay $113,800,000 in 
“invisible special insurance taxes.” It 
sees an upward trend of special insur- 
ance taxes. The $113,812,940 of special 
taxes, licenses and fees collected by 
forty-eight states and D. of C. was for 
the year 1940 an all time high and an 
increase of 7% over the amount col- 


lected for 1939. 





MUTUAL LIFE TO AID DOCTORS 
With a view to helping overburdened 
physicians on the home front give ade- 
quate care to their greatly expanded 
practices, Mutual Life of New York is 
launching a new national advertising 
campaign, Clifford B. Reeves, assistant 
to the president, has announced. By 
going to the doctor’s office when one 
can, by phoning early when a house 
visit is necessary and by being patient 
if the doctor doesn’t arrive on the in- 
stant, one will be going his bit, the 
advertisement will point out, toward en- 
abling the doctor to effectively ration his 
time. It will be explained incidentally, 
that in these times one’s dollars require 
skillful rationing too if present income 
is to protect future needs. The adver- 
tisement will appear first in a weekly 
of national circulation dated Nov. 16. 





Two Interesting Decisions 

Supreme Court of Massachusetts 
has decided a case involving death 
of a sailor on a destroyer in a con- 
voy, death taking place before Pearl 
Harbor was bombed. Policy of New 
York Life provided that Double In- 
demnity need not be paid if death 
resulted from war or any act inci- 
dent thereto. Decision of court was 
that under such circumstances, such 
as death of this sailor, it was neces- 
sary for war to have been declared 
by this country in order to free the 
company of liability for paying Dou- 
ble Indemnity. 

Another decision of interest in last 
few days was in case of Neel vs. 
Mutual Life. An aviator, private fly- 
er, carrying $25,000 insurance was in 
a plane which fell into the ocean in 
1940. He was drowned. Plaintiff 
contended that death was result of 
drowning, and that areonautics was 
remote cause. U. S. Circuit Court, 
Second Circuit, held that death re- 
sulted from participation in aero- 
nautics. 











NEW TRAINING COURSE 





Announced by President Bixby of Kan- 
sas City Life; Prepared by W. T. 
Whitehead, Director of Sales 

President Bixby of the Kansas City 
Life has announced to the company’s 
field representatives a new training 
course, known as “En Route to Career 
Life Underwriting.” It was prepared by 
W. T. Whitehead, director of sales. The 
course is designed to deal primarily with 
the principles and practices of selling 
and how agents can work profitably un- 
der present day conditions. 

The course consists of three units. In 
Unit One the many and varied services 
life insurance can perform are outlined 
and described, and agents are shown 
how to uncover prospects’ financial prob- 
lems which can be solved by life in- 
surance. Unit Two helps agents acquire 
a better understanding of the whole job 
of life insurance. Unit Three assists the 
agents to build effective interviews ad- 
justable to meet circumstances of nearly 
all prospects. 


KNIGHT AGENCY REPORTS GAIN 

The Charles B. Knight Agency, Inc., 
New York City, general agents of the 
Union Central Life, report for October 
a total paid-for business of $917,728. 
Total paid-for in first ten months of this 
year is $17,848,294 as compared with $15,- 
599,692 for corresponding period of 1941. 








MANHATTAN LIFE'S 


12 PROFIT 


PRODUCING * POINTS 


Meduss your selling efforts and Jats your Sicome _ 


1 ‘Yearly Renewable Term 
(Minimum $5000) 
Also written on Sub-Standard Risks as 
well as with Family Income Supplement. 
Rates Age 30....$8.85 Age 40....$10.97 
per $1000 35.... 9.45 45.... 13.69 


2 5-10-15 and 20 Year Term 
(Minimum $2000) 
Written up to age 60 with Family Income 
Supplement. 


3 Modified Life "2" and "5" 
(Minimum $2000 up to age 60) 


Also written on Sub-Standard Risks. 


4 Ideal Protection 
(Minimum $3000) 

Term Expectancy Contract also written on 
Sub-Standard Risks. 


Rates Age 30....$15.14 Age 40....$22.18 

per $1000 35.... 18.08 45.... 27.59 
5 Preferred Risk 

(Minimum $3000) 

Rates Age 30....$19.05 Age 40....$25.90 

per $1000 35... 22.00 45... 32.17 
6 Single Premium 

Still writing 10-15-20 year endowments. 

Maximum accepted $10,800 in cash. 





All of the above Contracts Share in the Dividends Declared by the Company 





7 Endowment Annuities 
(Same rates for Women) 
Annual rates per $1000. ($10 monthly in- 
come, guaranteed for 120 months) 
matures at matures at 
Age 30 __—60............. =~ = $32.60 
35 60 Ee | ee 40.23 
Also contracts to mature at 50 and 55. 


8 Optional Settlement Methods 
Options 2-3 and 4 are still being written 
on a guaranteed 3% basis. 


9 Juvenile Policies 
Issued from date of birth with “Death 
Payor Benefits.” 
Annual Premium Retirement 
Annuities 
Limit $1500 Annual Premium. Compares 
very favorably with other companies. 
Same commissions paid regardless of term 
of contract. (Ages up to 60) 
Single Premium Annuities 

(Limit $10,000 Cash) 
Very attractive yield. Compares very 
favorably with other companies. 
Last but not Least 
Personal attention and consideration 
given to Sub-Standard business. 
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JAMES G. RANNI 


280 MADISON AVE., Cor. 40"? St., NEW YORIC, NY. .... Tel} MUrray Hill 3-9370 





BIG CONN. GENERA GROUP 
Williams, Gastil Agency, Los Ap | 
Closes Douglas Aircraft Geosg 

Covering 19,000 Workers . 
Walter G. Gastil’s general agency of 
Connecticut General Life in Los prety 
has closed a group case covering 190 
employes of Douglas Aircraft Co Tn 
plant in Chicago. Byron D, William, 
group manager for the agency, ne P 
tiated the policy which will carry a pon 
imum annual premium of $250,000. Group 
hospital and surgical benefits for i 
ployes are provided for as well as grow 
hospital benefits for the employes’ “a 
and children. j 
The Gastil agency closed a total of 
twenty group cases in October and q 
the opening of November led the acen. 
cies of the company throughout “the 
country in number of cases. It ranked 
second from a premiums on new busines 
standpoint. 





HEAR STUART MONROE 





Addresses A. V. Ott Agency on Subject 
of New Taxation; Board of 
Managers Meets 

Stuart Monroe, legal department, hom 
office, Equitable Society, addresse 
members of A. V. Ott agency, Equitable 
Monday, discussing the new taxation 
Board of managers of the Equitable ha 
as its guests at its regular monthly 
meeting this week all of the assistants 
and unit managers of the society’s met- 
ropolitan area at a luncheon in the Hotel 
New Yorker. Mr. Ott is president oj 
the board of managers. In addition to 
the new tax bill there was discussion of 
ways and means of selling during war. 
time. 

Speakers at two preceding meetings 
of A. V. Ott agency were Ed Morris 
claims division superintendent, and Mil- 
ton Goldberg, assistant mathematician, 
Equitable Society. 


BRADY JOINS PAYTON AGENCY 


George FE. Brady has been appointed 
brokerage manager of the Albert £ 
Payton general agency of New England 
Mutual Life in Los Angeles. For the 
past five years Mr. Brady has been con- 
nected with the Phineas Prouty, Jr., gen- 
eral agency of Connecticut Mutual Life 
For fifteen vears he was associated with 
the James H. Cowles general agency of 
Provident Mutual Life. 





EQUITABLE NAMES SWARZMAN 

Roy L. Swarzman, district manager in 
Des Moines for the Equitable Society 
has been promoted to assistant agency 
manager. In his new position Mr. Swarr 
man will continue to have supervision 
over production for the company i 
eleven central Iowa counties, M. C. Nel: 
son, state agency manager, has e& 
plained. His personal production has 
exceeded $250,000 yearly since 1938, Mr. 
Swarzman has been with the company 
fifteen years, serving. as group insurance 


supervisor, Des Moines city manager and f 
district manager in Northwest Iowa be | 


fore he became district manager in 1938. 





LEON A. SOPER ANNIVERSARY 


Leon A. Soper, manager, Los Angeles d 
Phoenix Mutual, has been with the com | 
He was formerly § j 


pany thirty years. 
manager of sales promotion, home office; 
helped develop the company’s direct mal 


plan; later was made an agency assist § F 


ant. While in Hartford he was pres 
dent of Hartford Advertising Club. It 
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Los Angeles he has been president 0 a 
both the Life Managers Association ani F 


Life Underwriters Association. 





PACIFIC ACTUARIES MEETING 


The Actuarial Club of the Pacific 8§ 
meeting at el 


holding its 1942 Fall 
Monte, Cal., on November 5 and 6. The 
discussions will fall, broadly, into the fol- 
lowing groups: underwriting and mot 
tality, office management, non-forfeitutt 


and valuation, group insurance and mis 


cellaneous. 
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| Ange, | Recruit Insurance Men 
Sroup For F & G Bond Selling 
rs 
eyed cAMPAIGN TO START SOON 
‘Ing 19%) They Are Bonds Which Will Be Bought 
Co. Ine, 7 by Larger Investors of 
oyiliams Country 
“JY, Nego. 
0 mani. Widespread interest is being taken by 
) - Group insurance men throughout the country 
| pos: em-F the campaign which will soon get un- 
2S Stow Fer way for sale of F and G bonds. 
yes wives F these bonds will be purchased by the 
.— larger investors in the country. George 
total of F Harrison, president of the New York 
ag. af Life, had been asked by the U. ~ Treas- 
h st: F ry to help enlist the services of insur- 
Ot the ance men in the sale of these bonds, 
- ranked which request led to the organization of 
y business the Life Insurance Coordinating Com- 
mittee formed on August 6 to cooperate 
with the Government in making more 
.OE effective the various efforts of the life 
insurance business 1n aiding prosecution 
2 Subject of the war. ¢ ommittee represents the 
of Association of Life Insurance Presidents, 
American Life Convention, National As- 
| sociation of Life Underwriters, Institute 
dd rome F of Life Insurance and Life Insurance 
crest F ales Research Bureau. Mr. Harrison is 
-quitable chairman and John Marshall Holcombe 
— is acting secretary. The latter is spend- 
table had ing two days a week here, with head- 
beeen quarters in the New York Life Building. 
ty’s met. F and G Bonds Described 
he Hotel A nation-wide group of life insurance 
ident of } men is now being recruited and will be 
dition t) | offered to the Government as salesmen 
ission of | for the F and G bond campaign. Series 
ing war | F and G bonds may now be purchased 
in amounts up to $100,000. The bonds 
meetings | are briefly described as follows: 
Morris Series F bonds are appreciation bonds, offered 
ind Mil. f at 74% of their face value. They will mature 
in twelve years from.issue date at 35% more 
Matician, © than is paid for them. Example: $74 gets a 
bond which the Government will redeem after 
twelve years for $100. These bonds can be 
registered in the names of individuals, associa- 
sENCY tions, partnerships, trustees or corporations, pub- 
: lic or private (except commercial banks which 
Ppointed F accept demand deposits). 
bert E. Series G bonds are current income bonds, 
England offered at par and bearing interest at 2.5% 
orem FE per annum, paid semi-annually by Treasury 
For the | check. They will mature twelve years from 
en con- | issue date. Thus a $100 bond purchased now 
Tr. gen- | Will be redeemable in the same month twelve 
al Lie 22m, Ete foe, $100, but, daring this 
‘ed with terest payments of $1.25 each, totaling $30. 
‘ency of ESS 
oa H. H. HUMPHREY SUPERVISOR 
Joins J. P. Graham Agency, Baltimore, 
ZMAN To Give Entire Time to Recruiting; 
lager in Formerly with Travelers 
Society H. Horton Humphrey is the newly ap- 
agency — pointed agency supervisor in the J. P. 
Swar- | Graham agency, Aetna Life, in Balti- 
ervision f more. He started his new duties No- 
any in f vember 2 and will devote his entire time 
C, Ne: — to recruiting and training of new agents. 
as ef Mr. Humphrey, graduate of Williams, 
on has § was formerly with the Travelers as assis- 
38, Mr. & tant manager of its life department at 
ympany | the Springfield, Mass. branch office. Be- 
surance F fore entering life insurance in 1937 he 
Sek was in the retail chain store field. 
wa be- 
in 1938. TWO SUN LIFE DIRECTORS 
ARY | F. Philippe Brais, Lawyer, and Arthur 
4 Cross, Industrialist, Named to 
ngeles, f Company Board 
€ com & Arthur B. Wood, president and manag- 
rmetly » ‘ng director of the Sun Life of Canada, 
office; F has announced the appointment of two 
ct mai | new directors of the company. They are 
assis’ § F. Philippe Brais and Arthur Cross. Mr. 
a * fais is a prominent lawyer, vice-chair- 
b. ‘# ™an of the Wartime Information Board 
ent ¥ F and joint chairman of the Orivince of 
on an’ Quebec Victory Loan organization. Mr. 
; Cross is a leading industrialist and presi- 
i ie of the Dominion Steel and Coal 
ING orp. 
tfc is i a 
- pif) NORTHERN N. J. LIFE WRITERS 
The ,{' Program for increasing member- 
ne fol p ship during the coming year was de- 
mor veloped at a luncheon meeting of the 
‘eitutt membership committee of Life Under- 
{ mis- titers Association of Northern New 











Jersey in the Down Town Club, Newark, 
Ctober 30. Harry O, Rasmussen, chair- 
man of the committee, presided. 
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66 
She 


He was the man who posed as a traitor, 


opperh a 4 


lived in loneliness and died virtually 
without a friend—all that he might 
better serve his country and his com- 
patriots. 


All acts of heroism are not performed 
to the accompaniment of martial music 
and the huzzahs of frenzied crowds. 
Men and women of whom you will never 
hear will contribute nobly to the win- 
ning of this war and many of them will 
never wear a uniform. Their only re- 
ward—“one self-approving hour.” 


The maintainance of morale at home is 
of vital importance and those who help 


to do it, however humble their part, are 
doing a task of which to be proud. 





ted) rudential 


Insurance ¥ Company of America 


Home Office, NEWARK, N. }. 

















I. Austin Kelly ITZ Now 
Fidelity Agency Head 


AT 55 LIBERTY ST., NEW YORK 


Partnership of Kelly & Thomas Termi- 
nated; Kelly Million Dollar Pro- 


ducer; His Career 


The Fidelity Mutual Life has an- 
nounced the termination of the partner- 
ship of Kelly & Thomas as managers for 
the company at 55 Liberty Street, New 
York. As of November 30 I. Austin 


Kelly III will assume the managership 










I. AUSTIN KELLY III 


of the company’s agency at that ad- 


dress. Herbert B. Thomas, who for- 
merly was associated with M. Rodney 
Burr as managers of the agency, has not 
announced future plans. 

Mr. Kelly entered the life insurance 
business in 1933 with the Phoenix Mu- 
tual, soon became a million dollar pro- 
ducer and was made a life member of 
the Million Dollar Round Table. In 





Reelect Commissioner Read 

Jess G. Read was reelected State 
Insurance Commissioner of Oklahoma 
November 3 by a lead of between 
40,000 and 50,000. This is the fifth 
time Read has won a general election 
for Commissioner in addition to five 
primaries and two runofts. 











1940 he became associated with the 
Union Central Life and in 1941 led that 
company with a paid production of $1,- 
300,000. He left the Union Central in 
April to join Mr. Thomas in manage- 
ment of the Fidelity Mutual agency at 
55 Liberty Street. 

Before entering the life insurance busi- 
ness Mr. Kelly headed his own building 
construction company. He was educated 
at Peddie School, the Massachusetts In- 
stitute of Technology and after gradua- 
tion in 1926 took a year of post graduate 
work at Harvard and also at Oxford. 


Mutual Life of N. Y. Makes 
Peirce Providence Manager 


E. Herbert Peirce, agency organizer 
in the Wilmington, Del., office of Mu- 
tual Life of New York, has been pro- 
moted to manager of the company’s 
Providence agency, effective November 
2, J. Roger Hull, vice-president and man- 
ager of agencies has announced. Mr. 
Peirce succeeds T. F. McGaughan, re- 
cently commissioned lieutenant in the 
navy. 

He joined Mutual Life as a field rep- 
resentative in 1933, was appointed agen- 
cy instructor in 1934 and agency organ- 
izer in 1937. After graduation from the 
University of Delaware, he did graduate 
work at University of Pennsylvania and 
for a while engaged in teaching. 
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A. E. Patterson Found 
Coast All-Out for War 


VICTORY FEELING WIDESPREAD 





Plants and Shipyards Hives of Industry, 
Says Mutual Life Executive; 
Discusses Insurance Problems 





Returning a few days ago from a visit 
to the Pacific Coast Alexander E. Pat- 
terson, executive vice-president of the 
Mutual Life, said that no one could visit 
the cities out there without feeling 
that the Pacific Coast is making an all- 
out war effort. 

“It,is the war which is the principal 
topic oi conversation,” he said, “and it 

“as the war which greets one on all sides. 
'Eyéry person keenly appreciates the sit- 
uation the nation is facing, and every- 
ene shares in the belief that we must 
win,-and that we will win. No doubt, one 
reason why. the Coast is united in the 
war effort is that:it feels closer to the 
field of action, but its realism is also 
coupled with a great spirit of patriotism. 

“Qne way in which this spirit is visi- 
ble is in the War Savings Bond rallies. 
In Los Angeles, for instance, Pershing 
Square is. an inspiring scene as these 
rallies continue for hours, with bands 
and with speakers stirring the crowds. 


Remarkable Industrial Record 


“The Coast is making a remarkable 
record with its war industries with the 
tremendous increase in manufacturing 
of aeroplanes in Los Angeles; the great 
activity in the shipyards of Seattle and 
in the Boeing airplane plant; while the 
Kaiser shipyards at Portland are a hive 
of industry. As a result of these actvi- 
ties there is a corresponding large in- 
crease in population, Seattle having 
grown in a short time from 150,000 to 
approximately 350,000. The cities are 
making every effort to house the work- 
ers with the result that there have been 
many extensive building operations. 
Where there are no houses or rooms 
available it has been found necessary 
to resort to tents. Between Vancouver 
and Portland there are 3,000 houses be- 
ing erected to take care of the workers 
of the Kaiser shipyards alone. Hotels 
in all cities are full and getting rooms 
in them is difficult. Stores are jammed 
with customers. 

“So many men have gone into the war 
services and plants that women have 
been recruited by the tens of thousands. 
Many of them are working in the in- 
dustries and they have been recruited 
by the hotels for instance, for positions 
not heretofore held by women. The 
head bell captain of one hotel in which 
I stayed is a woman and there are 
women working from the porter’s desk. 

“Railroad transportation is so heavy 
that people often have to stand in cars. 
They take that good-naturedly how- 
ever, just as they do when their ex- 
press trains are held up while train- 
loads of troops or freight are given the 
right of way.” 

Life Insurance Problems 

Discussing the situation on the Coast 
with reference to life insurance Mr. 
Patterson said that the chief problem 
is that of replacement of men going 
into the services or into industry. In 
Portland when the war started there 
were 112 full-time agents. At present 
time there are only forty-eight. Four 
general agencies lost their managers. 

“There is considerable difference of 
opinion among business men as to what 
is an essential industry.” Said Mr. Pat- 
terson, “while some industries are ob- 
viously essential to the war effort there 
are a number of cases where people have 
left posts in business to go into posi- 
tions which are not more essential to 
the welfare of the nation than is the 
insurance business itself.” 

While admitting that problems of re- 


cruiting and of selling are naturally 
serious, the general agents and man- 


agers there feel that they will be able 
to lick them, is Mr. Patterson’s opinion. 
“They are confronted by a challenge 


which they are accepting,” he said. “It 
means readjustment and they will find a 
way out. Men of older ages and women 
will be found to fill some of the gaps. 
Certainly, no general agent or manager 
can complain of the market. In some 
aspects that is broader than ever. Be- 
fore the war there were plenty of people 
who wanted to buy insurance, but 
thought they could not afford it. Now 
the situation is reversed. There is plenty 
of market, but not enough agents to take 
advantage of it. I believe that there is 
enough resource and ingenuity on the 
part of the Pacific Coast insurance fra- 
ternity to master this situation. The 
home offices of the companies will un- 
doubtedly do their best to help the 
agents solve their problems.” 





GOTTESMAN PLANS TO RETIRE 





Northern New Jersey Life Veteran Has 
Served John Hancock Mutual 
36 Years 
Henry L. Gottesman, manager at New- 
ark, N. J., and for the past ten years 
chairman of the Northern New Jersey 
Managers Association of John Hancock 
Mutual, plans to retire February 1. He 
has been with that company thirty-six 


years. For a long time he has been 
active as a member of the Life Under- 
writers Association of Northern New 
Jersey. 


Mr. Gottesman took charge of the 
Hancock branch in Newark in 1926. He 
had been located in Hackensack as man- 
ager since 1920. Before that he had 
for many years been an assistant man- 
ager in New York City, where he started 
as an agent in 1906. 





Loaned to U. S. Treasury 


CHARLES W. HALL 


At the request of the U. S. Treasury 
Department, the Massachusetts Mutual 
Life has agreed to contribute to the war 
bond campaign in the western Massa- 
chusetts territory the services, on a 
temporary basis, of Charles W. Hall, 
assistant director of agencies. Mr. Hall 
will serve as a special consultant, War 
Savings Staff. His assignment will be 
for a period of three months, beginning 
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THE MUTUAL BENEFIT PRESENTS 


Our Newest ru L.Als 


3uffalo Agency completed their 
examinations in June and have been awarded the C. L. U. 
designation. We are proud to recognize CorNELIUS Kurtz, 
and Herserr G. Vocr. 
six members of our organization have now passed all five 
examinations, and seventy-three have received their C. 


L. U. designation. We are proud of our C. L. U.’s. 


The Mutual Benefit 


LIFE INSURANCE COMPANY 


Organized 1845 * Newark, N. J. 


Seventy- 


rT 








SS 
in the next few days. In general, he wy 
be engaged in the establishment per wi 
motion of war bond salary deductio : 
counts among industrial plants Lael 
Springfield area. —- 





‘Plenty New Life Business, 
Says Coffin, Conn. Mutu, 


There is more insurance to be writ 
than there are men available to writ it 
Vincent B. Coffin, vice-president ri 
superintendent of agencies of Cony " 
cut Mutual Life, Hartford, oo 
sentatives of the William 
eral agency at a luncheon 
City Club in Cincinnati recently, 
was introduced by Ralph H. Love 
eral manager of the agency. _ 

Though more than 30% of its full-time) 
personnel and 15% of his company’s 9 
eral agency staffs throughout the coun. 


7 Earls gen- 
in the Queey 


try are in military service, he revealed P 


> 000 is, 


Connecticut Mutual is runnin y 
behind 1941 in business this yeaee : 
a result of the war, he explained é 
is special interest in business insura 
and pension trusts. 


ere 
Nee 


Between three and four times the yo.) 


ume of its new premiums jis being in. 
vested by his company in wartime 20V- 
ernment obligations, Mr. Coffin cop. 
tinued. He informed his audience tha 
James Lee Loomis, Connecticut Mutual; 
president, has been appointed membe; 
of the new coordinating committee oj 
life insurance executives which will work 


with the Government in the sale if 


the F and G series war bonds, 





NEW TRAINING ASSISTANTS 





Herbert A. Cavanaugh and Ralph Ruch 
Now With Mutual’s Home 
Office 


Herbert A. Cavanaugh and Ralph 
Ruch, CLU, have been appointed train- 
ae assistants at home office, Mutu 
Life. 

Mr. Cavanaugh has been supervisin; 
assistant at the company’s Detroit agen- 
cy. Born at Yale, Mich., he attended 
Michigan State Normal School and Uni. 
versity of. Michigan; then was affiliated 
with W. R. Roach & Co., Grand Rap- 
ids, Mich., in the canned foods business 
In 1932 he became an insurance agent, 
and in May, 1940, he joined the Mutu 
Life. He is a graduate of the Life In- 
surance Research Bureau School of 
Agency Management. 

Mr. Ruch has been agency organizer, 
Mutual Life, at Nashville since 19% 
After graduating from Sewanee Uni- 
versity in 1933 he worked for a briei 
period with the Agricultural Adjustment 
Administration. Shortly thereafter he 
joined the Mutual Life as an agent 
Although he operated in the rural dis 
tricts surrounding a town of only 1,0) 
people, he won associate membership it 
the company’s National Field Club dur 
ing his first year in business, covering 
the territory without an automobile. Sub: 
sequently, he was appointed  distrie 
manager, Mutual Life in Chattanooga 
and in February, 1938, agency organizer 
at Nashville. 





BANKERS NATIONAL LIFE DRIVE 





Fifteenth Anniversary Campaign of New) 
' greate 


) during 


Jersey Company Ends With Field 
Contributing Notably 

The fifteenth anniversary drive 0 
Bankers National Life of Montclair, \ 
J., held through September, came to? 
close after practically every member 0 
the field force had made a notable com 
tribution. The leaders were rewatde 
with war bonds and stamps. Bankes 
National started business on October? 
1927. 

Drive leaders from a standpoint of rel 
ative excess over a set quota were Lé 
K. Volk, Detroit, whose September vor 
ume topped his assigned goal by 115% 
Louis Altman, Trenton, bettered his ob 






told repre. f 





jective by 108% and Joseph R. Shermat 
Hazleton, Pa., outdid his by 100%. Lea 
er in actual volume produced was Geott! 
E. Parris, Philadelphia, with a total © 
$77,500. 
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National Life of Vt. 
Supports War Housing 


EXPANDS F.H.A. “VI” HOLDINGS 





hing Loans Realistically Though; 
eee Against Peacetime Popula- 
tion Shifts and Foreclosures 





Besides directly purchasing Govern- 
nts, National Life of Vermont is ag- 
' the war effort by 
its housing 


me P 
gressively backing 
rapidly expanding 
fnance commitments. 

During the past six months the com- 
pany has planned to take on approxi- 
mately 500 new loans a month and prac- 
tically all these are Title VI’s insured by 
the Federal Housing Authority. Since 
war housing loans are new, however, 
their relative position in the company’s 
loan account of approximately $136,000, - 
000 is, so far, not high. But as of Sept. 
30, National Life had $7,000,000 invested 
in Title VI’s and it had in the commit- 
ment account items in the same cate- 
gory amounting to $9,217,800 additional. 
And new applications are being sub- 
mitted daily. 

With former F.H.A. loans of over 
$82,000,000, it is considered likely that 
within the months immediately ahead, 
National Life will have on its books an 
FHA. account exceeding $100,000,000. 


war 


Investment Approach Realistic 


The company’s general approach to 
these loans is realistic. In their selec- 
tion, permanency and diversification are 
carefully considered. Nor is it being for- 
gotten that population shifts <hat have 
occurred under the impetus of war may 
not be permanent. The projects are of 
such improved types that even if the 
population of the communities in which 
they are located suddenly shrink, there 
is likely to be a peacetime demand for 
them. 

Moreover, keeping an eye on the prob- 
ability that a number of foreclosures 
may eventually be necessary, the pur- 
chases are being made in territories 
where foreclosure costs are low. Under 
the F.H.A. insured loan system, the Gov- 
ermment, guarantees, of course, a 214% 
ten-year debenture issued by the F.H.A. 
in exchange for foreclosed properties 
deeded to that Administration. 





GREAT-WEST SALES CONTEST 





Canadian Company, At Suggestion of 
President Christie, Creates Pool for 
Servicemen’s Christmas 


Instead of dedicating the regular No- 
vember contest for agents to the com- 
pany’s president as has been the case 
lor many years, Great-West Life, at sug- 
gestion of President M. F. Christie, has 
set the month aside to honor the many 
company representatives in the armed 
services. In connection with the Novem- 
ber sales contest, this year a pool has 
been created and from it will be pur- 
chased Christmas parcels for all enlisted 
company representatives. 

The pool will be made up of cash 
credits based on the production of each 
agent who attains honor roll standing 
or the month, plus proportionately 
larger awards for each higher bracket 
lor which an agent qualifies. Thus the 


greater the volume of business achieved 
| during November the larger the Christ- 


Mas parcel fund will be. Individual 

awards will also be made to leaders in 

the November campaign, these to take 

the form of War Savings Certificates in 

og and Defense Bonds in the United 
es, 





FORM MINNEAPOLIS CASHIERS 
Cashiers in Minneapolis life agencies 
have taken steps to form a local asso- 
Cation at a luncheon meeting, Nov. 17. 
Miss Florence Axelson of the State Mu- 
tual is temporary chairman. 





MUTUAL BENEFIT VETERAN 
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‘otal 0! 









Ethel C. McDonough of the renewal 
department, home office of Mutual Bene- 
¥ Life, Newark, has completed fifteen 
years with the company. 





Less Gas Can Generate More Sales 
Penn Mutual Field Survey Reveals 


How the gasoline rationing handicap 
is actually being used to stimulate the 
sale of life insurance has been uncovered 
by Wailis Boileau, Jr., second vice-presi- 
dent of Penn Mutual during a recent 
survey. In the course of his investiga- 
tion Mr. Boileau went afield for his 
material, collected concrete cases from 
the company’s agents showing just how 


rationing was affecting the sales process 
and how field men were meeting the 
problem. 

Mr. Boileau inquired of J. Elliot Hall, 
Penn Mutual’s general agent at Newark, 
who said he thought that the scarcity of 
gasoline can be used on occasion as a 
“reason” for a close in the sale, especially 
when the prospect wants time to think 
it over. Mr. Hall suggested an inter- 
view wording: “Mr. Prospect, I'd like 
very much to come back, but I am so 
limited in gasoline that I would not be 
able to work if I have to run around 
unnecessarily. I am sure you can appre- 
ciate the position I am in. And you 
know this is a good plan for you to 
have, and you can do it as well now as 
later. So why not let’s get it started 
tonight?” If the agent will be definite 
and specific he can accomplish whatever 
he wants, Mr. Hall explained. 

“Service problems,” said Mr. Hall, “can 
be handled in outside territory by mail 
and telephone. Where a call is neces- 
sary for service, the agent should have 
a goodly number of prospects in that 
territory that he can see the same day 
on that trip. If it’s the kind of terri- 
tory wherein he hasn’t any prospects, 
he should get the wheels into motion to 
procure some. It is more important than 
ever before to have your prospect file 
arranged in zones.” 

Timing Important 

Joseph G. Seidenglanz, Penn Mutual’s 
general agent at Trenton, told Mr. Boil- 
eau that “pressure sales in recent years 
have been very few. The gasoline pres- 
sure motive will work with the man who 
is almost sold to the point of acting, 
but not with the fellow you are develop- 
ing. Usually,” Mr. Seidenglanz said, “we 
try to arrange other calls in an immedi- 
ate vincinity and do a little canvassing 
in between, but when an appointment 
is broken all these schedules and plans 
may be thrown out of gear. It is diffi- 
cult to route calls in a rural territory 
spreading over several counties where 
the appointment factor for a back call 
enters. A man cannot think much of 
routing his calls if he expects a closing 
interview.” 

William A. Arnold, II, Penn Mutual’s 
general agent at Harrisburg, _ said, 
“When rationing became effective and 
some of our men received B ration books 
the fun began. You can appreciate the 
mental attitude of men who traveled any- 
where from 800 to 2,200 miles a month, 
servicing and selling life insurance. 1 
made it my business to talk to every 
man to relieve the negative feeling, so 
that it wouldn’t interrupt his produc- 
tion too much. Definitely their mental 
attitude for the first few weeks was bad. 

“In one case I analyzed every policy 
that the man had written for a period 
of a year and a half, showed him on a 
map the radius from which his business 
came, and where the greatest proportion 
of his business came from. It was curi- 
ous that the best part of his business 


came from the smallest area. Pretty 
definite proof that he didn’t have to 
leave the life insurance business. Since 


rationing started he has secured $40,000 
of business within a radius of seven 
miles from his home.” 
Some Go on Tour 

Mr. Arnold said that in his agency 
in the case of several men who travel 
around the county on office leads and 
for the purpose of servicing policyhold- 


ers, the agency has a definite plan of 
combining trips. He said, “Jim Noel and 
Dave Baker go up the country every two 
weeks. Dave uses his car once a month 
for a trip of this kind and Jim uses his 
car on the other trips. Instead of going 
for a day, they go for three days and 
stay at either a tourist home or a hotel. 
Every trip that they have made since 
gasoline rationing went into effect has 
been more productive because they have 
concentrated their efforts and have 
worked harder than on previous trips. 

“The men in town use buses or walk 
rather than use their cars for in-town 
solicitation. Some of the men bring 
their cars to work only one or two days 
a week when they have suburban calls 
to make. Naturally they plan their 
work that way. I would stress the fact 
that I have encouraged nest prospecting 
and nest solicitation. Only this morning 


I pulled out a lot of cards and showed 
one man where he had gotten ten policy- 
holders in a year and a half from one 
organization. Certainly he should find 
more organizations of that type and get 
good centers of influence in each one. 
Thus he could work four, perhaps where 
previously he might have called on one 
prospect in the building. Of course, we 
have to be careful and diplomatic so that 
the boss does not feel that we are spend- 
ing too much time with his employes.” 

Albert E. Jensen, Penn Mutual gen- 
eral agent at Burlington, Vt., told Mr. 
Boileau that, “Gasoline rationing in my 
agency has certainly made us conscious 
ot our time. We have found it necessary 
to route our calls so as to conserve travel 


and I am certain that this has been a 


beneficial factor. Another benefit is in 
that it has become necessaty for the 
agents to work in closer cooperation 
with each other. I am also convinced 
that because of curtailment of unneces- 
sary driving many of our prospects have 
extra money today. I am certain that 
my agency is producing more business 
per mile traveled.” 


Snatching Victory from Defeat 


Runcie L. Tatnall, Penn Mutual assist- 
ant to general agent, Philadelphia, told 
Mr. Boileau that “the smart agent often 
turns to his advantage seemingly harm- 
ful rules or restrictions, whereas the in- 
different agent, looking for an alibi to 
excuse his inadequate production, nat- 
urally will fold up and claim that the 
government is preventing him from mak- 
ing his calls. This is the same fellow 
who said that the government was put- 
ting him out of business-by introducing 
social security. We all know that social 
security has been of great assistance to 
us. The smart agent no longer has to 
apologize for a phone call instead of a 
personal call. By explaining he is co- 
operating with the government and using 
as little gas as possible he is in a 
position to ask his client to cooperate 
by making a quicker decision. 

“Harry McCoy is a very good example, 
because when he went into management 
he found that management time was eat- 
ing into his normal personal production 
hours. Harry now makes fewer calls 
on each individual sale and is able to 
effect a quicker close without being ac- 
cused of applying pressure. Gas ration- 
ing is causing many agents to prospect 
properly by requiring that they assemble 
their leads geographically. As Joe Reese 
says in his marketing analysis they eat 
all the green off one leaf before going to 
the next—a lesson learned from the 
Japanese beetle. 

“One of our underwriters,” said Mr. 
Tatnall, “was no longer able to approach 
employes on a salary savings basis at 
the plant. He is now writing his calls 
at home in the evenings. By sticking 
with this nest in a community he is. en- 
abled to make many calls with ttle 
mileage and finds his work more effec- 
tive.” 





Conn. General Booklet 
On Insurance as Career 


CAPTIONED “NEW HORIZONS” 





Emphasis Placed on Competence of 
Modern Insurance Agent as 


Trained Adviser 





An opportunity to compare a career in 
life insurance with other businesses is 
one of the introductory features of a 
new thirty-two page book entitled “New 
Horizons in Life Underwriting,” just 
published by the Connecticut General. 
A check chart on this point gives the 
reader a chance to compare and contrast 
life insurance with other careers in re- 
spect to permanence, income limitations, 
cumulative financial stability, etc. 

In publishing “New Horizons,” Con- 
necticut General presents a comprehen- 
sive picture of the range of opportuni- 
ties which the life insurance business of- 
fers new men today . . . opportunities 
not only for financial success and the 
building of a full and satisfying career, 
but also for an ever widening scope of 
usefulness and service to the public in 
meeting present world conditions. 


Comments by President Wilde 


Commenting on this new and broader 
concept of life insurance sales, in an 
introductory letter reproduced in the 
booklet, Frazar B. Wilde, Connecticut 
General president, said: “We who have 
built our business careers in life insur- 
ance have had ample opportunity to mea- 
sure its possibilities and rewards through 
many business cycles. We have seen, 
particularly during the past ten years, 
how entirely new developments based on 
fundamental principles have expanded 
the scope of the services we render. At 
the same time there have been placed 
in the hands of the individual insurance 
writers new instruments that permit a 
completely professional approach to the 
needs of a far greater number of people 
in every walk of life.” 

Throughout the booklet, it is empha- 
sized that life insurance sales work is 
no longer a job of “cold canvassing” in 
search of a prospect who will buy a “pol- 
icy.” Instead, the modern insurance 
salesman is a trained and competent ad- 
viser who fulfills the needs of his clients 
through a comprehensive analysis that 
coordinates insurance with their com- 
plete financial programs. 





JOHN DOLPH DIES AT 83 





Retired District of Columbia Manager 

For Metropolitan Life Served That 

: Company 45 Years 

John Dolph, retired District of Colum- 
bia manager of Metropolitan Life and 
past president of the National Associa- 
tion of Life Underwriters, died at his 
home in the capital on October 29 after 
a long illness. He was 83 years old. 

Mr. Dolph, who also was a past presi- 
dent of District Life Underwriters, re- 
tired in 1929 after completing more than 
45 years in the service of Metropolitan. 
He was born August 13, 1859, in Water- 
loo County, Ontario, Canada, and after 
teaching school went to Chicago in 1884. 
In that year he joined Metropolitan, 
rising within a few months to the posi- 
tion of assistant superintendent of the 
Chicago district. In September, 1889, he 
was transferred to South Boston, Mass., 
as assistant superintendent there. Sub- 
sequently he served as superintendent of 
the South Boston, Cincinnati and Balti- 
more districts and finally, in 1909, was 
transferred to the Washington district 
as manager. Mr. Dolph leaves a widow. 





BANKERS LIFE, IA. REPORTS 

Bankers Life of Iowa reports as of 
the end of the third quarter total in- 
surance in force exceeding $801,000,000. 
This represents an increase of more than 
$17,000,000 in the first nine months of 
the year. The total paid-for of ail Ordi- 
nary life insurance during the first three 
quarters of the year was $44,000,000; a 
gain of 4% over the same period in 1941 
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Life Counsel Not to Meet 


Members of the Association of Life 
Insurance Counsel have been advised 
by Harry Cole Bates, general counsel 
of the Metropolitan Life and acting sec- 
retary of the association, that the ex- 
ecutive committee has decided to defer 
the annual meeting scheduled for De- 
cember 7 and 8 in New York due to 
the war. The executive committee is of 
the opinion that a deferred annual meet- 
ing should be held possibly March 31 
next year and asks members to express 
their views. 





MICHIGAN FOLLOWS-UP RULING 





State Insurance Officials Will See How 
Schooling of Life Agents 
Is Done 

Michigan Insurance Department offi- 
cials are planning for the near future a 
follow-up campaign on their ruling of 
last Spring requiring all newly-licensed 
life agents to complete an educational 
program provided by their companies and 
approved by the department. The pro- 
cedure has been worked out jointly with 
the state council of the Michigan State 
Life Underwriters Association. 

Seth Burwell, head of the state insur- 
ance department’s life division, with 
several investigators, will visit general 
agents and branch offices to review the 
extent to which the program has been 
carried out. Fifty new agents have been 
reported to the department as having 
met the educational requirements in full. 





COLUMBUS MUTUAL MOVES 


Life Company in New, Up-to-Date Build- 
ing Near Ohio’s Capitol; Fluorescent 
Lighting Featured 
The Columbus Mutual Life has moved 
its headquarters to a new home office 
building at 303 East Broad Street, Co- 
lumbus, O. The old offices were at 580 

East Broad Street. 

The company’s new home office build- 
ing is four stories high, has a front of 
140 feet, a depth of 100 feet and cost 

, Walls are of grey Indiana 
limestone set off by glass blocks sepa- 
rated vertically by pilasters and hori- 
zontally by cast aluminum spandrels. 
The building has fluorescent lighting and 
is air conditioned. It is located only 
four squares from Ohio’s Capitol. 








UNION CENTRAL LIFE DRIVE 





Campaign to Link Agents with Newly- 
Monied Prospects Announced 
By Hanselman 

Union Central Life has opened a No- 
vember drive for new prospect names 
and applications, Vice-President and Su- 
perintendent of Agencies Wendell F. 
Hanselman has announced at Cincinnati. 
The drive which is nation-wide is de- 
veloped along a simple, tested prospect- 
ing technique for bringing the agent in 
touch with more prospects whose in- 
comes have been stepped up in 1942. 

Response to the preliminary announce- 
ment, Mr. Hanselman explains, shows 
the company’s field force is strongly 
supporting the drive. More than 500 
agents have pledged their cooperation. 





Paine Reelected V.-P. 


Walter S. Paine, manager, engineer- 
ing and inspection division, Aetna Life 
Affiliated Companies, was reelected vice- 
president for industrial safety at the 
thirty-first annual congress of the Na- 
tional Safety Council in Chicago on Oc- 
tober 28. 





The Life Insurance Cashiers’ Associa- 
tion of Newark, N. J., held a dinner- 
meeting in Kresge’s Department Store, 
Newark, recently. President Edward 
Levesque presided. 





Clarence H. Poindexter, general agent 
of the Northwestern Mutual Life of 
St. Louis, reports a nine months’ gain 
in paid-for new business of 44% com- 
pared with the same period last year. 


































































































Endowments long have been a popular item in 
the underwriter’s kit and through the use of attached 
optional settlements, riders, etc. have furnished 
retirement income benefits for either single or joint 
lives. Now Connecticut Mutual endowments have 
been made even more appealing and understandable 
to the layman by spot-lighting five valuable income 


options right on the face of the contract. 


Life income on the without return basis. 


2. Life income for 100 months certain in any event. 
3. Life income on the instalment refund basis. 
4 


‘4. Joint and survivor annuity with 100 monthly 
payments certain. 


5. A combination of participating life paid-up policy 
plus a life annuity without return. 


A Contract 
“Designed to Help the Salesman Sel?’ 


Life Insurance Co. 
96 years of Dependable Performance 





—— 
93% Tax Basis for Life Co, 


A news story from the Wash; 
Bureau of the New York lowate 
Commerce yesterday says that Seen 
tary Morgenthau is expected to ieee 
proclamation within the next two : 
three weeks as required by the new rd 
law as to the basis for taxation of if 
companies. It was stated that the tents 
tive 93% basis would be retained, The 
secretary has authority to adjust the 
basis under the law. ; 





HARRY S. HULL ADVANCED 


Mutual Life Makes Rochester Represen. 
tative Organizer of Agency 
at Buffalo 

Harry S. Hull, Jr., a representative of 
Mutual Life of New York in its Roches. 
er, N. Y., agency, has been made agency 
organizer of the Buffalo agency, W 
Merle Smith, Buffalo manager, has an- 
nounced. Mr. Hull had been a represen. 
— in the Rochester agency since 

The new agency organizer has long 
been active in civic affairs. He js , 
former treasurer and director of the 
Young Men’s Business & Professional 
Club of Auburn, N. Y., treasurer of that 
community’s Booker T. Washington 
Community Center and chairman of the 
annual Auburn City Hospital charity 
ball. He studied at the New England 
er of Music and _ attended 

ale. 


Fred Rhodes Dead 


(Continued from Page 3) 


$34,000,000. Its assets were $5,250,000, At 
the end of last year its admitted assets 
were $69,000,000; its insurance in force, 
$224, 189,000. 

Mr. Rhodes took an active part in 
the civic life of Pittsfield. He was a 
director, of the Pittsfield-Third National 
Bank and Trust Co., a trustee of the 
City Savings Bank, a director of the 
Boys Club. Some years ago he was 
president of a golf and hunting club 
near Lenox. He was active in Masonic 
circles for many years; was a_ past 
master of the Crescent Lodge of Pitts- 
burgh, and received his 33rd degree in 
the Masonic Lodge at Detroit in 1931. 


The Funeral 


Funeral services for Mr. Rhodes were 
at First Church of Christ, Congrega- 
tional, the Rev. John Grattan conducting 
the services. The Association of Life 
Insurance Presidents’ committee con- 
sisted of Bertrand J. Perry, Massachu- 
setts Mutual; George Willard Smith, 
New England Mutual; S. T. Whatley, 
Aetna Life; and Bruce E. Shepherd, 
actuary. In addition to officers and 
others from home office, and a large 
number of the company’s general agents, 
those who attended the funeral included 
Joseph C. Behan, vice-president Massa- 
chusetts Mutual; Judges William A. 
Burns and John C. Crosby, Congress- 
man Allen T. Treadway, Winthrop M. 
Crane, Jr.. Harry S. Watson, president 








Berkshire Trust Co.; Charles W. Power, f 


president Pittsfield Third National Bank; 
Clifford F. Martin, president City Sav- 
ings Bank; Harvey Weeks, Central Bank 
& Trust Co. New York, and William 
L. Hadley, The Eastern Underwriter. 


Mrs. Rhodes His Companion 
at Conventions 


Mr. Rhodes left a widow, the former > 
Miss Georgia O. Wilson of Pittsburgh > 


whom he married on June 7, 1900. She 
attended all conventions that he dit 
For many years they rarely used trains, 


doing most of their traveling by auto > 


| 


mobile. Also, he left three sons, Pat! § 


W. of Detroit; Charles 2d of New York; 
and Frederic H., Jr., of the Army; two 
daughters, Virginia, who is serving wit 
the Red Cross at Camp Mead, Md.; anf 


Nover 


— +. re fF o> n,n? , ee | 


— te 


—_— > ree 





Mrs. Gerald LeGrange of Watertow!, 
Conn.; a brother, Charles of Chicag® 
who is a vice-president of the United 
States Steel Corporation; and sevél 
grandchildren, 
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THE New York Life Insurance Company, in the adver- 
tisement appearing on this and the following pages, 
pays tribute to the members of the 1942 Nylic Clubs, 
and particularly to the Officers of the Top Club for 
impressive records during the past Club Year. In 1942 there 
are more members in all of the Nylic Clubs than in 
either 1940 or 1941, and the ratio of Club members to the 
total number of agents is greater than it has been for a 


good many years. 


The Company suspended its regular Club Conferences this 
year in order to co-operate with the Government in its efforts 
to relieve wartime congestion on the railroads. As a substitute 
for the regular business sessions, the September issue of the 
Nylic Review was a “Convention on Paper.’”’ Every agent of 
the Company was thereby given the benefit of the contribu- 
tions which would normally have been delivered in person at 
the Top Club Conference. 

* * * * 

There are three Nylic Clubs: The $100,000 Club, $200,0C0 
Club, and Top Club. While a member of the Top Club is 
recognized by his associates and friends as one of the out- 
standing leaders in the Company’s Field organization, and a 
member of the $200,000 Club has won great success and stands 
near the top, membership in the $100,000 Club is also an 
achievement deserving of high praise. 


The Officers of the Top Club represent the leading agents 
of the Company. The President of the Top Club is the Field 
representative who pays for the largest volume of new business 
during the Club year, under Club rules. The Presidency is 
limited to one term and the Chairman of the Advisory Board 
is the leading past President of the Top Club. The five Vice- 
Presidents-at-Large are those who have made the best Club 
records throughout the United States and Canada, aside from 
the Top Club President and the Chairman of the Advisory 
Board (except that no two may come from the same Depart- 
ment). Following these are the seventeen Department 
Vice-Presidents, who have had the best Top Club records in 
each of the regional Departments. 


* * * * 


The Club records this year are unusually impressive and 





NEW YORK LIFE INSURANCE COMPANY, 51 MADISON AVENUE, NEW YORK, N. Y. 





encouraging. The President of the 1942 Top Club, 
Mr. Irving Freed, paid for a greater amount than was 
secured by the President of the Top Club in either 
of the two previous Club years, and qualified for 
the Million Dollar Round Table of the National Asso- 
ciation of Life Underwriters. First Vice-President-at-Large 
George J. Lucas also qualified for the Million Dollar Round 


Table. 


(Club records represent “rock-bottom” figures. For ex- 
ample, no term insurance is counted and quarterly and semi- 
annual business is counted pro rata, that is $250 or $500, 


respectively, as each quarterly or semi-annual premium is paid.) 


Each of the five Vice-Presidents-at-Large earned his posi- 
tion with a greater individual volume of business than was 
secured by the corresponding officers in either 1940 or 1941. 


This year, the combined paid business of the twenty-four 
Top Club Officers, including the Chairman of the Advisory 
Board and the seventeen Department Vice-Presidents, ex- 


ceeded the corresponding combined totals for 1940 and 1941. 


More Club members paid for over $200,000 business in 


the 1942 Club year than in either 1940 or 1941. 


The number of paid applications secured by the 17 Depart- 
mental Chairmen of the $100,000 Club was greater in 1942 
than in 1940 or 1941. 


Moreover, in all of the above comparisons we are using 
figures for only eleven months in 1942 as against the full twelve 
months of the 1940 and 1941 Club years, for the 1942 Club 
year was shortened to eleven months in order to change the 


annual date upon which the Club year ends. 


* * *K * 


To the Officers of the Top Club and to their associates in 
the Nylic Clubs, the Company extends its sincere congratula- 
tions. Club membership is a high honor which not only 
reflects personal achievement and success but also carries with 
it a large measure of prestige both in the organization of our 


Company and in the community served by the life underwriter. 
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THE outstanding leader in the New York 
Life’s Field Force during the 1942 Club 
Year was Irving Freed, a Third Degree 
Nylic of New York City. A native 
New Yorker, he attended the College of 
the City of, New York and in 1923 joined 
the Field Force of the New York Life. 








IRVING FREED 


He looks forward to attaining the dis- 
tinguished rank of Senior Nylic at the 
end of 1942, when he will be 43 years old. 

Mr. Freed sells a substantial volume 
of business life insurance as well as 
personal life insurance on a program 
He is recognized in the Com- 


basis. 





pany for producing business of high 
quality which stays in force. The ratio 
of persistency of his 1941 Club Year 
business, for example, was 100 per cent. 
He is a member of the Million Dollar 
Round Table of the National Associa- 
tion of Life Underwriters. 
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I. S. KIBRICK 
Senior Nylic 
Chairman of the Advisory Board 


Brockton, Massachusetts 


Mr. Kibrick is widely known to life underwriters 
throughout the country as an inspiring and 
dynamic speaker and the author of valuable 
articles on business life insurance. A member 
of the Nylic Field Force for the past 27 years, he 
was President of the Top Club in 1935. 





EDWIN T. GOLDEN, C.L.U. 
First Degree Nylic 
Vice-President-at-Large 
San Francisco, California 


Mr. Golden is known among life underwriters 
for his practical book “Young Man—Here’s 
How to Sell Life Insurance,” published in 1941. 
A graduate of the University of California 
in 1932, he joined the New York Life in 1933 
and has been a Top Club member every year 


since 1934, 








GEORGE J. LUCAS 
Third Degree Nylic 
Vice-President-at-Large 
Sioux Falls, South Dakota, 


Mr. Lucas joined the New York Life 17 years ago, 
is now age 38, and has only three years to go 
before becoming a Senior Nylic. Working in a 
small city, he has a wide clientele among all fields 
of business, industry and farming. He emphasizes 
specific need selling and life insurance for taxes. 





a LOUIS K. SIMS 
Senior Nylic 
Vice-President-at-Large 


Los Angeles, California 


Mr. Sims has been a member of the New York Life 
Field Force since December, 1918. He writes a 
great many applications for substantial amounts 
on the lives of executives and management men 
in the wholesale business. A very vital personality, 
he has a thorough knowledge of the psychology of 
life insurance selling. 





DON C. KITE 
Second Degree Nylic 


Vice-President-at-Large 
Morgantown, West Virginia 


Mr. Kite is prominent in his community, seat of the 
University of West Virginia, not only for his knowl- 
edge and ability as a life underwriter but also for 
his active participation in community affairs. He 
joined the New York Life in 1932 after previous 
experience as a railroad yard master. 





ALBERT W. TREBILCOCK 
Third Degree Nylic 
Vice-President-at-Large 





Chicago, Illinois 


Mr. Trebilcock is a career life underwriter whose 
consistent leadership in the Company’s Field 
Force reflects his ability to adjust his methods 
to changing conditions. He joined the New 
York Life 19 years ago, has regularly qualified 
as a Nylic Club member, and now has a clientele 
of about 2,500 policyholders. 
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Third Degree Nylic 
San Francisco, Calif. 





Second Degree Nylic 


Third Degree Nylic Third Degree Nylic 
Colorado Springs, Colo. Lawrence, N. Y. 

















THEODORE KRAEMER CHARLES ANCHELL SYLVAN D. EINSTEIN 
Second Degree Nylic Third Degree Nylic 
New York, N. Y. Vineland, N. J. 


Minneapolis, Minn. 
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THEODORE WEISS 
Third Degree Nylic 
Chicago, III. 





HARRY A. RUVIN EUGENE KENDALL 
First Degree Nylic 
Norman, Okla. 


Third Degree Nylic 
Schenectady, N. Y. 





JOSEF E. JOSEPHS, C.L.U. 
Second Degree Nylic 
Charlotte, N. C. 


Sioux City, Iowa 


G. BERTIL GUSTON 
Freshman Nylic 
Dorchester, Mass. 


CORNELIUS G. SCHEID 
Second Degree Nylic 
Cleveland, Ohio 


LYLE H. CHENEY 
First Degree Nylic 
Pasadena, Calif. 








WILLIAM A. LEAVELL 
Third Degree Nylic 
Meridian, Miss. 


IRVING LEVITIN, C.L.U. 
Third Degree Nylic 


COY JAY 
Senior Nylic 
Johnstown, Pa. 
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JOHN N. LaCORTE, Freshman Nylic . . . . Brooklyn, New York JOSEPH J. HAVEY, First Degree Nylic . . . . Hillside, New Jersey ts 
MARION CICCARELLI, First Degree Nylic . . . . Milford, Mass. JOSEPH ‘BURGIEL, Second Degree Nylic ....... Ware, Mas:. Th 
GEORGE E. HOWARD, Third Degree Nylic . . Buffalo, New York DANIEL F.STEINWALD......... Kenmore, New Yor. Toa 
oO the 
RAYMOND J. MERCER, Third Degree Nylic. . . . Bellevue, Pa. JOHN A. SCHEFFER, First Degree Nylic. . . . Lancaster, Pap cieck 
mum 
HAROLD CAPLAN, First Degree Nylic . . . . Philadelphia, Pa. LESTER H. SCHWARTZ, First Degree Nylic . 2... Scranton, Pa. lean 
“Lif 
RICHARD F. HARRIS, Senior Nylic ..... . Athens, Georgia JAMES T. BURNS, Senior Nylic ......... Tampa, Florida tn 
cesstu 
EARL E. HENRY, Freshman Nylic ........ Dayton, Ohio te eo) sy Battle Creek, Michigan ine 
today 
WILLIAM B. RANKIN, Third Degree Nylic . ... . Joliet, Illinois J. T. SHUTT, Second Degree Nylic. . ...... Chicago, Illinois _— 
you 
HAROLD W. PETTENGILL, Freshman Nylic . . Beloit, Wisconsin HYMAN GLICKMAN, Third Degree Nylic . La Crosse, Wisconsin lf 
pany, 
vestme 


HUGO C. JOHNSON, Second Degree Nylic . . Norfolk, Nebraska ALBERT J. NORTON, Senior Nylic. . 2... Chadron, Nebraska Neer 


Elion d 


« 





these 


MILLARD W. ELLIS, First Degree Nylic . . . . Trenton, Missouri R. H. THURMAN, Second Degree Nylic . . . . Murray, Kentucky § a, 


F the co 


KALIL HELO, First Degree Nylic . Crowley, Acadia Parish, Louisiana Cea POUEONe 6 oo eee WR eR Homer, Louisiana ‘. 
ut 

» sia . i ome in vol 
WILLIAM W. WALL, Freshman Nylic.. . 2... Helena, Montana WARREN R. EVANS, First Degree Nylic . . . . Shelby, Montana lared 
the he 

TAGS E. AMLORIST 2 oe ele we Bremerton, Washington NYAL C. GRADY, Freshman Nylic . . . . . Spokane, Washington pera 
ou hi 
mk 
able te 
In the 
“Fur 
to-day 


JULIAN M. JACOBSON, Senior Nylic. . .  .Kingsburg, California JOSEPH LAURENCE, Third Degree Nylic . . . San Leandro, Calif. 







BRADFORD N. FROUDE, First Degree Nylic. . . Wan Nuys, Calif. JOHN D. BROWN, Senior Nylic . . 2... Clovis, New Mexico 








kota 


as?, 





November 6, 1942 














Lindsay Spurs Nylic 
Agents in War Effort 


jssUES GE NERAL MESSAGE 


Urges Field Force to Greater Business 
Output, Fullest Possible Civilian 
Defense Activity 


With more than a thousand employes 
of New York Life already in the armed 
forces and with two among those who 
have made the supreme sacrifice, L. 
Seton Lindsay, vice-president, in a gen- 
eral letter to the Nylic field force calls 
upon all to engage in the sale of life 
insurance from now on with all the en- 
eroy they can muster and to take part 
in civilian defense activities to the full- 
est degree possible. 

The sale of life insurance is more im- 
portant to the safety and stability of 
our economy than ever before, he ex- 
plains, for by draining off excess pur- 
chasing power, premium payments are 
checking inflation. Moreover New York 
Life agents, he points out, have a high 
civil defense obligation since by tem- 
perament and training they are pecu- 
larly qualified to cooperate with others. 

“It is traditional,” says Vice-President 
Lindsay, “for the men and women of 
Nylic to respond to their country’s needs 
in time of war, and all of us, in the field 
and in the home office, can take real 
pride in the way the agents, agency men 
and employes are meeting their wartime 
responsibilities.” 

Home Front 

After noting the Nylic contribution to 
the armed forces and to the lists of the 
dead, Mr. Lindsay predicted that “be- 
fore the present war ends there will 
undoubtedly be more gold stars on the 
company’s roll of honor, and the grim 
fact will be driven home to each of us 
that we must give to the full limit of 
our abilities in order to aid our country 
in the present crisis. 

“All of us, however, cannot serve in 
the armed forces. But that should not 
lessen our sense of obligation and de- 
sire to do our full share on the home 
front. We may not be able to pilot a 
plane or drive a rivet as well as others, 
but we do have special talents and abil- 
ities which can be directed to provide 
very substantial assistance to the Gov- 
ernment in two important ways. 

_ “First of all, we can help by putting 
forth extra effort and energy into our 
orimary task of selling life insurance. 
Today, this job is far more important 
to the national economy than ever be- 
lore. Life insurance helps to keep in 
check the forces of inflation, for pre- 
mum payments tend to siphon off ex- 
cess purchasing power and to defer the 
demand for consumers’ goods. 

“Life insurance is an important factor 
providing economic stability to the whole 
nation. Without such stability the suc- 
cesstul prosecution of the war would 
be seriously handicapped. It is there- 
lore apparent that your work in the field 
today is of even greater significance than 
under normal circumstances, and that 
when you sell a New York Life policy 
you are contributing to the present over- 
all efforts of the Government. 

Moreover, as you know, the com- 
pany, itself, is making very large in- 
vestments in United States Government 
bonds, and it already owns over a bil- 
lion dollars of such securities. None of 
these purchases would have been pos- 
sible except for the selling efforts of 
the company’s agents. 










Civilian Defense 
_ Our second obligation—to take part 
in volunteer civilian war activities—is 
shared with all our fellow citizens on 
the home front. As a Nylic agent you 
are particularly well qualified, by tem- 
Perament and training, for such work. 
ou have a natural ability to co-operate 
and deal with people, and this is a valu- 
able talent which your country can use 
in the present crisis. 
tondatrthermore, the nature of your day- 
y'work makes it possible for you 





Mutual Broadens War 
And Aviation Clauses 


ON STATES’ RECOMMENDATIONS 


Explanation by Company; 3% Interest 
On Existing Contracts Paid in Deaths 
Under Some Circumstances 


The Mutual Life Insurance Company 
of New York announces that it has 
adopted a new and, in some respects, 
more liberal war and aviation clause, ef- 
fective on all policies now being issued. 
In addition, certain provisions of war 
and aviation clauses in outstanding pol- 
icies also have been liberalized. The 
new clause is based upon the present 
recommendations of a committee of the 
National Association of Insurance Com- 
missioners. 

Statement by Company 

The Mutual Life’s statement about the 

new clauses follows: 


In effect, the new clause gives, with certain 
exceptions, full coverage of the face amount 
both to civilians and members of the armed 
forces in cases where death occurs while in the 
“home area,” which has been broadened to in- 
clude not only the forty-eight states of the 
United States, the District of Columbia and 
Canada, but also Newfoundland. The exceptions 
include aviation deaths other than as a fare- 
paying passenger, and some deaths resulting 
irom war or trom service in the armed forces 
where the cause of death occurs outside the 
liome area. In all cases, under the new clause, 
deaths resulting from war and occurring within 
six months of return to the home area and 
within two years after issuance of the policy 
are excluded where the cause of death occurred 
outside the home area. 


Death Outside Home Area 


Death outside the home area while the in- 
sured is in the armed forces is a risk not as- 
sumed by the Company under the terms of the 
new provisions, regardless of cause of death. 
With regard to civilians, the company does not 
cover death resulting from war if such death 
occurs outside the home area within two years 
after the policy was taken out. The same re- 
strictions concerning aviation deaths as apply 
in the home area also apply outside this area. 

Under the new clause, the amount payable as 
a claim in event of death from a restricted 
cause is now the greater of (1) the reserve on 
the policy, less indebtedness, or (2) total pre- 
miums paid, less dividends paid, with compound 
interest at 3%, less indebtedness. 

The new clause in its entirety will not be 
made retroactive to apply to existing policies 
with war clauses, the company states. Although 
the clause generally is more favorable with re- 
gard to deaths inside the home area, clauses in 
general use up to now are more favorable in 


most instances with regard to deaths outside 
the home area. - hae 
The provisions of existing clauses, however, 


been liberalized so that full coverage will 
be given except where death results from a 
cause occurring outside the home area or from 
action by or against the enemy during an in- 
vasion. This liberalization does not affect exist- 
ing restrictions concerning aviation and double 
indemnity. As a further benefit to polcyholders 
insured under existing contracts, 3% interest 
will be paid in case of death resulting from a 
restricted cause where the death benefit is re- 
duced under the terms of the policy to premiums 
less dividends, 





to arrange your time so as to be able 
to take an important part in volunteer 
activities. Although volunteer war work 
in no way minimizes the importance of 
your day-to-day task of selling life in- 
surance, we have noted that many agents 
who are most active in volunteer work 
have increased their life insurance pro- 
duction. No doubt this is partly due to 
their improved and positive mental at- 
titude and the enthusiasm with which 
they tackle a heavy daily schedule of 
work. 

“We have only a partial record of 
what has been done by Nylic men and 
women in volunteer war work. In order 
that we may have a complete picture of 
what is being done by every member 
of our Nylic organization, we plan to 
ask branch offices for a report covering 
the full year 1942. 

“As we near the end of the year, | 
urge you to get wholeheartedly behind 
your branch office program for writing 
new business during November and De- 
cember. The selling of life insurance, as 
I have said, is vitally important in this 
critical period and you can render a real 
service to your country by putting forth 
extra effort during the closing months 
of 1942, Furthermore, in this way you 
can earn enough to enable you to in- 
crease your own investments in War 
bonds.” 


Courage To Be Theme 
Of Women’s Congress 


NEW YORK MEETING NOV. 17 


Life Underwriters Committee Arranging 
Sales Session with Elsie M. Matthews, 
Connecticut Mutual, Leading 


How women underwriters of life in- 
surance may go after business in these 
morale-testing times with their chins up 
will be explained in detail at a sales 
congress to be held on November 17th 
in the New Weston Hotel, New York 
City, under the direction of the National 
Committee of Women Underwriters. 

Working on the program with Elsie 
M. Matthews, Connecticut Mutual, New- 
ark, national chairman, are National 
Committee Members Mildred F. Stone, 
Mutual Benefit, Newark, in charge of 
program; Mrs. Lillian L. Joseph, Home 
Life, New York, reservations for the 
congress and Beatrice Jones, Equitable 
Society, New York, in charge of hos- 
pitality. 

The League of Life Insurance Women, 
women underwriter’s local organization 
in New York City, is cooperating in the 
arrangements. Bertha M. Loheed, Fi- 
delity Mutual, president of the league, 
is working with Miss Jones on hospi- 
tality. Marie L. Brown, Equitable So- 
ciety, is handling publicity. 


Courage General Theme 


General theme of the congress will be, 
A Formula for Courage. There will be 
morning, afternoon and evening sessions. 
At the morning session, which will start 
at 10 o’clock, Mildred F. Stone will pre- 
side. There the courage-instilling topics 
to be discussed will fall generally under 
the heading, What You Do. Mrs. Lil- 
lian L. Joseph’s subject will be, Action 


srings Courage. Alice Roche, CLU, 
Provident Mutual, Philadelphia, will 
speak on Machinery of Action. Dr. 


Josephine Rathbone, hygienist, will dis- 
cuss, How to Keep Fit. 

During the mid-day adjournment, 
groups of women attending the session 
will lunch together at various restaurants 
nearby. 

The afternoon session, convening at 
2:30, will be presided over by Marie L. 
Brown with Beatrice Jones as leader. 
There the Formula for Courage will be 
developed from two angles. The first. 
titled What You Say, will present posi- 


live answers to current perplexities. 
The speakers will be Sara Frances 
Jones, CLU, Equitable Life, Chicago; 


Helen Rockwell, National Life of Ver- 
mont, Cleveland, and others. The sec- 
ond half of the afternoon session will 
discuss, What You Think—How to Con- 
dition Your Mental Attitude. The speak- 
er will bé Alice Rice Cook, director of 
the Counseling Center, New York City. 
The afternoon séssion will adjourn at 
4:30. 
Dinner Speaker 


At 7:00 P.M. there will be a dinner 
in the New Weston at which Bertha 
M. Loheed will preside. The speaker 
will be Countess Morag Zamoyska, 
liaison officer for women’s organizations, 
Inter-Allied Information Center, New 
York City. Her subject will be, Women 
of the United States. 

Countess Zamoyska has served as 
liaison officer since May, 1941. For ten 
months before that she lectured through- 
out the United States on her experiences 
with her two-year old child in the siege 
of Warsaw in September, 1939, and her 
subsequent internment in Poland until 
December of that year. She was born 
in the Hebrides and educated in London 
and the Free City of Danzig. She mar- 
ried a Polish citizen in Danzig in 1936 





BALTIMORE LIFE ASS’N MEETS 
Judd C. Benson, general manager 
home office agency, Union Central Life 
discussed agency morale at a luncheon 
Under- 








meeting of the Baltimore Life 
writers Association in the Lord Balti- 
more Hotel on October 23. Harry N. 


Stadler, association president, was toast- 
master. 


R. E. Mortgage Department 


United States Life 
of New York has 
appointed Miss 
Blanche Gould as 
manager of the Real 
Estate and Mort- 
gage Department to 
succeed William C. 
3atchelder, now in 
the Army. Since 
joining the com- 
pany in 1940, as Mr. 
3atchelder’s secre- 
tary, Miss Gould 
has had ample ex- 
perience to fit her 
for her new posi- 
tion. As the company’s expanding real 
estate and mortgage interests drew Mr. 
Batchelder from the home office she 
became his assistant, taking over a 
steadily increasing volume of his work. 

Miss Gould was born in Richmond 
Hill, L. I., was graduated from Jamaica 
High School and attended New York 
University where she specialized in eco- 
nomics. She was married last spring 
to Joseph V. Schadt. 





Blanche Gould 





Pink to be Speaker at 


Jewish Charities Dinner 


Louis H. Pink will be the guest speaker 
at the annual dinner of the General 
and Life Insurance Divisions of the New 
York and Brooklyn Federation of Jewish 
Charities which will be held at the Hotel 
Pennsylvania November 12. It will be 
the twenty-fifth anniversary of the New 


York Federation. Co-chairmen of the 
general insurance executive committee 
are George P. Frenkel and Morton 


Whitehill. Chairman of the Midtown 
division is Carl Harber. Chairman of 
the life insurance executive committee 
is Meyer M. Goldstein. Chairman of 
the personnel division is Benjamin D. 
Salinger. 





PENN MUTUAL WINS 

At the Direct Mail Advertising Asso- 
ciation annual meeting, October 17, the 
Penn Mutual was the only life insurance 
company named among the fifty winners, 
and six duplicates of each of the 50 
thereafter went on tour in six geograph- 
ical districts among advertising clubs. 
The Penn Mutual entry was the policy- 
holders’ poll survey used during policy- 
holders’ months last spring, and was de- 
signed by Albert Fitz Randolph, of the 
company’s sales promotion division. 





PRODUCED FOR 900 WEEKS 

Back in 1925 Earl Kloppenburg, home 
agency of Franklin Life in Springfield, 
Ill., joined the company’s Application-A- 
Week club. A few days ago he rounded 
the 900th consecutive week in which 
as not failed to bring in at least one 
ication. Mr. Kloppenburg has 
een writing insurance since he returned 
last war 1 S 






and has in force more 
than 3,000,000 lives of Sangamon County 


idents 
residents. 


from the 





BANKERS LIFE OF IOWA GAINS 
Bankers Life of Iowa has 
‘Ss total insurance in 
n $801,000,000, 
$17,000,000, ir 


reported as 
so 










itember 30, 







000,000. 








sing assistant 
Mutual of New 


has resigned to become an ensign 





in the Navy. He is stationed at the 
Naval Training School, Treasure Island, 
San Francisco. Mr. Zock joined 

Seattle Agency in 1939 and was pro- 
moted to supervising assistant in 1940, 


the 
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Col. Kimball Dead; Once 
Head of Volunteer State 


WAS ILL FROM HEART ATTACK 


Won Distinguished Service Cross in 
First World War; Re-entered 
Army in 1941 

Lieut. Col. Richard H. Kimball, presi- 
dent of the Volunteer State Life for 
some years and more recently president 
of a trust company, died in that city of 
a heart attack on October 31. 

He was born in Kimball’s Bend, Tex., 
founded by his ancestors, and was grad- 
uated from the University of Texas in 
1903 and from the United States Mili- 
tary Academy in 1907.. He remained in 
the Army until 1922, when he resigned. 

First World War Experience 

the first World War Colonel 
Kimball was a member of the General 
Staff for the enlisted personnel pro- 
curement division and for his service 
received the Distinguished Service Cross. 
When he resigned from the Army he 
held the rank of major, but was placed 
on the reserve list as lieutenant colonel. 
He was a graduate of the Mounted 
Service School at Fort Riley 

After his retirement from the Army 
he came to Chattanooga to live and soon 
afterward became active in the business, 
civic and social life of the city. 

Again Entered Service 

In 1941 Colonel Kimball re-entered the 
Army and became commanding officer of 
the Civilian Conservation Corps Head- 
quarters at Fort Oglethorpe. He con- 
tinued in this capacity until last Feb- 
ruary, when he was named commanding 
officer of the reception center at Fort 
Oglethorpe, where all inductees into the 
Army from Tennessee are received. He 
was reported to have been in line for 
promotion to full colonelcy. 


During 





War Bond Conference 


(Continued from Page 3) 


At this conference was discussed the 
activities of the entire War Savings Pro- 
gram and future plans were outlined. 

The life underwriters associations have 
been actively and closely connected with 


the War Savings Staff since April, 1941, 
when they offered their services to the 
Treasury Department through the Na- 
tional Association of Life Underwriters. 
There were approximately thirty-five 
Life Underwriters in attendance at the 
conference. These men are members of 
their various State Administrator’s Staff, 
either as associate administrator, deputy 
administrator or committee chairran. 
Roderick Pernie, general agent, Massa- 
chusetts Mutual in Rhode Island is state 
administrator for that state. 

The outstanding work of the life un- 
derwriters was highly praised both by 
the Washington officials and the state 
administrators. 

William H. Andrews, Jr., chairman of 
the National Association’s committee on 
war savings, announced that approxi- 
mately 22,000 members of life under- 
writers’ associations are now engaged in 
the sale of war bonds and have been in- 
strumental in the sale of war bonds 
and pledges amounting to one and three- 
fourths billion dollars. 

The Kansas City General Agents and 
Managers Association of which Wayne 
Clover is president, was host to the un- 
derwriters at the Kansas City Club on 
October 26. George L. Harrison, presi- 
dent, Ne York Life, and chairman of 

urance coordinating commit- 

president, Northwest- 

ern Natio ife and state chairman 

of Minnesota; and W. Grant, presi- 

dent, Business Men’s Assurance; and G. 

F. Johnston, third vice-president, Metro- 

politan Life, who had the responsibility 

of setting up the field division of the 

War Savings program, were special 
honor -guests. 

J. Frank Trotter and his war savings 
committee of Kansas City were hosts to 
the underwriters and honor guests in 
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Men in Armed Services Could Lose 
Benefits Under Social Security 


Unless Congress amends the Social 
Security Act to bring those in the armed 
services under its terms the men who 
left covered employments to serve their 
country are in danger of losing a vast 
amount of life insurance protection. In 
the New York Herald Tribune of Sun- 
day, Nov. 1, there was a story from 
Washington signed by Stephen G. 
Thompson which points out that these 
insurance benefits are of a temporary 
and expiring nature. The Social Secur- 
ity Board in its last annual report rec- 
ommended to Congress that the old-age 
and survivor’s insurance be extended to 
cover service in the armed forces. This 
subject was discussed in The Eastern 
Underwriter of September 18, in which 
it was pointed out that this danger of 
losing benefits under the Social Security 
Act also applies to those who work in 
war factories which have been taken 
over by the government or by the Army 
or Navy or of those in a civilian capac- 
ity with the armed forces. 

The story in the Herald Tribune points 
out that depending on how recently and 
how long he may have worked since Jan. 
1, 1937, in employment covered by Social 
Security, the widow and children of a 
man in the armed services may qualify 
for total benefits as high as $85 a month 
until the youngest child is eighteen years 
old. Without a child a widow will qual- 
ify only for a small lump sum benefit, 
unless sixty-five years old. 


Overlook Social Security 


Frequently overlooked by many fami- 
lies, the survivors’ insurance benefits for 
workers of all ages embodied in the reg- 
ular Social Security program is one of 
the most important of three concurrent 
sources of life insurance available for a 
minimum of war-time expenditure to 
married men with children called into 
service. 

In the first place amendments to the 
soldiers and sailors civil relief act of 
1940 signed this month by President 
Roosevelt guarantee government pay- 
ment of the premiums of an individual’s 
private life insurance policies up to a 
total face value of $10,000. This applies 
to endowment and term as well as ordi- 
nary life policies, and even fraternal or- 
ganization payments of a life insurance 
nature. 

No war-time premiums need be paid 
by the soldier or sailor policyholder, ex- 
cept voluntarily or for insurance in ex- 
cess of $10,000, under this system, but 
he must make an adjustment .with the 
underwriting company within two years 
of his discharge and assume any pre- 
mium obligations paid by the govern- 
ment. 

Low-Rate Military Insurance 

Secondly, men in the armed forces may 
obtain the regular low-rate government 
military insurance from $1,000 to $10,000. 
This is available as high as age seventy- 
five, but in the fighting ages ranges 
from $6.50 a month at twenty-one to 
$7.60 a month at thirty-five for the max- 
imum $10,000 coverage 

Finally there is the social security 
coverage, requiring no expenditure what- 
soever, inasmuch as the premium already 
has been paid through the 1 per cent 
deduction from the man’s wages or sal- 
ary in previous years. From this insur- 
ance a widow and children qualifying for 
the maximum benefits of $85 a month, 
or $1,020 a year, might draw as much as 
some $16,000 to $18,000 over a period of 
seventeen or eighteen years. 

A small number of claims of survivors 
of men killed in action ee have been 


the Phillips Hotel, October 27. Dan Nee, 
state administrator for Missouri, spoke 
in high praise of the fine work that 
the life underwriters committee had done 
in Kansas City and the splendid coopera- 
tion given by the life underwriters 
throughout Missouri. 


the Social Security Board re- 
ported today, but statistics about them 
have not been isolated. Commenting on 
the situation, and the future, officials re- 
ferred to an address Oct. 9 by Arthur J. 
Altmeyer, chairman of the board, before 
a convention of the American Federation 
of Labor. 
Service Men Losing Credits 

the law stands,” said Mr. Alt- 
“service men are losing credits 
under the old-age and survivors insur- 
ance system, if they went into service 
from a job covered by that system. 
Their eligibility for retirement benefits 
and the eligibility of their families in 
case of the soldier’s death, diminishes 
with the period of absence from the 
civilian job, and may disappear alto- 
gether. We hope Congress will soon 
take action to correct this.” 

The last annual report of the board, 
discussing workers who left covered em- 
ployment to aid the government in either 
civilian or military services, said in part: 
“In equity to them, provisions must be 
made so that insurance rights which 
they have already acquired, or those 
which they would have gained had they 
not entered government service, will not 
be lost or impaired. It would be 
possible to protect the worker from the 
loss of existing insurance protection or 
ultimate diminution of his: legally de- 
fined average wage, on which the amount 
of his benefit is based, by extending the 
coverage of the system to include em- 
ployment with armed forces. Such a 
plan, however, could be developed satis- 
factorily only if it is co-ordinated with 
programs already available to the armed 
forces and with veterans’ programs.’ 

Survivors’ Benefits 

Survivors’ benefits for widows and 
children are payable if a man was either 
“fully” or “currently” insured. “Fully” 
insured means he worked in covered 
employment and was paid at least $50 
a quarter in half of the calendar quar- 
ters since Jan. 1, 1937, when the pro- 
gram was launched. “Currently” insured 
means a man worked similarly in any six 
of the twelve calendar quarters preced- 
ing the quarter in which he dies. 

Under the first condition, a man who 
worked steadily in covered employment, 
and that includes almost any job in busi- 
ness or industry, from January, 1937, to 
June, 1942, would be “fully” insured for 
the next five and a half years. Working 
until Jan. 1, 1943, he would be “fully” 
insured for the following six years. 

Under the “currently” insured condi- 
tion, a man who worked in covered em- 
ployment for only one year and a half 
(six quarters) immediately prior to in- 
duction would be covered through the 
next seven quarters, or one year and 
nine months. Technically, because he is 
credited for the quarter in which he is 
paid, rather than the quarter in which 
he earned his salary or wages, a man 
might be paid $50 on the first day of 
one quarter for work performed the pre- 
vious quarter, be inducted the same day 
and remain covered for two years. 

Method of Calculating Benefits 

Survivors’ benefits are calculated on a 
worker’s “primary” benefit, but cannot 
exceed $85 a month or twice the amount 
of this benefit. This “primary” benefit 
consists of 40 per cent of the first $50 
a month of the worker’s average wages, 
plus 10 per cent of the next $200 a 
month, plus 1 per cent of the sum of 
these for each year of covered employ- 
ment. Two hundred and fifty dollars, or 
$3,000 a year, is the maximum on which 
social security taxes are collected and 
benefits computed. 

For any one who has averaged $60 a 
week, or $3,000 or more a year, the max- 
imum primary benefit available today 
would be $42.40. For a person who aver- 
aged $40 a week, or $160 a month, the 
maximum primary benefit would be 
$32.86. In very low brackets the pri- 
mary benefit automatically is boosted to 


certified, 


“As 


meyer, 


Frank B. Runyon Agency 
Assistant, Penn Mutual 


FRANK B. RUNYON 

Frank B. Runyon has been appointed 
agency assistant and assigned to the 
agency department of the Penn Mutual 
Life. He has been a supervisor in the 
company’s home office agency. 

Mr. Runyon has had an unusually well 
rounded background. He came into life 
insurance as an agency clerk for the 
Guardian Life. For twenty years he 
worked in the Eastern field for the Equi- 
table. He was an agency manager in 
Philadelphia, and personnel secretary in 
Pittsburgh with the E. A. Woods agen- 
cy, studying methods of recruiting, train- 
ing and supervising agents. Followinga 
statistical course at Carnegie Institute 
he was at the Equitable home office as 
director of sales research and later as 
agency assistant to Frank H. Davis. He 
worked as agency manager in Philadel- 
phia and New York and as Eastern su- 
perintendent of agencies for the Acacia 
Mutual. 

He is a native of Middletown, N, Y, 
attended high school there, Exeter Acad- 
emy, and was graduated from New York 
University. 


LOS ANGELES LIFE MANAGERS 





F. C. McMillan, Penn Mutual, Resigns 
Association Presidency to Enter Army; 
R. L. Hoghe Succeeds Him 

Fred C. McMillan, general agent of 
Penn Mutual, has resigned the presi- 
dency of Life Insurance Managers As- 
sociation of Los Angeles because of 
his entrance into the Army. His unex- 
pired term is being filled by Vice-Presi- 
dent Russell L.. Hoghe, CLU, general 
agent of Equitable Life of Towa. Mr. 
McMillan is on duty in the specialists 
corps at Los Angeles with the rank of 
captain. F 

At the association meeting in which 
Mr. MeMillan’s resignation was accept 
ed, the question of Recruiting in a War 
Time Economy was discussed by Gen- 
eral Agents Walter G. Gastil, Connecti- 
cut General Life; Rolla R. Hays, Jt 
CLU, New England Life, and Buryl 
Blevins, Occidental Life of California, 





$10 a month if not that high by ordinaty 
calculations. 

After the death of a worker either 
“fully” or “currently” insured, his wile, 
provided she has a child, is eligible for 
three-fourths of her husband's primary 
benefit for herself, and each child i 
eligible for one- half, except that the 
family shall not receive a total in excess 
of twice the primary benefit, or $85. 

The widow forfeits her benefits if she 
remarries, or works in covered employ: 
ment. The children can continue to i 
benefits if she works, however, an 
there were four children they could drat 
the maximum benefit available. 
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Milton Caton, Jr. 


Maxwell Ohlman 
J. P. O'Keefe 

R. S. Preston 

J. J. Schenkel 
Joseph Schneider 
J. J. Schonenberg, Jr. 
J. H. Scott 

W. G. Stauffer 
W. H. Storck 

P. H. Troth 

H. C. Viehman 
J.J.Welsh 


A.A. Aines : E. C. Holden, Jr. 
R. J. Barbuti_ a S E. Channing, Jr. G. H. Johntry 
T. F. Beck RL. Christiansen R. W. Kurtz 
W. H. Callihan H. A. Cole, Jr. J. W. Laughlin 
J. S. Carey S. P. Crowell T. M. Lemly 
H. W. Dale - J. E. Lockwood 
_ M.V. deCastle B. S. Loeb 
E.R. Eaton, Jr. E. T. Lynch 
Laurence Eustis, Jr. W. J. McFeely, Jr. 
C. C. Farrell W. D. McNamara 
-§. W. Fleischner B. M. Marks 
J. H. Friedlander J. R. Martin 
_F.B. Gautier R. B. Mays 
J. A. Gough W. McD. Merritt, Jr. 
P. F. Grove, Jr. E.M. Morgan — 
William Hearne. H.W. Mosby 
Paul Heymann, Jr. R. L. Pagano ; 
: C. W. Phillips : 
A. J. Shaffer, Jr. 
L. P. Smith : 
C. L. Tillman, Jr. 
F. W. Trapolin 
F. W. Trice 
D. B. Tripp ; 
J. R. Troth 
F. H. Underhill og 
P.F.Vallon 
H. M. Wright 
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ie _Y.A.Chandler, Jr. 
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HOME LIFE INSURANCE CO. 


Deservedly in the spotlight today are the men 
who serve in the uniforms of our nation's fight- 
ing forces. We proudly publish the names of 
those from Home Life. They have assumed a 
grave new responsibility—and those of us who 
carry on at HOME have added to ours. We 
will—we must—do everything in our power to 
continue their services to clients so that upon 
return to civilian life the good will these men 
helped Home Life build in the past will be theirs 
to enjoy in a future made secure through sac- 
rifice and earnest work by us all. 
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Sales Philosophy of Late A. E. N. Gray 


The late A. E. N. 


retary, Prudential, was for years one of 


Gray, assistant sec- 


the oustanding speakers in the insurance 
business. He had the faculty of packing 
his address with human interest stories, 
with philosophy and with wit. 

In the early stage of his career he 
While he was an agent 
he wrote more than $100,000 his first 
year in the business. He made a point 
of telling insurance congresses that for 
every $1,000 he sold there was another 
$1,000 he might have sold if he had had 
after prospects as 


was an agent. 


the courage to run 
cleverly as he ran away from them. He 
was emphatic about the place courage 
occupied in insurance salesmanship. He 
said there was no courage unless there 
was a consciousness of fear and that 
courage is really the ability to overcome 
fear. 

Unfortunately, just as many success- 
ful salesmen are unable to tell how they 
sell, just so, men who are able to over- 
come fear are too often unable to tell 
us how they overcome it, was his view- 
point. “However,” he said, “if we study 
courage from a psychological viewpoint, 
we find that in every courageous act 
there is a purpose to be accomplished at 
the risk of a possible sacrifice, and so I 
think that for our discussion we can 
agree that if courage is the ability to 
overcome fear, then fear is overcome by 
a willingness to give up something you 
love for the sake of something you love 
more.” 


Woman in Kitchen Used 
As An Example 


In a talk before the Baltimore Sales 
Congress in 1932 he said that in order 
to make an insurance sale agents must 
know what the elements are that go into 
a sale. “It’s like a woman making a 
cake,” he said. “She certainly can’t make 
it unless she has all the ingredients 
ready before she starts. The three in- 
gredients in a life insurance sale are in- 
terest, desire and action.” 

Before the same Congress he told of 
discussing with a new agent in Pennsyl- 
vania his problem of getting started. 
The agent said he knew a doctor who 
should be in the market for life insur- 
ance, but he was afraid to call on him 
and confess that he was in the life in- 
surance business on the theory that the 
doctor might think he was taking ad- 
vantage of their friendship. 

Gray suggested that the agent go right 
over to the doctor’s office and ask him 
this question: “Have you ever heard of 
a doctor being pensioned by patients ?” 


The agent agreed that there could be 
only one answer to that question. 


“Then,” said Gray, “when you give him 
the answer ask him this: ‘Isn’t it per- 
fectly obvious then that the pension 
must come from some other source?’ 
and when he says ‘Yes,’ ask him if you 
may make a suggestion. Then suggest 
an endowment at Age 60 or 65 with a 
continuous monthly settlement option.” 


His “Good Husband” Comeback 


One of his most quoted paragraphs 
was his description of a New Jersey 
agent who was superciliously told by a 
prospect, “No, I won’t do anything about 
it now, but if it will make you feel any 
better, I'll at least give you credit for 
being a mighty good salesman.” The 
agent replied, “I’m glad to hear you say 
that because it takes a mighty good 
salesman to sell life insurance, but don’t 
forget that it takes just as good a hus- 
band to buy it. So now that I have 
proved to you that I’m a mighty good 


salesman, how about proving to your 
wife that you’re a mighty good hus- 
band ?” 


Mr. Gray was fond of quoting the late 
Frank H. Davis in the latter’s comment: 
“Ideas are worth a dime a dozen, but 
the agents who use them are priceless.” 


He also quoted Bishop Westcott, who 
said: 

“Great occasions do not make heroes 
or cowards. They simply unveil them 
to the eyes of men. Silently and imper- 
ceptibly, as we wake or sleep, we grow 
and wax strong or we grow and wax 
weak, and at last some crisis shows us 
what we have become.” 

Gray then made this comment on 
courage: “Courage is developed as the 
muscles of the body are developed, by 
exercise, and just as lighter exercise de- 
velops the muscles for more strenuous 
effort, just so the habit of courage in 
little things will gradually and ultimate- 
ly fit us for greater and more important 
accomplishment.” 


Keeping Wife from Unnecessary 


Burden 


In November, 1937, Mr. Gray recited 
a conversation between a_ Pittsburgh 
agent and a prospect which resulted in 
many insurance policies being sold. The 
prospect asked how much a $2,000 policy 
would cost. 

“Tt will cost your wife $8,000,” was 
the answer. 

“How come?” 

“Well your wife can’t get along with 
less than $10,000. If you give her $2,000, 
she’ll have to provide the other $8,000.” 

Another clever statement of Gray’s 
was this: “We are living in a get-it-now- 
and-pay-for-it-later age, and we are 
selling a pay-for-it-now-and-get-it-later 
commodity. We must measure each day’s 
success by what we have done that day 
for which we will get appreciation years 
later.” 


A Gray Comeback 


Here was a Gray comeback about 
tough prospects: 

“When the prospect does everything 
to ridicule and discourage you, did it 
ever occur to you that he is all wrong 
and is satisfied with himself? The thing 
to do is to make him dissatisfied; to 
show him how little he is. The best way 
to make a prospect want to be different 
is to make him ashamed of himself as 
he is now.” 

He gave the following conversation be- 
tween an agent in Miami and a prospect: 

Prospect: “That’s all very well, but 
my wife had a job before we were mar- 
ried and she can get another one when 
I die. I promised to take care of her 
until ‘death do us part.’ When I die, 
I’m through. Besides, I won’t be here 
and I won’t know what happens to her.” 

Agent: “If anybody but you told me 
that, I’d call him a liar. If I won’t be- 
lieve it from anyone else, I certainly 
won't believe it from you.” 

In a talk Mr. Gray made in Brooklyn 
about recruiting, he said that in inter- 
viewing prospective agents for the busi- 
ness the manager should sell the man 
out of the business and present to him 
the worst side of the picture in order to 
test the man’s determination. Before the 
interview is through the manager will 
find out whether the prospective agent 
has the qualities which will make him 
succeed. 

Formula for Success 

Mr. Gray discussed the formula for 

success in many talks. One of the im- 


portant things, he declared, was forming 
the habit of doing things that failures 
don’t like to do. Continuing, he said: 


“Every single qualification for success 
is acquired through habit. Men form 
habits and habits form futures. If you 
do not deliberately form good habits, 
then unconsciously you will form bad 
ones. You are the kind of man you 
are because you have formed the habit 
of being that kind of man, and the only 
way you can change is through habit. 

“As to selling habits, unless you have 
deliberately formed the habit of calling 
on prospects determined to make them 
see their reasons for buying life in- 
surance, then unconsciously you have 
formed the habit of calling on prospects 
in a state of mind in which you are 
willing to let them make you see theit 
reasons for not buying it. 

“Behind every success there must be 
a purpose and that is what makes pur- 
nose so important to your future. For 
in the last analysis, your future is not 
going to depend on economic conditions 
or outside influences or circumstances 
over which you have no control. Your 
future is going to depend on your pur- 
pose in life. So let’s talk about purpose.” 


Arousing Interest; Creating Desire 


In April of this year Mr. Gray talked 
to the Life Insurance Advertisers Eas- 
tern Round Table in New York. He said 
that the only two ways of arousing in- 
terest are through telling the prospect 
something he wants to know or by re- 
minding him of something he has over- 
looked. Suggested approaches designed 
{o arouse interest, cited by him were: 
“What would you think of a plan that 
would enable you to make your will, be- 
fore you had even made your money, 
and still know that the terms of that 
will could be carried out?” or “If you 
could get a substantial discount on your 
inheritance tax by paying it now, would 
you be interested?” 

Creating desire, he continued, is a 
matter of making the prospect feel that 
the life insurance he wants to purchase 
is worth more to him than what he 
would have to pay for it. 


Gray on Sacrifice 


Graham C. Wells, former president of 
National Association of Life Underwrit- 
ers, said this week that for years Mr. 
Gray had been one of the leading in- 
structors in sound, constructive selling 
methods. He said that he hoped that 
some one would put all of Mr. Gray’s 


talks before life underwriters associa- 
tions and insurance congresses in a 
book. He thought one of the best para- 


graphs spoken by Mr. Gray was this: 

“No man ever bought anything he 
didn’t want or thought he wanted. There 
are only two ways to make any man 
want a thing: first, show him what it 
is; second, show him what it will do.” 

Another effective answer which im- 
pressed Mr. Wells was Gray’s retort to 
the man who sneered at an agent, say- 
ing: “You call my attention to the al- 
leged fact that the purchase of life 
insurance, like purchase of any other 
commodity, is in a very real sense not 
made with money. What is it made 
with, peanuts ?” 

Gray’s answer was this: “No, every 
purchase you ever made or ever will 
make represents the sacrifice of some- 
thing you want less for something you 
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Announcing the 
REVISED 
FAMILY SECURITY 
POLICY 


An important basic improve. 
ment has been made in The Map. 
hattan Family Security Policy, 


Heretofore the policy pr. 
vided Monthly Income Units of 
$10.00 a month until the policy 
anniversary nearest the Insured’; 
The plan has 
been broadened to have this in. 
come payable to any policy anni. 
versary between the ages of 6) 
and 71. 


Pea 
INSURANCE COMPANY 
Founded 1850 


120 West 57th Street 
. New York, N. Y. 


attaining age 65. 

















want more. Life insurance is purchased 
by something of less value which you 
forego or give up; other things which 
the same dollar would buy.” 

A comparison made by Mr. Gray 
which Mr. Wells thought unusually ef- 
fective was this: “The better one of 
two men will determine whether or not 
he will give himself and his family life 
insurance protection. You are both of 
those men. One of you is_ thinking, 
‘What will I have to give up if I go 
through with this?’ The other one i 
thinking, ‘What will the family have to 
give up if don’t’” 





BANKERS LIFE SAVES FUEL 


Iowa Company Converted to Coal Early; 
Diverts 50,000 Gallons An- 
nually to War 

Having converted its Des Moines home 
office building from oil to coal in Sep- 
tember, 1941, Bankers Life of lowa, 
got away to a running start in the con 
servation of petroleum for the war effort. 
It used to take 80,000 gallons of oil eacli 
winter to heat the building. The coal 
used now is hauled by truck from nearby 
mines. 





MUTUAL LIFE VETERAN DIES 


Harley J. Emerson, 81, who for I 
years had been manager of the Buffal 
agency of Mutual Life of New York, 
died recently in St. Petersburg, Florida 
At his retirement in 1927 Mr. Emersot 
had been with the company 30 years 
Before his transfer to Buffalo he hai 
been an agent for Mutual Life "J 
Rochester, Philadelphia and Memphis. 








CHASE PENSION BOOKLET 

The Chase’ National Bank of Nev 
York has issued a booklet reproducint 
the pension trust section of the Reventt 
Act of 1942 together with the confer 
ence committee report and the Senalt 
finance committee report. 
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sai WAR AGAIN - and a letter... 








et 
ile OWN in the vaults, you’d find the records of other seventeenth of the month I had received a 
met war years...1861...1898...1917.... Now, Special and loving message directly from 
cha the records of still another war are being written. a 
Ich you : : : : " } ] ; 
s which War, panic, disaster, epidemic . . . these are old foes, The thought that as long as I live and 
r Gray met and vanquished, in the eighty-five years North.  *S long as my daughter lives after me, we 
ally ef- “is ie. shall have this monthly provision for our 
one oi western Mutual has been writing life insurance. aiden V4 
aa comfort, is a tremendous solace. 
nily life hat of the records? Since our incorporation in 1857 
ac Ww megs ™ 5 P ; "My husband’s going from this life was 
fle we have paid more than $2,800,000,000 to policyholders very sudden and utterly unexpected, but 
en and beneficiaries. Assets now exceed $1,480,000,000. there has never been any horror in my mind 
During the past ten years, for instance, 26.8% of the connected with it--only pride that, ex- 
JEL gross premiums received have been returned to policy- pecting to live indet inate iptaniins. = anould 
ne f still have arranged his affairs in such a 
| Early; holders as dividends. But these are gures. way that, in spite of this unimagined end 
6 What of our business? The true measure of satisfac- of his career, I might go on living with my 
. = tion lies, not alone in an auditor’s figures, but in the accustomed enters the piaiayio eas had ~~ 
: Rel / joyed together and quite as though I might 
se aie simpler language of the human heart . . . such as — expect him home within a few days. It has 
i made everything incalculably easier. 
he coal Dear Northwestern: 
nearby ; "I never miss a chance to mention this 
I have wished many times that I vail whenever opportunity offers, for insurance 
DIES rush to the one who drew my huswand"'s sia of this sort seems the most wonderful pledge 
for 15 tention to this particular kind of insur= a wite-céald weaekve-then her bused.” 
— ance and tell him what a wonderful blessing 
“orida it has been. It is as though on each (Signed: Mrs. Aeese-- Bee----, beneficiary) 
ersol & 
ee 
ne had 
ife nf 
phis. | F I 
The Northwestern Mutual Life Insurance Company 
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Today’s Broker's Market 


A Natural for Increased Life, Accident, Health and Hospi- 


talization Production 


By Paul T. Campbell, Assistant Manager, 
Fairbanks Agency, The United States Life, New York 


Many life insurance specialists are 
making hay because they have a definite 
plan, and work that plan. They have 
found their market. I refer to the Pen- 


sion Trust experts, the temporary de- 
pository for future investment experts, 
the tax authorities, protectors of mort- 
gages, and the successful Group writers. 
They know what they are going to say 
when they get there, and they know how 
they are going to say it. Because of 
their knowledge of their prospect’s 
needs, they are adept at “putting him 
into the kind of a picture he wants to 
be in.” Their prospect recognizes his 
need. Their prospect buys. That’s all 
there is to it. That and a tremendous 
amount of preparation and the ability to 
recognize their kind of a prospect when 
they see him. 

Since Pearl Harbor the average life 
insurance producer, like the average 
broker, seems to be temporarily stymied. 
The complexity of the sudden changes 
in our economic structure have caused 
John Q. Citizen to realize that he is no 
longer a rugged individualist, but a 
member of the team. Furthermore, the 
smoothly run American home is more 
or less disrupted by the disappearance in 
great numbers of young men and women, 
now in military service. Brokers and 
agents alike claim that business is slow. 
They say they have no prospects. The 
writer does not believe that this situa- 
tion is due to any particular apathy in- 
surance-wise on the part of the public. 
Rather, the average citizen is a bit be- 
wildered by certain sacrifices he must 
make. At no stage in his life was he 
ever more interested in a guarantee of 
financial stability for himself and his 
family than he is now. But, he wants 
to put first things first. 

Brokers’ Opportunity 

Now, why is this the time for brokers 
to capitalize on today’s trends? Why are 
brokers in a preferred position to in- 
crease their Life, Accident, Health, and 
Hospitalization lines, as compared with 
the average full time life insurance pro- 
ducer? How can they capitalize on their 
casualty customers, serve them well, and 
immediately stabilize their renewals, and 
enjoy a larger income? 

Brokers have been and are in closer 
and more frequent contact with their 
customers than the full time life agent. 
First, because of the end of last year’s 
solicitation for auto liability, and sec- 
ondly, because of the recent necessity 
for War Damage Insurance. Also, 
brokers generally, have a greater appre- 
ciation of the value of their client’s 
property and methods of protecting this 
property against loss, than a full time 
life agent is in a position to discuss. 

The average broker’s market would 
seem to be among the thousands of new 
home owners who have invested in fire 
to ten thousand dollar homes within the 
past few years, and whose earned in- 
come ranges from $2,400 to $5,000 per 
annum. To-date, the majority of these 
prospects have been little affected by 
war time conditions, except that their 
cost of living has somewhat increased. 
To this group of prospects, the interest 
of the mortgagee, the intricacy of a fire 
policy certificate, extended coverage, etc., 
are still somewhat of a mystery, be- 
cause most of them did not themselves 
buy this protection from their own 
broker, but inherited it from the builder. 

Use of a Chart 

The writer has found by personal ex- 
perience that the use of a simple chart 
as here outlined, tends to help the above 


class of prospect clarify and coordinate 
in his own mind the relation of one type 
of policy with another vitally important 
policy, and gives him a picture of his 
responsibility as a whole. Automatically, 
such a chart focuses the prospect’s at- 
tention on his entire picture, and brings 
about a live, and interesting interview; 
sets the stage for the prospect to ask 
questions about all of his insurance at 
one time, and from one man. Result: 
Clarity rather than a confusion of ideas 
and opinions. 

The trick in using the chart is to go 
down the line very casually and in a 
matter of fact way. Do not dwell on 
those coverages in which the prospect 
displays absolutely no interest. Check 
off the coverages already covered. Total 
the premiums on the right hand margin, 
which you have jotted down in pencil 
as you checked down the list. Call his 
attention to the fact that sufficient in- 
surance to cover all of his admitted 
needs, totals no staggering figure. Inci- 
dentally, a greater percentage of sales 
will result if the interview takes place 
in the prospect’s home, and in the pres- 
ence of his wife. Your prospect will be 
surrounded by familiar things and their 
_ can be poignantly pointed out to 

im. 


Now, let’s see what the chart accom- 
plished in a particular case, where the 
prospect claimed that he definitely was 
not going to buy any insurance. He 
looked at the heading, “Protection of 
Property,” and promptly inquired what 
was meant by “Extended Coverage.” 
Immediately this was explained to him, 
he asked his wife to get their policies. 
As it required only a premium of about 
three dollars to add this. coverage till 
the expiration date of his fire policy, he 
readily agreed. 

As no household effects fire insurance 
was carried, this line was added, with 
extended coverage. 

OLT was added, and was particularly 


* easy to sell because his personal life in- 


surance was payable to his estate, and 

thus under certain contingencies, would 

become liable to the acts of his credi- 

tors. Thus, it was shown that his prop- 

erty insurance and his life insurance had 

some relation, one to the other. 
Example of Set-Up 

Next, we came to the heading, “Pro- 
tection of Self and Family.” Our pros- 
pect had one son aged two, so we ex- 
plained that under his Social Security 

its. should he die, his widow would 
receive $50 to $60 per month till his son 
was eighteen. He admitted that this was 
a good thing as he had surrendered most 
of his life insurance to make a down 
payment on his house. 

When informed that a monthly in- 
vestment of ten or twelve dollars would 
give his widow $50 per month income 
till his home was paid for, should he not 
live to complete payments himself, his 
wife enthusiastically seconded the mo- 
tion because she realized that she could 
not live on the $50 per month provided 
by Social Security. 

This prospect owned Group Hospitali- 
zation for himself and family, but his 
Group A and H policy provided only $80 
per-month for a limited period. As it 
requires a minimum of $200 per month 
for him to maintain his home he read- 
ily appreciated*the fact that an addi- 
tional $120 per month disability insur- 
ance was needed. He vetoed the health 
angle, but invested in a $30 weekly in- 
demnity accident policy. The $600 med- 
ical expense provision which was _ in- 
cluded in this policy was attractive, and 


$24.80, less than 50 cents per week. 

We now noticed that his wife had 
only a small $250 policy on her life, and 
as an additional thousand required only 
an annual premium of about $18 she 
readily agreed to be examined at the 
same time that the Doctor called to 
examine her husband. 

At this time his wife asked what the 
rate would be for Johnny, and when in- 
formed that a juvenile thousand dollar 
twenty payment could be carried for 
about $19 per year, she said that she 
could save this 37 cents per week out 
of her household allowance. 

Thus, the result of this interview was 
the sale of six individual policies, with 
premiums totalling a bit over $200. As 
the $200 was not immediately available 
arrangements were made for him to 
finance this premium on a convenient 
monthly basis through one of the banks 
specializing in this form of personal loan, 
requiring no endorsers and no collateral. 
The assured was very pleased; all of 
his insurance had been put on a busi- 
ness basis for the protection of every 
member of his family, all of his un- 
expressed questions had been answered 
automatically as well as those he asked 
about, through the utilization of the sim- 
ple chart. 

The use of such a chart does away 
with the necessity of using a canned 
sales talk. Each member of the family 
becomes a prospect, rather than only 
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the bread-winner. “Multiple Sales” re- 
sult. It eliminates the possibility of 
“overselling” on any particular line. It 
uncovers needs not heretofore recog- 
nized by the prospect. The broker does 
not have to depend on his memory to 
cover all risks. The prospect’s attention 
is riveted on all of his insurance needs 
at one time and by one man. The 
broker who brings this condition about 
in a twenty minute interview is placed 
on a pedestal. He is the answer man 
and he gets the business—gets first 
things first. 

In closing, may I remind you that it 
is inevitable that Congress ultimately will 
amend the Social Security Act, to in- 
clude disability benefits. Like the pres- 
ent act, these benefits, will be only a 
base. The broker having a substantial 
accident and health account will be in 
a very favorable position with his clients. 
The broker who does not sell a “pet” 
policy, but who recognizes that there 
are four simple accident contracts 
“tailor-made” to fit individual needs will 
be in a very favorable position to ad- 
vise. Get on the band wagon now. 

Protection of Property 

1. Fire Insurance on buildings. 

(a) Extended coverage on buildings. 

2. Household Effects Fire Insurance. 

(b) Extended coverage on household 
effects. 

3. Auto Liability and Property Dam- 
age. 


(a) Fire and Theft Comprehensive 
car. 
4. War Damage Insurance, 
5. Burglary Insurance. 
Owners and Tenants Liability 
property. sg 
(a) Dog Liability off the premises 
Protection of Self and Family 


1. Social Security—Establisheq by a 
Act of Congress. All workers pay fn 
as well as employers to give dependents 
a base. - 

2. Group Insurance—An employer. 
employe relationship whose united pur. 
chasing power qualifies for wholesale 
rates to provide minimum: 

(a) Life Insurance. 

(b) Accident and Health Insurance 

(c) Hospitalization Insurance, 

3. Personal Life Insurance, to guar- 
antee supplemental retirement incom 
and adequate income for widows and 
orphans. 

4. J.ife Insurance for wife. 

5. Life Insurance for children, 

6. Personal Accident Insurance, 4, 
supplement Group Plans, to provide 
living income for self and dependents. 

7. Accident Insurance for Wife, 

8. Accident Insurance for Children, 

9. Civilian’s War Accident Policy, jy 
supplement risks not covered under per. 
sonal accident policies. 








Election Effects 


(Continued from Page 1) 
Governor Cross appointed him. When 
Mr. Baldwin was elected Governor he 
reappointed Commissioner Blackall, [hy 
1940 Robert A. Hurley succeeded Ball. 
win, and now Baldwin is re-elected. As 
Blackall served under Governor Baldwin f 
it is not believed he will make a change 
in the head of the Connecticut Depart. 
ment. 

Nathaniel L. Goldstein, who was elect: 
ed Attorney General of New York, ha 
been general counsel of Postal Life since 
1931. 

One of the Congressmen having : 
tough fight for re-election based on the 
fact that he was an isolationist before 
Pearl Harbor is Hamilton Fish, of John 
C. Paige & Co., nationally known insur- 
ance brokers, 111 Broadway, New York 
City. Mr. Fish was re-elected. 


Martin J. Kennedy Wins 


Martin J. Kennedy, insurance broker, 
230 Park Avenue, New York City, wa 
again re-elected to Congress. He repre: 
sents the Yorkville section of the city. 
As far as the general public is cot- 
cerned Congressman Kennedy is the bes 
known broker in town, one reason for thi 
being his large painted billboards scat- 
tered about the city, which feature hin 
as a seller of all kinds of insurance, ani 
also frequently tell a patriotic ston 
For several years another M. J. Ker 
nedy has been a Congressman from Nev > 
York City. This is Michael J. Kenned| 
When the latter was made head of Tam 
many Hall a few months ago he retire Fy 
from Congress. His insurance office s} 
at 15 William Street. ; 

Considerable satisfaction is felt in theP 
insurance business over the re-electiof 
of Bernard Botein to the Supreme Cou 
of New York State. Justice Botein a 
tracted most favorable insurance attet 
tion several years ago when he wif 
Assistant District Attorney of New You>> 
County and had charge of an investigr § 
tion of fraudulent claims. Casualty "fy 
surance companies were suffering unntt © 
essary losses because of a gang of ph 
fessional claimants which he successitll) F 
prosecuted. These included eight larP 
yers and fourteen runners. : 


















VADEN PRUDENTIAL VETERAN : 


Claude A. Vaden, Wheeling, W. Vp 
has been celebrating his thirty-fifth af 
niversary as representative of Prudery 
tial. He is manager of the Wheelitt 
Ordinary agency and began his Prudet: 
tial career in 1907 as a manager in th 
Norfolk agency. He was transferred 
his present position in 1908, Becats 
of his service, Mr. Vaden is now eligi" 
to class “G” of the Prudential Old Guat 
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No conflict since the dawn of civilization 
has ever carried with it the dread implica- 
tions of our present struggle. Humanity is faced 
with a dilemma. Either the fiendish forces ot 
brutality and oppression or the peaceful forces 
of democracy and freedom will dominate our 
world. There is no other choice. 
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America has risen to the challenge. She has 
dedicated her all to vindicate the principles of liberty 
and justice for which our fathers fought and died, to beat 
vas elect ae to the earth the foes who have returned peace and 


York, ha i , ae : 

fe — : benevolence with a vicious stab in the back. 

having 2 = Our gallant soldiers and sailors are fighting and dying 

: oy on far-flung battlefronts to perpetuate our free way of 

, of Joh ~ life. We at home have a deep obligation to them and to 

oe ourselves. Our obligation demands vigilance, thrift— 
yes, and sacrifice. Through War Savings Bonds and 

ns Stamps we must provide funds to wage the war and win 

e broker the peace. It is an all out effort. No half measures will 

a do. Buy bonds to keep our colors flying. 
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Hou to 

Choose a 

Company 
On ‘G2 


( reading time 50 seconds) 


In 30 years of useful service to the 
insuring public Continental Assurance 
has an uninterrupted record of yearly 
gains in assets and insurance in force. 
Last year, gain in insurance in force 
exceeded the preceding 29 years. 


The major portion of this increased 
volume came from established Conti- 
nental Assurance units, a relatively 
small proportion from new appoint- 
ments made during the year... sub- 
stantial evidence of the desirability of 
Continental contracts, the complete- 
ness of Continental facilities, and 
Continental ability to work effectively 
and wear well with those who sell our 
contracts. 


This kind of progress knows few lim- 
itations. Perhaps it should be your 
measuring stick in choosing a com- 
pany connection in ’42—or any other 
year. Facilities include standard and 
substandard, participating and non- 
participating, Juvenile from one day 
up, Group Life and Group Accident 
and Health... plus tested tools and 
practical cooperation for adding new 
power to your present activities. 


Nationally Known for 
Strength and Growth 

















ASSURANCE COMPANY 


CHICAGO, ILLINOIS 


Affiliated with 


CONTINENTAL CASUALTY COMPANY 
TRANSPORTATION INSURANCE COMPANY 
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A Review of a New Law Book 


By Howard C. Spencer 
General Counsel, Home Life 


Conflict of Laws and Life 
Insurance Contracts 
By Charles Wendell Carnahan 
Callaghan & Co.—$12 

The importance of this book to life 
insurance lawyers cannot be easily over- 
estimated. At very least it will elimi- 
nate countless hours of dreary research 
and is likely to exert some unifying in- 
fluence in a sphere where a more con- 
sistent application of principles is over- 
due. 

The complexity of the subject is due 
in part to a paradox which the new vol- 
ume should help to dispel. Life insur- 
ance relationships frequently transcend 
state lines and involve questions which 
cannot be intelligently considered until 
it has been ascertained under which law 
the answers are to be sought. Yet the 
means for locating precedents on this 
preliminary issue have been relatively 
primitive. The American Digest System, 
a basic tool for find'ng cases, contains 
no classification devoted to conflict of 
laws. The eighteen 1940 decisions list- 
ed in Professor Carnahan’s table of 
cases may be used as a random illustra- 
tion. Their choice-of-law points are 
scattered among some sixteen different 
American Digest heads under “Insur- 
ance,” two under “Contracts,” two un- 
der “Courts,” three under “Judgment,” 
two under “Reformation of Instruments,” 
and one under “Constitutional Law.” 
The remaining seven hundred nineteen 
listed cases undoubtedly involve many 
another digest paragraph. It may be 
thought, however, that an insurance 
practitioner would be more apt to con- 
sult a specialized index. Among these 
the topical index to C. C. H. Life Cases 
is perhaps typical of the best. But ex- 
amination reveals that although “con- 
flict of laws” is listed as “principal topic,” 
and although seventeen out of the eigh- 
teen cases are published, and many are 
directly on the subject, only two are 
entered under this head. Thus the new 
volume will be useful as a case finder. 

Thoughtful Reflection of Author 

The author’s outstanding contribution, 
however, is the long and thoughtful re- 
flection which must have preceded the 
writing of the book. This branch of the 
law has suffered from an insufficiently 
critical approach. For example the de- 
ceptively simple rules of the place of 
making, the place of performance, or the 
place intended by the parties have often 
tended to obscure, rather than to illumi- 
nate, basic considerations. Professor 
Carnahan’s repeated insistence that the 
place must have had a substantial con- 
nection with the transaction, while ap- 
parently introducing an element of un- 
certainty, is in fact a realistic recogni- 
tion of the complex interests involved. 
Another unmistakable evidence of the 
author’s thoroughness is the almost stag- 
gering amount of statutory data, both 
comparative and historical, and the nu- 
merous surveys of actual policy provi- 
sions. No scissors and pastepot variety 
of text could possibly be so valuable. 

A word of caution may not be out of 
place to a profession which has grown 
accustomed to consulting legal treatises 
which are little more than case digests. 


The author's discussions are sometimes 


extended and academically phrased, and 
may discourage the hasty searcher. Also, 
some cases are treated in more than one 
place. If interested in Griffin v. Mc- 
Coach, one might naturally turn to the 
chapter on beneficiaries. In reality its 
important consideration is in the first 
of the three introductory chapters. <A 
prospective user should spend not less 
than two or three hours in becoming 
familiar with the book and the tables 
of statutes, texts and articles. He will 
then appreciate why it took five years 
to write and what a wealth of inacces- 
sible material this austere devotion to 
scholarship has uncovered. 


Perhaps the book’s principal shortcom- 
ing, as viewed by the practicing lawyer, 
is the absence of provision for a pocket- 
part supplement. Current developments 
are always of paramount interest to him 
and this is particularly true here where 
new cases are relatively hard to locate 
and not always too well considered. To 
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counsel who is compelled to make 
sions and take the consequences, 
fessor Carnahan’s views on a ten year 
old case are important, but his com- 
ments on a current case may be of much 
greater moment. No law book is truly 
modern without some device for bring- 
ing it up to date at more frequent in- 
tervals than under the old system of re- 
vised editions. 


Might Have Included More Cases 


One friendly critic, while heartily com- 
mending the book, has questioned wheth- 
er all of the cases have been collected. 
The author states in the preface that 
every effort has been made to obtain all 
decisions available to January 1, 1942, 
but disclaims infallibility, which may 
have been prudent. There are at leas! 
four cases in life cases during a period 
of a little over three years, ending with 
1941, wh‘ch have not been included. Most 
of these, as he believes, may be “of only 
cumulative effect,” although perhaps the 
standards of scholars and practitioners 
may vary on this point. The latter be- 
ing generally, to paraphrase Grover 
Cleveland, confronted with a condition 
and not a theory, would prefer to have 
all the cases and determine their utility 
for themselves. 

One omitted case, Annis v. Pilkewitz 
(Mich., 1938), 282 N. W. 905, 1 Life Cases, 
113, involves supplementary agreements, 
a live subject in life insurance circles. 
Another (Ray) Ragsdale v. Brotherhood 
(Mo., 1941), 147 S. W. (2d) 601, 5 Life 
Cases, 214, is interesting to compare with 
(Edward) Ragsdale v. Brotherhood (Mo. 
App., 1934), 80 S. W. (2d) 272, cited in 
Carnahan on page 158. In the earlier 
case, the Missouri law was invoked to 
permit a d'sability award against a non- 
admitted Ohio fraternal on a certificate 
delivered in Missouri. In the later case, 
the plaintiff took out a certificate with 
the same fraternal in Kansas but ap- 
parently went back to Missouri to re- 
tain the same counsel to prosecute his 
disab‘lity claim. This time the same trial 
court awarded disability, basing it on 
Ohio law. The appellate court, reported 
in 157S. W. (2d) 785, 6 Life Cases 662, 
seemingly had difficulty in sustaining the 
decision under Ohio law but concluded 
that the company had n&8t adequately 
pleaded the Ohio law, and under the 
convenient rule that the law of that 
state must be presumed to be the same 
as the law of the forum affirmed on the 
authority of the earlier holding. 

On the whole, however, the volume 





Life Agency Men to Hear 





Apt Speakers at Chicago 


A group of carefully selected speat 
ers whose backgrounds will enable then 
to throw much light on current problem. 
confronting the agency officer will make 
the addresses at the annual meeting " 
be held jointly in Chicago for the three 
days commencing Tuesday, November 
by the Association of Life Agency (j' 
ficers and Life Insurance Sales Researc| 
Bureau. The theme of the meeting, Toh 
Marshall Holcombe, Jr., manager of the 
Research Bureau, has announced, will he 
Agency Management in Wartime. 

Following the usual committee mee. 
ings, Mr. Holcombe has explained, yj 
come the general session on Tuesday 
afternoon, November 17. W. S. Penny 
chairman of the Research Bureau Fy. 
ecutive Committee and director of agen- 
cies of Sun Life, will preside. Lead-of 
speaker will be Mr. Holcombe. His topic 
will be Life Insurance in a World a 
War. Other topics and speakers on the 
first-day program are: 


Life Insurance in the War Effort, by Georg 
L. Harrison, president New York Life a 
chairman, Coordinating Committee on Life Th. 
surance; The Contribution of the Agency Fore 
W. H. Andrews, Jr., CLU, manager, Jefferso; 
Standard, and chairman, National War Savings 
Committee, N.A.L.U.; The Contribution of the 
Agency Officer, S. T. Whatley, vice-president 
Aetna Life, and War Bond _ Distribution, Gal: 
E. Johnston, vice-president, Metropolitan Life, 


Wednesday Session 


On Wednesday, November 18, both 
morning and afternoon sessions will be 
presided over by J. G. Parker, vice- 
chairman of the Research Bureau Board 
of Directors and general manager and 
actuary of Imperial Life. The morning 
program 1S: 

Recruiting in 1942 by Lewis W. S. Chapman, 
consultant, Research Bureau; The Outlook for 
New Man Power. Wallis Boileau, Jr., second 
vice-president, Penn Mutual; Old and New 
Sources of Man Power, O Lacy, president, 
California-Western States; Present-Day Financ. 
ing—One Company’s Answer, W. S. Penny, di- 
rector of agencies, Sun Life, and Appraising 
Managerial Ability, Vincent B. Coffin, vice-presi- 
dent and superintendent of agencies, Connecticut 
Mutual. 


The program for the afternoon ses- 
sion 1S: 

The Weekly Premium Agent in Today’s Mar. 
ket, by E. B. Stevenson, executive vice-president, 
National Life & Accident; The Ordinary Agent 
in Today’s Market, Wendell F, Hanselman, vice 
president, Union Central; Conservation at the 
Source—Under War Conditions, J. G. Stephen: 
son, assistant general manager and director of 
agencies, London Life, and A View from the 
Sidelines, B. N. Woodson, CLU, assistant man- 
ager, Research Bureau. 


Thursday Session 

Chairman of the session on Thursday, 
November 19, will be John H. Evans, 
chairman of the Agency Officers’ execu- 
tive committee and vice-president, Ohio 
National. The final address of the meet- 
ing will be given by Eugene E. Wilson, 
president, United Aircraft Corporation. 
Remainder of the program on Thuts- 
day is: 

Trimming the Sails, by J. Harry Wood, sec 
ond vice-president, John Hancock; Keeping the 
Men You Have, Dudley Dowell, assistant vice 
president, New York Life; Improving the Agent's 
Efficiency, Cecil J. North, second vice-president, 
Metropolitan; Specific Aid to Managers, Samuel 
E. Mooers, field vice-president, Acacia Mutual, 
and Life Insurance—Now and After the War, 
= M. McConney, vice-president, Bankers 0 
owa, 





TAGGART TALKS IN CHICAGO 


Grant Taggart, president of the Na 
tional Association of Life Underwriters, 
addressed the Chicago Association 0 
Life Underwriters on Friday of last 
week. He told what the insurance com 
panies and insurance agents are doing 
in the war effort. He also discussed the 
problems of gas rationing and recruiting. 
He was introduced by Manager Vermil 
lion of the Mutual Life. James 


Brennan, president of the»Chicago asso 






Novel 








ciation, presided. 


— anos — —— 





offers little about which to be critical 
and much for which life insurance men 
must be profoundly grateful. Hereafter 


whether at the home office or in the L 


field, it will be a bold counsel—or 4 
lamentably uninformed one—who makes 
any major decision within its scope with- 
out at least consulting its informative 
and often provocative pages. 
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Six things a Service Man should do 
about his Life Insurance 


| % YOU ARE NOW IN the armed forces, or are about to enter the service, 
we suggest that it may be wise for you to do one or more of the following . . . 








1. Be sure that premiums on your life 
insurance are paid to date, or paid suffi- 
ciently in advance to allow for possible 
delay in arranging future payments... 
particularly if you intend to keep your 
life insurance in force through a Govern- 
ment allotment of pay, or through the 
Soldiers’ and Sailors’ Civil Relief Act. 





4. Give some thought to the manner in 
which the insurance money is to be paid 
to your beneficiary... in a lump sum, in 
a monthly income, or in other install- 
ments which can be arranged under your 
policy. Your agent will advise you as to 
the various forms of settlement available 
and how to take advantage of them. 


BUY WAR SAVINGS STAMPS— 
FROM ANY METROPOLITAN AGENT, 
OR AT ANY METROPOLITAN OFFICE 








hie oP yi d i hoc Me 
2. Make sure that the beneficiary desig- 
nated in your policies is the person to 
whom you want the insurance proceeds 
paid. If no beneficiary has been desig- 
nated, you should consider naming one 
to avoid the necessity of having an ad- 
ministrator appointed, involving expense 
and delay. 


ere re 








5. Of course it would be unwise for you 
to take your policies with you. Since, 
however, you might need certain infor- 
mation about your insurance, it is a good 
idea to keep among your effects a paper 
listing your policy numbers, types of 
policies, amount of each policy, amount 
of premiums, premium-due dates, and 
the names and addresses of beneficiaries. 




























































3. If your policy provides for the desig- 
nation of a contingent beneficiary and 
one has not been named, it probably will 
be well to name one. Then, if the origi- 
nal beneficiary happens to die before you 
do, the proceeds will be payable to the 
contingent beneficiary without delay. 


6. Leave your policies in a safe place, 
accessible to your family. Instruct the 
custodian of your policies to consult your 
agent or your Company if any questions 
arise. Your nearest Metropolitan agent 
will be glad to be of service in connection 
with your Metropolitan policies. Or 
write the War Service Insurance Bureau, 
Metropolitan Life Insurance Co.,1 Mad- 
ison Avenue, New York City. 





Frederick H. Ecker, CHAIRMAN OF THE BOARD 





COPYRIGHT 1942—METROPOLITAN LIFE INSURANCE COMPANY 
This is Number 54 in a series of advertisements designed 


a clearer understanding of how a life insurance com} 


of preceding advertisements in this series will be mailed upon request. 


Metropolitan Life Insurance Company 
(4 MUTUAL COMPANY) - 


1 MADISON AVENUE, NEW YorK, N. Y. 
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Leroy A. Lincoln, PRESIDENT 

















THIS IS THE FIFTY-FOURTH in Metropolitan’s series of advertisements de- 
signed to give the public a clearer understanding of how a life insurance 
company operates. It appears in: Collier's, Nov. 7; Business Week, Nov. 


7; Forbes, Nov. 1; Nation’s Business, Nov.; American Mercury, Nov.; 
This Week, Nov. 8; Newsweek, Nov. 2; American Weekly, Nov. 1; Time, 
Nov. 2; United States News, Nov. 6. 
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Mass. Mutual Life 
Report For 9 Months 


INSURANCE IN FORCE UP $23,240,657 





Paid $13,299,448 in Death Claims Alone 
and $2,883,593 on Matured 


Endowments 





Massachusetts Mutual Life in the first 
nine months of this year paid to Ameri- 
can families in death claims alone the 
sum of $13,299,448. Payments on ma- 
tured endowments amounted to $2,883,- 
593 while dividend payments amounted 
to $6,234,776. 

Insurance in force with the company 
showed a gain of $23,240,657. In addi- 
tion to annuities, 531,923 policies for $2,- 
048,684,206 of life insurance are outstand- 
ing. Ledger assets on September 30 
amounted to $780,808,252, a gain during 
the nine months 6f $34,179,023. Gain 
during the comparable period of last 
year was $26,414,586. 

Bond purchases were $61,259,200 with 
a yield of 3.11% compared with $67,- 
486,101 at the same yield last year. New 
mortgage loans made amounted to $13,- 
050,719 at 4.23% compared with $8,126,786 
at 4.25% a year ago. 

Investment Items 


Total investments and cash of Massa- 
chusetts Mutual Life amount to $780,- 
450,117 and of this sum mortgage loans 
account for $104,731,795; premium and 
policy loans, $57,323,726: railroad bonds, 
$90,894,954; railroad stocks, $18,281: Gov- 
ernment, state and municipal bonds, 
$167,104,121; public utility bonds, $234,- 
194,148; public utility stocks. $582,396; 
miscellaneous bonds, $51,887,531; miscel- 
laneous stocks, $3,884,298; operated prop- 
erties, $44,845,826; land contracts $862,- 
283; home office, $4,409,827, and cash, 
$19,710,931. 


TWIN CITY LIFE CLUB MEETS 


The Practical Aspects of the Guertin 
Report will be discussed by President 
T. A. Phillips of Minnesota Mutual 
Life at a meeting of the Twin City 
Home Office Life Club in the Angus 
Hotel, St. Paul, on November 10. Newly- 
elected officers of the club will be in- 
ducted at the meeting. They are David 
McCloud, Minnesota Mutual, chairman 
for St. Paul; James Honey, Northwest- 
ern National Life, chairman for Min- 
neapolis, and Carl Hause, North Amer- 
ican Life & Casualty, Minneapolis, sec- 
retary. 








STATE MUTUAL APPOINTMENT 


State Mutual Life of Massachusetts 
has announced the appointment of Ever- 
ett R. Walker as purchasing agent. Mr. 
Walker has been associated with State 
Mutual purchasing for several years and 
has been with the company for fourteen 
years. Arthur W. Johnson who for some 
time has been handling the purchasing 
in addition to his other duties now will 
devote all his time to his position as 
assistant secretary. 





Joseph Froggatt & Co. Inc., 
Again Issues “The Bulletin” 


Joseph Froggatt & Co. Inc., insurance 
accountants, has revived its monthly 
house organ, “The Bulletin.” The re- 
vived publication, Joseph Froggatt, Jr., 
president, explains, is issued entirely as 
a matter of interest to their employes in 
the armed forces and contains for the 
most part personal items about them. 
The original bulletin, containing re- 
prints of articles that had been present- 
ed at staff meetings, was circulated 
among a countrywide list of insurance 
companies. 





C. E. Flook, Winnipeg branch super- 
visor of the Great-West Life, has been 
elected president of the Winnipeg Life 
Underwriters Association. 





G, D. McKinney, B.A., F.A.S., has been 
appointed actuary of the National Life 
of Canada. 


Louise Hedden Finds Some Qualities 
Favor Women As Agents and Prospects 


How can women make successful life 
insurance agents and why are women 
good prospects for life insurance were 
two questions The Eastern Underwriter 
asked of a woman agent who entered 
the business ten years ago and who has 
since written more than $2,000,000 on 
an exceptionally high-class clientele. 
She is Louise L. Hedden, Horace H. 
Wilson agency, 295 Madison Avenue, 
New York City, who so far this year 
has qualified for the Equitable Society’s 
$350,000 Club. 

Women As Agents 

“There are a great many women— 
those in the higher income brackets with 
responsible positions—who prefer to do 
business with a woman,” said Miss 
Hedden. Life insurance is, after all, a 
highly personal problem and there are 
some questions, Miss Hedden holds, a 
woman would prefer to discuss with one 
of her own sex. That is one reason why 
a woman can be so important a factor 
in the life insurance business. Another 
is this: women are usually much closer 
to the little details of living than men— 
they buy the food for the table, they 
know prices and have a more accurate 
picture of living costs. 

“Life insurance is to provide bread 
and butter,” Miss Hedden said, and 
therefore a woman agent can frequently 
paint a more vivid picture of what life 
insurance will do for a widow, who will 
be the one who must use her own money 
to buy the bread and butter when her 
husband is gone. Miss Hedden believes 
that these considerations enable a 
woman to program more naturally. 

Women As Prospects 

This same quality, of course, makes 
women good prospects particularly if the 
agent, whether man or woman, can ac- 
curately picture living costs and how 
life insurance can take care of them. 

Self-Supporting Women 

This sort of picture, says Miss Hedden, 
appeals also to self-supporting women, 
of whom she has a number as clients. 
This class like programming and are 
particularly interested in retirement 
plans. Miss Hedden’s approach to these 
women is somewhat as follows: 

“These are your productive years. If 
you should stop to figure out how much 
money you would have to have in order 
to retire and live comfortably, you would 
find that it would mean saving quite a 
fortune—and the time for this is not 
too long.” She then shows the value 
of a life policy. A retirement plan is 
especially necessary for self-supporting 
women, Miss Hedden finds, because in 
her opinion, women in this class do not 
save as easily as men who as a rule have 
more responsibilities. Generally the in- 
dependent business or _ professional 
woman has only herself to think of and 
if she is making a good income, she 
spends most of it on herself. She needs 
a compulsory savings program. 

Another consideration Miss Hedden 
finds true of women is that they are 
generally much less tax conscious than 
men; much less apt to throw up as a 
barrier to purchase of a life policy, some 
temporary economic condition. Among 
Miss Hedden’s clients are highly trained 
private secretaries, radio and theatre 
people, teachers in the higher brackets. 
The latter are usually retired on half- 
pay and are easily interested in some 
supplementary income so they need not 
suffer such a drastic cut in their living 


standards. 
Sells Men in 3-A 

An interesting view with respect to 
the current discussion of the poss‘ble 
draft of married men with children is 
this slant which Miss Hedden gave The 
Eastern Underwriter: The fact that such 
a possibility exists has been a stimulus 
to buying rather than a deterrent, in her 
experience. Reason is that these men 





LOUISE L. HEDDEN 


easily realize that they do not know the 
conditions personally or economically to 
which they may return after the war; 
they therefore feel that a policy now— 
even with a war clause—is a guarantee 
of a more secure future when peace 
comes. However, said Miss Hedden, 
the type of man who can be interested in 
purchasing more insurance is the kind 
who can afford to pay premiums out of 
capital, for their incomes in the service 
could not bear this expense. The ex- 
penditure of a small part of capital in 
order to protect their own capital value, 
is a safe, sound investment, Miss Hedden 
believes, and frequently recommends. 
Miss Hedden’s Career 

Miss Hedden started in life insur- 
ance after holding a responsible clerical 
position with a contracting firm in which 
her duties included bookkeeping, buying, 
checking contracts and taking care of 
payrolls. She suddenly found herself 
some while ago in the position of being 
the sole support of her dependent mother 
and did not know the proper investment 
for safety and security. She was con- 
vinced finally that a special kind of life 
policy would do the job. It was then that 
she first thought of life insurance as 
a most important and ideal protection 
for others. 

“Women can be just as good agents 
as men,” said Miss Hedden, “if they 
will study. Life insurance is a most 
serious business, demanding thorough 
knowledge. If women will study hard, 
they have an open road ahead in this 
business.” 

Miss Hedden’s work covers estate 
planning, inheritance tax and business 
insurance coverages, Grouup life for a 
large banking institutions and a large 
number of Annuities. 


THREE TRAVELERS SPEAKERS 








Messrs. Malcolm-Smith, Sherwood, Rea- 
rick on Program of Hartford Chapter, 
Office Management Ass’n, Oct. 19 

Three members of the home office staff 
of the Travelers spoke at the insurance 
night meeting of the Hartford chapter, 
National Office Management Associa- 
tion Monday, October 19, at the Hart- 
ford Golf Club. 


George Malcolm-Smith, author of 
“Slightly Perfect” and member of the 
publicity department, discussed “The 


Spites of Life.” Then an open forum 
was held on changes occurring in the 
insurance business as the result of war 
and its attendant changes in the insurance 
needs of business establishments. 

Homer D. Sherwood, superintendent of 
agency field service, answered questions 
on workmen’s compensation, automobile 
and other casualty lines. Walter R. 
Rearick, assistant secretary, Travelers 
Fire, answered questions about war dam- 
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age insurance. He is in charge of war 
damage business written through the Tra- 
velers Fire. 

Officers of the Hartford chapter are 
president, Francis L. Haskell of Wallace 
3arnes Co. of Bristol, Conn, and secretary, 
George Griffin of Hartford Accident «& 
Indemnity. Walter Umberfield of C. F. 
Heublein, Inc., is chairman of the pro- 
gram committee. 





COACHING COURSE FOR EXAMS 

The Pohs Institute of Insurance, 5 
West Forty-second Street, New York 
City, is again accepting enrollments for 
the coaching course offered to those per- 
sons qualified to take the brokers’ or 
agents’ examinations to be held by the 
State Insurance Department in Decem- 
ber. This coaching course will be thor- 
ough and comprehensive. Class will 
start on November 10, and will meet 
Tuesday and Thursday evenings up until 
the date of the examinations. 





Vincent B. Coffin, vice-president and 
superintendent of agencies of Connecti- 
cut Mutual Life, addressed the William 
T. Earls general agency staff during 4 
luncheon at the Queen City Club, Gi- 
cinnati, on October 30. Ralph H. Love, 
manager of the local agency, was chait- 
man. 
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sth J Anniversary Drive 
Goes Over the Top 


gANKERS NATIONAL OF N. J. 





100% Response From Agents; 
Nol ty of War Bonds, Stamps 
Made; Progress of Company 





The recent anniversary drive of Bank- 
ers Life of Montclair to mark comple- 
‘ion of its fifteenth milestone was an 
outstanding success in that practically 
every member of the field force con- 
tributed to the effort. October 5, 1927, 
was the date on which the company 
opened its doors for business, total staff 
consisting of President Ralph R. Louns- 
bury and five employes, including Mrs. 
Charlotte Pfeifer, now secretary to W. 
J, Sieger, vice-president, and Will B. 
Chambers, now secretary. The company 
today has its own fine home office build- 
ing in suburban Montclair, N. J., and 
4 staff of seventy employes. 

Keynote of the anniversary drive cen- 
tered around the numeral “15” and each 
agent accepted a quota for the month 
based on the average monthly produc- 
tion for the preceding eleven months. 
Among the leaders when the results 
were known are the following: Leo K. 
Volk, Detroit, whose volume was 115% 
over his accepted quota; Louis Altman. 
Trenton, with an increase of 108%, and 
Joseph R. Sherman, Hazelton, who made 
100%. Leader in actual volume pro- 
duced was George E. Parris, Philadel- 
phia, one of the best producers of the 
company. 

At the outset of the campaign plans 
were laid for a celebration dinner for 
the leading agents exceeding their quo- 
tas, but on completion of the period. by 
unanimous vote of the winners, the nlans 
for the celebration were canceled in 
deference to the Government’s wishes 
that all meetings of a non-essential char- 
acter be eliminated, and the winners 
were rewarded instead with war bonds 
and stamps. 

Reflecting its progress over the years. 
at the close of 1927 Bankers National 
Life had insurance in force of $1,380,280 
which compares with $88,513,000 in force 
on June 30, 1942, This is a gain of 
$5,500,000 since last December. Average 
size of this year’s policies is $4,034. 

Goal of the company is to reach the 
$100.000,000 work in insurance in force 
by the end of 1943. 





BOSTON GROUP TALKS TAXES 


Phases of the 1942 Federal Revenue 
Act of interest to underwriters and trust 
officers will be discussed at the Decem- 
ber 1 meeting of the Boston Life In- 
surance and Trust Council. Roswell 
Magill, New York attorney, and former 
under-secretary of the United States 
Treasury will discuss Federal tax trends 
at the meeting scheduled for November 
17. M. Luther Buchanan, CLU, Trust 
Council head, has recently been named 
national vice-president of the American 
Society of Chartered Life Underwriters, 
sponsor of the Magill address. 





TRY WORK HINTS OREGON CO. 


A time control study of forty life 
agents made recently disclosed that a 
group who averaged 19%4 hours per week 
in the field earned at the rate of $1.64 
an hour but those who plugged on for 
an average of 35%4 hours earned at the 
fate of $2.56 an hour, according to a 
report by Oregon Mutual Life. Or, to 
arive the difference home, those who 
averages 1914 hours in the field earned 
a litle less than $32 per week in com- 
missions but those who worked over 35 
hours made $91 per week in first year 
commissions. The inference, obvious, 
and so undrawn by Oregon Mutual is: 
Keep Punching. 




















Van Levi Henning, 62, agent for the 
Mutual Benefit Association of Omaha, 
died in Des Moines recently after a 
long illness, . 











HEARD on the WAY 





John R. Rhoads, agency assistant for 
the Manufacturers Life at Philadelphia, 
enlisted in the United States Army Air 
Corps and reported for service at Bolling 
Field, Washington, D. C., October 23. 
Mr. Rhoads came to the Manufacturers 
Life in May, 1939, after nine years of 
life insurance experience in Philadelphia. 
In 1941 he led his company’s entire field 
force with paid business that earned, him 
membership in the Million Dollar Round 
Table. 





A grateful policyholder writing to Jack 
Spence, Penn Mutual’s Osborne Bethea 
agency, in acknowledgment of his check 
remarks, “I often wonder if insurance 
men look after themselves as well as 
they take care of their clients, or do 
they give themselves the kind of treat- 
ment that the shoemaker’s children get ?” 


James S. Earle last week completed 
fifty years service with the New York 
Life and he also rounded out a half cen- 
tury of commuting on the Long Island 
Railroad to his home in Oyster Bay. In 
1892, when he was 16, Mr. Earle got a 
job as office boy with the New York 
Life. The salary was $16 a month but 
the railroad commutation ticket cost $17. 
He estimates that he has spent on com- 
mutation tickets $7,000, traveled 1,250,000 
miles and walked 30,000 miles going to 
and from the trains. . 





Life insurance executives in Canada 
are reported to be studying curtailment 
plans following a government request, 
and are understood to have named a 
committee to report to Ottawa on what 
can be done. One suggestion is the 
elimination of some of the forms of con- 
tract which, if effected, might reduce 
amount of office work. 

Uncle Francis. 
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JOHN R. RHOADS 





As we at home sweat and scrimp and save — as we pay taxes, pay off 
debts, and buy War Bonds, we are not only doing what we must do 
to win the war, but we are helping to make America after the war a 
stronger nation, a better place for soldiers to come home to. 

We are toughening body and spirit — and that is a good and 
wholesome thing. At the same time we are creating solvent families — 
families that stand on their own feet financially — families better pre- 
pared to do whatever must be done in tomorrow’s unknown world, 

This is the silver lining behind the gathering cloud of sacrifice 
and self-denial. It is something a life insurance company can con- 
template with special satisfaction . . . for the financial independence 
of the family, whether or not the breadwinner lives out his normal span, 
has always been the prime objective of our business. 
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How fo plan your life insurance 
in time of war 


Right after Pearl Harbor, this com- 

pany suggested the following procedure 
to life insurance buyers: 
.... instead of the so-called invest- 
ment policy with high cash accumula- 
tions, we recommend that when you 
buy additional new insurance you buy 
low-premium policies with smaller 
accumulations, stressing life-long 
protection against death. There will 
be a difference in premium cost. Put 
that difference into War Bonds.” 

This advice seemed good then, and it 
seems good today. 

The NWNL agent has an extra incen- 
tive for giving you the unbiased counsel 
you need especially today, when life in- 
surance dollars must do a bigger job 
than ever; he is paid not primarily for 
his new sales, but for the quality of bis 
service to policyholders, as indicated by 
their persistence in keeping in force the 
insurance he has sold them. 








This is a reproduction of NY NL’s current national magazine advertisement. 
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HOME FRONT FIRE PREVENTION 

The new 360-page book “Fire Preven- 
tion Education,” prepared by the Commit- 
tee for Fire Prevention Education and the 
Center for Safety Education at New York 
University, is an excellent manual for 
Published by 


the National Board of Fire Underwriters, 


“home front” fire-fighters. 


it is designed for use by teachers, com- 
munity leaders, fire chiefs, public officials, 
Boy and Girl Scout leaders, civilian de- 
fense workers and others who lead fire 
prevention efforts in the thousands of com- 
munities of the United States. This com- 


prehensive volume is non-technical and 
written so that it can be understood easily 
by those whose connection with fire pre- 
vention work is generally on a part-time 
and “after working hours” basis. 

Part One of this book deals with the 
program for fire prevention and 
fire protection. Five chapters are devoted 
to such matters as organizing and admin- 


school 


istering the school program of fire pre- 
vention, principles of fire 
safety and materials and activities of in- 
struction for the lower grades in school 


instruction in 


and for the junior and senior high schools. 


Part Two itself with educa- 
tional programs of fire prevention and 
protection for a community as a whole. 


Ten chapters are included in this section 


concerns 


and they deal with organizing a commun- 
ity, selected activities for fire prevention 
education, prevention and control of farm 
fires, forest fires, public relations and com- 
munity fire safety, securing cooperation of 
the press, use of the radio, value of spe- 
cial publications and securing public in- 
terest and cooperation through exhibits, 
demonstrations and audio-visual aids. 

Not only during a war but at all times 
the fire prevention work which can be ac- 
complished through school and community 
efforts is a definite contribution to the 
safety of a nation. While most of, the 
spectacular fires about which the public 
reads occur in large industrial plants, 
warehouses, factories and on piers and 
ships, it must be remembered that many 
great conflagrations of the past burned 
through residential areas and also that the 
large majority of fires, from the stand- 
point of number, occur in homes and small 
mercantile and industrial establishments. 


Likewise school fires are tragic reminders 

of lack of adequate fire protection. 
Consequently “home front” efforts today 

It has been said that local 


are essential. 





fire prevention campaigns, which involve 
arousing the interest of a large number 
of people who have little in common ex- 
cept that they live in the same community, 
are hard to organize and maintain suc- 
cessfully because of a shortage of guiding 
facts which are comprehensive in scope. 
The National Board and other organiza- 
tions have published thousands of book- 
lets and other material for schools and 
homes. All this has helped tremendously 
as is’ evidenced by the reduction in the 
fire waste. 

But further impetus to the nation-wide 
campaigns for local fire prevention is given 
by this new book which contains within 
its covers entirely new material and also 
information which has appeared in the 
past in numerous pamphlets. Fire pre- 
vention education today is as important 
as many other forms of education. 

Every community should have a copy of 
this book as it is a complete working 
guide. It can be obtained from the Na- 
tional Board of Fire Underwriters, 85 
John Street, New York City,-at a cost of 
85 cents a copy, with reduced rates for 
quantity orders. Prevention I‘du- 
cation” is the work of Charles C. Hawkins, 
Ph.D., of New York University, with ma- 
terial received also from the National 
Board, U. S. Department of Agriculture, 
Safety Research Institute, National Fire 
Scouts of 


“Fire 


Protection Association, 
America, Girl Scouts of America, Interna- 
tional Association of Fire Chiefs and 
other organizations possessing authoritative 
knowledge of fire risks and fire prevention. 
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Ray C. Snodgrass, Oklahoma special 
agent of the National Union Fire, has 
been commissioned a first lieutenant in 
the Army and reported for duty at Fort 
Sill, Okla. Mr. Snodgrass, assisted by 
Special Agent Fred A. Fletcher, has been 
supervising company affairs following the 
departure of State Agent Joe B. Fears, 
who is a first lieutenant in the intelli- 
gence unit of the Army, stationed at 
Harrisburg, Pa. 

* * * 

Rodney J. Brooks, of the insurance 
firm of Tongue, Brooks & Zimmerman, 
3altimore, has been elected one of four 
new trustees of Johns Hopkins Univer- 
sity, Baltimore. 


x * ok 
Chester O. Fischer, vice-president 
Massachusetts Mutual, addressed the 


Hartford Life Underwriters Association 
on November 5. Title of his talk was 
“The Third Front.” 

* * * 

Isadore Samuels, general agent, New 
England Mutual, Denver, has been made 
co-chairman of the Denver War Chest 
Campaign. Quota reached was $1,245,000. 











HELEN C. DWYER 


Helen C. Dwyer, who has been execu- 
itve secretary of the Illinois State As- 
sociation of Life Underwriters and also 
of the Peoria Association of Life Under- 
writers, has resigned and this week be- 
came cashier of the Aetna Affiliated Cos. 
in Denver. She has been one of the 
most able of executive secretaries of life 
underwriters associations. Among other 
things she edited the unusually newsy 
bulletin of the Illinois State Association 
of Life Underwriters. 

x * * 


J. P. Graham, III, whose father is 
general agent in Baltimore of the Aetna 
Life, has recently been promoted from 
ensign to lieutenant (j. g.) and is now 
on active destroyer duty. He is chief 
engineer of his boat. Young Mr. Graham 
was graduated from Princeton with high 
honors in June, 1941, and went into the 
Navy shortly thereafter. His chief am- 
bition, when he returns to civilian life, 
is to make his career in the insurance 
business with his father. Mr. Graham’s 
son, William §S., is also a Navy man hav- 
ing entered the U. S. Naval Academy 
at Annapolis by examination last Fall. 


* * * 


Cornelius C. Van Patten, treasurer of 
the Security Mutual Life, Binghamton, 
N. Y., has been granted a leave of ab- 
sence to become Binghamton district 
manager of the Office of Price Adminis- 
tration. In his new post Mr. Van Pat- 
ten has charge of enforcement of all 
OPA regulations in an eleven-county 
southern New York area. He heads a 
staff numbering approximately seventy 
persons. 

3orn in Naperville, Ill, Mr. Van Pat- 
ten was educated in Richmondville, N. 
Y., where he was graduated from high 
school in 1923. The family then moved 
to Endicott where he entered the em- 
ploy of the Endicott Trust Co., serving 
there six years as auditor before becom- 
ing affiliated with Security Mutual as 
manager of the investment department. 
He was advanced to assistant treasurer 
in 1937 and to treasurer two years later. 

x x x 


J. C. McKown, secretary of the St. 
Paul Fire & Marine, last week cele- 
brated his seventieth birthday and was 
honered with a luncheon at the Minne- 
sota Club in St. Paul, given by his 
associates at the home office. Mr. Mc- 
Kown joined the company fifty-three 
years ago. His son, Paul McKown, is 
Pacific Coast fire manager for the St. 
Paul and he was at the home office last 
week. 





Peter Kasius has been appointeq 
regional director of the Social Securit 
Board of New York City, succeedin 
Mrs. Anna M. Rosenberg, who recently 
was appointed regional director of the 
War Man-Power Commission and who 
had also been serving as regional 4j. 
rector of the Social Security Board since 
1936. Starting with the United States 
Public Health Service in New Yor 
and Washington, Mr. Kasius became 
head of the United Charities in gy 
Louis and later relief administrator 
there. For the past five years he has 
been associate director of the Social 
Security Board’s bureau of public assist. 
ance, 
* * * 


Grace A. Barr, who resigned a secre. 
tarial post with the Association of Cas. 
ualty & Surety Executives last Summer 
to return to her home in Arlington 
Heights, suburb of Boston, has recently 
accepted a position as one of the secre- 
taries to Gregory T. Crisp, vice-presi- 
dent and sales manager, American My- 
tual Liability of Boston. Miss Barr was 
ten years with the C. & S. Executives, 
past three of which she was secretary 
to J. Dewey Dorsett, casualty manager 
of the association. She will maintain 
her affiliation with the Insurance 
Women of New York as an associate 
member. 

+ a 2S 

Thomas J. Kivney, a division head in 
the payroll audit department at the Aet- 
na Life Affiliated Companies, observed 
his twenty-fifth anniversary with the or- 
ganization on November 2. A native of 
Hartford, Mr. Kivney joined the Aetna 
in 1917 and was transferred to the pay- 
roll audit department in 1924. For two 
vears he was a field payroll auditor in 
Newark, Pittsburgh, Cleveland and Dal- 
las. He was named a division head in 
November, 1941. 

x * x 


Herbert S. Atkinson, well known in- 
surance man of Columbus, Ohio, has 
been appointed head of the Insurance 
Division of the Franklin County War 
Chest. He has served three terms as 
a member of the Ohio General Assembly 
and has been on the board of trustees 
of Ohio State University since 1925, 
serving as chairman of the board on 
several occasions. 

x ££ * 


Archibald J. Smith, president, Zweig, 
Smith & Co., has been elected treasurer 
of the Insurance Society of New York, 
succeeding the late Frank F. Koehler. 
Mr. Smith, who is vice-president of the 
society, has agreed to hold the office of 
treasurer until the annual meeting next 
May. 

x * * 


Lt. T. L. Osborn, Jr., until his induc- 
tion into active service last week in the 
Barrage Balloon Division of the Coast 
Artillery Corps, Camp Tyson, Paris, 
Tenn., was assistant secretary of the 
National Retailers Mutual and man- 
ager of the inland marine department of 
that company. Lt. Osborn held a reserve 
commission and has had practical ex- 
perience not only in ROTC units but 
in Summer training camps. 

x * * 


E. F. Yerrington, special agent_i 
Oklahoma City for the National Fire 
Group, completed twenty-five years 0 
service with the group on November }, 
having started with the company in 191/. 
Mr. Yerrington was for several yeats 
an examiner and underwriter in the 
home office; from this work he was 
transferred to Texas as special agent. 
After ten years he was given charge 0 
the farm and service department 
Oklahoma City where, on July 1, 
he was made special agent. 
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Now 54 Clubs of Insurance Women 

One striking feature of the agency 
feld has been the large number of clubs 
of insurance which have been 
and are being organized. There are now 
fifty-four of them. Latest groups were 
those in Cleveland, Rochester and Syra- 
cuse. Pittsburgh insurance women 
formed a club on Thursday of this week 
when Ada V. Doyle of Caldwell, N. J., 


president of the National Association of 
Insurance Women, addressed a group 
of insurance women there. 

Clara A. MacCubbin, office manager of 
the agency department of the United 
States Fidelity & Guaranty, is chairman 
of the National Association of Insurance 
Women’s organization committee. She 
was in charge of the schools for women 
which the United States F. & G. ran for 
some time, but which were discontinued 
for the duration of the war. They were 
the only exclusively feminine schools in 
any home office and the students were 
women who are working in offices which 
represent the company in various parts 
of the country, some coming from small 
towns where it is not easy to pick up 
a broad insurance education in an 
agency. 

Recently, a chapter of insurance 
women was formed in Cleveland and on 
this page appears a picture of Jane Ru- 
dolph, elected president. She was for- 
merly an elementary grade school teach- 
er at Loyal Oak, Ohio, and in August, 
1941, went with the United States F. & 

She is now bond underwriter in 
the Cleveland branch office. 

Other officers of the Cleveland asso- 
ciation are Anne Kintner, Ohio Casualty, 
first vice-president; Peggy Zawanda, U. 
S. F. & G, second vice-president; Jean 
Linder, U. S. F. & G., recording secre- 
tary; Madalynn Heber, Buckeye Union 
Casualty, corresponding secretary; Jean 
Frame, Ohio Casualty, treasurer. 

At a meeting in September, L. Brent 
Wood, manager of the U. S. F. & G,, in 
Cleveland, spoke on “Cause and Effect 
of Tort Insurance.” 

The next meeting of the Cleveland 
chapter will be on November 12, the 
speaker being Colonel Norman. W. 
Adams, president of the Adams Insur- 
ance Agency, Warren, Ohio. Topic will 
be “The Connecticut Land Company in 
the Western Reserve.” 

Paramount purpose of the Cleveland 
chapter—and the others as well—is to 
Promote good fellowship among insur- 
ance people and to sponsor educational 
Programs throughout the year. Mem- 
bership is open to all women affiliated 
with the insurance business. 


women 













* ok 
High Praise for Wallace Stevens’ 
New Book of Poems 


Wallace Stevens, vice-president Hart- 
ford Accident & Indemnity in charge 
of legal and claim divisions of the fidel- 
ity and surety business, is one of the 
Msurance men who has won distinction 
In other fields, too, and in the world of 
hoetry he has been attracting growing 















































He has written four books of 


attention. 
poems, “Harmonium,” “Ideas of Order,” 


our 


: Phe Man with the Blue Guitar,” and 

Parts of a World.” The last-named 
volume, recently printed by the Knopf 
Press, was given a big play in last week’s 
issues of “Time” and “The New Yorker.” 
Among other comments, “Time” said: 

“As Stevens sees things, all that is 
esthetically ugly or morally wrong in 
the world proceeds from people’s mis- 
conceptions of reality. People miscon- 
ceive reality, according to his diagnosis, 
because they think about it without 
imagination or by rote. This distresses 
Stevens, because such thinking litters up 
the world with all kinds of rusty cast- 
iron conceptions. 

“Parts of a World’ is a book to 
quicken people’s awareness of the dif- 
ference between rote and imagination. 
His 60-odd Ivrics are tailored to meet 
the specifications of his idea of an or- 
dered world. They are all intended to 
show that the imagination is that faculty 
in man which enables him to tailor facts 
after his heart’s desire. The tailoring, 
however, is not to be done by mere 
wishful thinking, but by the bowing of 
the skilled workman over his fully ap- 
prehended job.” 

Mr. Stevens’ brilliant talents have won 
him several prizes, including the “Na- 
tion’s” poetry award for 1936, and in 
December, 1940, an entire number of 
“The Harvard Advocate” was given over 
to a discussion of his work. Some of 
the writers were unusually enthusiastic 
about his fine talents. 

* * * 
The Telephone 

Tames Lawrence Fly, chairman of the 
Board of War Communications, has 
written a letter to the New York Times 
telling of the necessity of curtailing tele- 
phone talk. It was based on the long- 
distance telenhone priorities instituted 
by the Board of War Communications 
which became effective Sunday, Novem- 
ber 1. The letter is unusually interest- 
ing. 

For some time the telephone and tele- 
graph lines have been overloaded. The 
wartime traffic has been superimposed 
upon rather than displaced the social 
and business-as-usual messages of peace- 
time. 

In the case of the telephone, lines be- 
came clogged by a tremendous upsurge 
of calls immediately after Pearl Harbor. 
Situation improved for a time, but has 
grown worse. While the over-all aver- 
age speed of service was good, many 
important telephone calls were being de- 
laved, he said, as much as six hours be- 
fore circuits became available and the 
calls put through. 

In Washington there was an increase 
of 60% during December, 1941, and 40% 
was not uncommon in critical defense 
areas. 

In Norfolk, Va., one of the most im- 
portant towns from a military and naval 
viewpoint, the increase over a year 
amounted to 245%. “It was clear that 
if we were going to prosecute the war 
with efficiency, urgent war traffic would 
have to get through in better time,” he 





said. “It was equally important that 
public co-operation was necessary.” 

Discussing the telephone as a public 
convenience and asset he said: 

“Since 1876, when the American peo- 
ple were introduced to the telephone, it 
has become a household and office fix- 
ture and its use automatic. The tele- 
phone has replaced the back-yard fence 
as a meeting place for gossip and social 
visits. And business-by-telephone has 
been developed by us to a marked de- 
gree. Some enterprises, such as radio 
listener surveys, are carried on only by 
telephone. The brokerage business and 
many others are carried on largely by 
telephone. 

“Reaching for the phone has become 
a habit inbred to Americans. Now it is 
a disease. A ready illustration is found 
in the recent announcement by the Of- 
fice of Defense Transportation at De- 
troit that it was receiving 200 long- 
distance phone calls a day from com- 
mercial vehicle operators making in- 
quiries about ODT rulings when the 
mails would have served as well. 

“Ordinarily, demands for more tele- 
phone service are promptly and only too 
gladly met by the industry. But with 
drastic limitations upon the use of criti- 
cal materials as the result of wartime 
needs and the call for trained men in 
our armed forces, it is apparent that the 
necessary facilities cannot be made avail- 
able. 

“Many civilians already know it is im- 
possible to get an extension for the sec- 
ond floor, or the kitchen, or the rumpus 
room. Many others have experienced 
long delay in having service installed in 
newly built homes and apartments. Too 
many have had occasion to note the de- 
lay in getting toll calls through. The 
use of party lines will be extended to 
get the maximum use from_ existing 
plant. For the duration, we just can- 
not have the service we have been ac- 
customed to.” 

“Priority One” extends only to those 
calls which require immediate comple- 
tion for war purposes or to safeguard 
life or property and which relate to one 
or more of the following matters: (1) 
Arrangements for moving armed forces 
during combat operations; (2) extremely 
urgent orders to the armed forces; (3) 
immediate dangers due to the presence 
of the enemy; (4) hurricane, flood, 
earthquake or other disaster materially 
affecting the war effort or public secur- 
itv. Where necessary for the immediate 
completion of a “Priority One” call, any 
conversation in process (except one hav- 
ing “Priority One”) may be interrupted. 

“Priority Two” is given to calls out- 
side those listed in “Priority One” 
which require immediate completion for 
the national defense and security, the 


successful conduct of the war, or to 
safeguard life or property. 
“Priority Three” is given to calls 


which require prompt completion for na- 
tional defense and security, the success- 
ful conduct of the war, or to safeguard 
life or property, such as: (1) Important 
governmental functions; (2) machinery, 
tools or raw materials for war plants; 
(3) production of essential supplies; (4) 
maintenance of essential public services; 
(5) supply or movement of food; or (6) 
civilian defense or public health and 
safety. 

Every telegraph and telephone user 
can contribute to waging the war, Chair- 
man Fly says, by following certain sim- 
ple rules. 

In the case of telegraph: Send only 
messages that are necessary and make 
them short. 

In the case of toll telephone calls: 
(1) Don’t make a call unless it is essen- 
tial. (2) Make your essential calls, when- 
ever possible, before 9 o’clock in the 
morning, between 12 and 2 and between 
5 and 7 in the afternoon, and after 9 at 
night. (3) Avoid in all possible ways the 
use of lines to or through important 
governmental, defense or industrial 
areas. (4) In any case, make your call 


as brief as possible. 

For pure gossip and the social ameni- 
ties, we will have to stick close to home 
and revive the back-yard fence for the 
duration. 





Heads Cleveland Women 
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Aetna Affiliated Companies Hear 
From Captain R. B. Borough 


Captain R. B. Borough of the United 
States Marine Corps, a former employe 
of the Aetna Affiliated Companies who 
is now on active service in the Solomon 
Islands, has sent some captured Japanese 
“invasion money” back to his associates 
in Hartford. 

With typical Marine Corps restraint, 
Captain Borough does not say how the 
money came into his possession. 

The note is printed in green and bears 
the inscription in English: “The Japa- 
nese Government. 1 Pound.” Slightly 
larger than a dollar bill, it is one of a 
series of notes with which Japanese 
troops flood occupied territory after de- 
stroying the local currency. 

In a letter to his associates, Captain 
Borough reports: “I have been here 
since August 7th, which was the be- 
ginning. I am still in the infantry and 
at the present am machine gun officer 
of the weapons company in an infantry 
battalion. As a matter of fact, my bat- 
talion, with one other, was the first to 
hit the beach and establish the beach- 
head. 

“The island itself is 
among the worst of the South Pacific 
group. The weather has been pleasant. 
Hot, but not as hot as Hartford, with 
a breeze blowing constantly. The nights 
are cool and when the moon is full, very 
bright. The coastline is alternately sandy 
and coral rocky, but inland it is moun- 
tainous and mostly jungles.” 

Captain Borough is the son of Mr. 
and Mrs. Randall Borough of New York 
City. A graduate of Yale University in 
June, 1940, he joined the marine depart- 
ment of the Automobile Insurance Com- 
pany the following July. In February, 
1941, he volunteered for the United 
States Marine Corps but was rejected 
because he was underweight. He asked 
for and was given a re-examination in 
two weeks and on the day he appeared 
before Marine Corps physicians, he ate 
six bananas and drank two quarts of 
milk in order to meet the minimum 
weight requirements. He took his basic 
training at Quantico, Virginia, and be- 
cause of his outstanding record was se- 
lected for Officers’ Training School. 

es 


Miss Beha Admitted to Bar 

Katherine R. Beha, daughter of James 
\. Beha, 70 Pine Street, and forme- 
New York State Insurance Superintend- 
ent, was admitted to the bar Monday. 
She is a graduate of Manhattanville Col 
lege and Fordham Law School, and is 
now with the law firm of Breed, Abbott 
& Morgan, New York. Her brother, 
James, is with the law firm of Anderson, 
Gasserferris & Anderson, New York. 
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Opposes Centralizing 
Insurance by the Govt. 


MD. AGENTS HEAR C. W. JOHNSON 





North America Officer Says War Has 
Demonstrated Need for Decen- 
tralizing the Industry 





Need for decentralizing the fire insur- 
ance industry, rather than centralizing 
its distribution by national control, is 
one of outstanding demonstrations of the 
present war emergency in the opinion 
of C. William Johnson, assistant secre- 
tary of the Insurance Company of North 
America, who spoke before the annual 
meeting of the Maryland Association of 
Insurance Agents in Baltimore last week 
on “What’s Ahead in the Fire Insurance 
Field ?” 

“This war, more than any other,” said 
Mr. Johnson, ‘is requiring the facilities 
and help of every community and in- 
dividual. As a result no single area or 
section is being favored over any other 
in the location and development of new 
industries and extensions to present 
plants that are now actively engaged in 
war work. It is particularly noticeable 
that many of these developments give 
evidence of a very permanent nature. 

“Witness the large airplane factories 
in the middle and southwestern states 
and the Pacific Coast; shipyards at all 
waterfront locations; port facilities in 
new areas, etc. One can readily antici- 
pate that our trade with South America 
may develop into transportation by con- 
verting bombers into freight planes the 
minute the war ceases, to supplement the 
scarcity of ships and until such time as 
through highways can be developed.” 

Optimistic on Future 

Mr. Johnson then suggested that 
“probably most of you are worried about 
the recent nationwide trends regarding 
insurance.” 

“But,” added Mr. Johnson, “I am op- 
timistic enough to believe that the pre- 
cedent set by the administrator of the 
Reconstruction Finance Corporation, 
which includes the Defense Plant Cor- 
poration and the War Damage Corpora- 
tion, in choosing the present set-up of 
the insurance fraternity for handling 
these unusual problems, demonstrated 
pretty clearly that here was a medium 
already established that could be utilized 
on a nationwide basis to arrange for 
this emergency protection, with the min- 
imum of expense to the public. 

“After all, insurance is so tied up with 
our entire financial and credit structure 
that it does not seem at all possible to 
centralize its distribution. Indeed, this 
war has demonstrated the necessity for 
decentralizing rather than centralizing 
the industry. Indications point even to 
the possibility that New York City may 
no longer be the financial center, due 
to the tremendous demands that will be 
made on the Pacific Coast territory for 
materials, not only to fight this war but 
also supplies for rehabilitating the 
Asiatic countries. 

“This means credit. Credit méans in- 
surance. This service must be prompt, 
with the full understanding of the prob- 
lem, through local contact. That means 
the American Agency System.” 

Mr. Johnson explained that war dam- 
age insurance has brought out a new 
phase of contact that should be of help 
to agents. 

“The approach to a client through this 
medium should be entirely one of service 
without any thought of the commercial 
side or profit,” he said.- “Your client 


or the party you contact is interested 
because he knows this is a national prob- 
lem in which he shares. 


The questions 


Seca Ses 


Motion to Quash Federal 
Investigation Is Filed 


The motion to quash the thirteen fire 
insurance organization subpoenas, which 
initiated the Federal investigation at At- 
lanta, was presented to Judge Marvin 
Underwood of the United States Dis- 
trict Court for the Northern District of 
Georgia on Tuesday. It appears likely 
that the court will set a date during 
the first two weeks of December for a 
hearing on the motion. 

Frank H. Elmore, Jr., in charge of the 
probe for the anti-trust division, left for 
Washington last week. He had not re- 
turned to Atlanta on Wednesday. Robert 
J. Hyder, who has been Mr. Elmore’s 
assistant, is no longer connected with 
the probe. He reported last Friday to 
the Navy, where he holds a reserve com- 
mission. 








ST. PAUL F. & M. DIVIDEND 

Directors of the St. Paul Fire & Ma- 
rine have declared the regular quarterly 
dividend of $2 a share and a special divi- 
dend of the same amount. Total divi- 
dends this year will amount to $10 a 
share. 





he asks and the opportunity you have 
of explaining them can be the medium 
for converting this client to the import- 
ance of insurance, not only to protect 
him from bombing and other hazards of 
war but as he continues in business to 
protect him from fires, windstorms, ex- 
plosions and other hazards.” 


Fireman’s Fund Calls 
Stockholders’ Meeting 


WILL BE HELD NOVEMBER 12 





Proposes to Absorb Fire Affiliates; Gives 
Financial Statement; Ocean Ma- 
rine Premiums Soar 





A special meeting of the stockholders 
of the Fireman’s Fund Insurance Co. has 
been called for November 12 in San 
Francisco, to consider the proposal of 
the board of directors that the parent 
company acquire 100% of the shares of 
the Home Fire & Marine and Occidental 
Insurance Companies. 

The proposal of the directors, as told 
in The Eastern Underwriter of October 
23, is embodied in the notice to stock- 
holders of the special meeting and a 
proxy statement to be signed by the 
stockholders who are unable to be pres- 
ent. The notice also gives financial 
statements of the three comnanies for 
the years 1939, 1940, 1941 and the first 
eight months of 1942. 

The Fireman’s Fund’s ocean marine 
writings to date this year already far 
surpass its total ocean marine business 
for any of the three complete years 
given. As of August 31 the company had 
written $8,037,691, as compared with the 
following for the total years: 1939, $2,- 
712,996: 1940, $4,290,019; 1941, $6,122,613. 
The other lines are practically in step 
with other years, with the exception of 
motor vehicle, which shows a drop from 
$3,235,598 last year to $1,524,420 for the 
first eight months of this year. 


Reinsurance Agreements 


As explained in the announcement, 
there are reinsurance agreements among 
the three companies, whereby all busi- 
ness of each is partially reinsured in the 
other two. The aggregate reinsurance 
retained by the three companies and 
the premiums therefrom less acquisition 
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LD STONE MILL in Newport, one of Rhode Island’s most 
unusual structures, is a roofless circular tower with open arches 


below. 


shaped stones, carefully laid with mortar joints. 


The supporting pillars are composed of flat, irregularly 


Believed. by many 


to be a relic of the Norsemen, this Mill has been a subject of 
sporadic controversy for over 100 years. Generally accepted now is 
the belief that it is a ruin of a windmill built by Benedict Arnold, 
Governor of the Colony from 1663 to 1672. 
Rhode Island has many interesting and historical landmarks —a large 
portion of which are insured by the Rhode Island Insurance Company. 


RHODE ISLAND INSURANCE COMPANY 


PROVIDENCE *« RHODE ISLAND 
Progressive in Outlook — Conservative in Mana gement 
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cost are divided in the followj 
centages: Ocean and inland piss 
Fireman’s Fund, 85%; Home, 10% po 
Occidental, 5%. All other lines includ 
ing fire and motor vehicle: Fireman's 
Fund, 77%; Home, 17%; Occidental 60%, 

Each of the companies has its indi. 
vidual corporate, investment and real - 
tate expenses, but all underwriting me 
penses are apportioned among the ae 
spective lines of business substantially j 
accordance with premiums attributable 
to each line and the expenses of each 
line are shared by the companies. Off. 
cers of the companies are the same and 
many of the directors serve on two or 
all three boards. Fireman’s Fund has 
approximately 6,000 agents; Home, 1.99 
and Occidental, ita 

The statement to stockholders sets 
forth the opinion that the principal ben. 
efits of the plan proposed lie in the 
competitive advantages which would ac- 
crue to the Home and Occidental through 
unified ownership. Under the plan 
through which the number of shares of 
Fireman’s Fund outstanding would be 
increased 50%, coupled with the estab. 
lishment of the stock in a lower price 
range, the directors believe will afford 
a broader market for the shares which 
will be in the interest of the stockhold- 
ers and it is proposed to list the new 
shares on the San Francisco Stock Ex- 
change. 

Would Reduce Capital 


The purpose of reducing the stated cap- 
ital of Fireman’s Fund from $7,500,00 
to $4,451,460, a reduction of $3,048,450, 
is to transfer the amount to surplus and 
thereby facilitate compliance by Fire- 
man’s Fund with the New York statutes 
which limits the amount of stock of 
other insurance companies which any 
company transacting business in_ that 
state can acquire. Under the California 
code, the $3,048,540 to be transferred to 
surplus, in common with all other sur- 
plus, will be available for dividends but 
it is not proposed to use this portion of 
surplus for dividend purposes. 

As of August 31, 1942, Fireman’s Fund 
had total admitted assets of $47,895,910 
and net surplus $14,110,210. Its premiums 
earned up to the end of August were 
$17,464,598, losses incurred were $14,561,- 
367; a total underwriting loss of $3,816- 
172. This compares with an underwrit- 
ing profit made by the company of $1,- 
399,639 in 1939, $1,611,479 in 1940 and 
$948,216 in 1941. 

The company also sustained a net loss 
on rents, investments, etc., after pro- 
vision for income taxes, of $2,845,167. 
This compares with gains of $2,444,115 
in 1939. $1,613,933 in 1940 and $1,999,082 
in 1941, 





AMERICA FORE OLD GUARD 


Annual Dinner Attended by 175 from 
Home Office; Culver and Christ- 


ensen Among Speakers 


One hundred and seventy-five mem- 
bers of the Old Guard from the New 
York home office of the companies of 
the America Fore Group met at their 
annual dinner at the Hotel Pennsylvania 
Thursday night, October 29. Country- 
wide, membership in the organization 
now numbers 429, an increase of twenty- 
nine during the year. 

President Bernard M. Culver and 
Executive Vice-President Frank A. 
Christensen attended and spoke to the 
gathering. Mr. Culver attained the 
status of an old guard member on Jan- 
uary 1 of this year. Dean of the guard 
is H. A. Nelson, sixty-seven years with 
America Fore. Another active member 
who recently marked half a century of 
service is F. E. Moon. 

During the year the guard lost by 
death, among others, two well known 
men, W. W. Andrews and W. D. Clark. 

At the dinner Charles L. Newmiller 
presided as toastmaster and dinner at- 
rangements were in charge of Henry A. 
Keck, chairman; . H. Roden, J. J. 
McNamara, William McCourt and G. F. 
Doherty. Eligibility to be an old guarder 
comes with the twenty-fifth anniversary 
of an employe’s service and many in the 
organization have thirty, forty and moré 
years to their credit. 
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FIREMAN’S FUND PROMOTIONS 





Clark Heads Marine Agency Department 
at New York City With Bouck 
as His Assistant 
Henry F. Clark, Jr., has been promoted 
py the New York office of the Fireman’s 
Fund to head the agency department, 
marine and inland marine 


supervising 

nroduction, and C, Worcester Bouck 
has been appointed as assistant in 
charge. 


Mr. Clark became associated with the 
Fireman’s Fund Group in 1933 as marine 
special agent with headquarters in Phila- 
delphia, moving to the New York office 
in 1938. Prior to his connection with 
the Fireman’s Fund Group Mr. Clark 
was with the America Fore Group ma- 
rine department in Philadelphia. _ 

Mr. Bouck entered the employ of the 
group in 1929, spending some time in the 
New York office after which he was 
appointed marine special agent for New 
York State with headquarters in Syra- 
cuse. Subsequently he was transferred 
to New Jersey with headquarters in 
Newark from which he has been moved 
to the New York office to take up his 
new duties. 





Goldberger Renamed to 
Head Brooklyn Brokers 


Alex Goldberger has been renominated 
for a third term as president of the 
Brooklyn Insurance Brokers Association, 
Inc. Also renominated are Victor A. 
Gauthier, first vice-president; N. Lee 
Colin, second vice-president; Harry G. 
Ellis, Jr, secretary, and E. C. MacCor- 
mack, treasurer. Thomas J. Clark has 
been named for third vice-president to 
succeed Mortimer L. Nathanson. Elec- 
tion of officers will be held on Wednes- 
day, December 2. 

The executive committee will be en- 
larged from five to fourteen members 
and the following have been nominated 
to serve on that committee: J. E. Fries, 
chairman; H. Lester Heistad, Frederick 
H. Schmidt, Jacob L. Schneider, Bern- 
hard Stern, Frank Feit, Alfred Jaffe, 
Max. A. Pulver, Leo V. Doherty, John 
H. Piselli, Max Klotz, John B. Swift, 
Mortimer L. Nathanson, Myron Gil- 
lespie. 


Charles C. Liscomb, Student 
Pilot, Killed in Texas 


Charles F. Liscomb of Duluth, Minn., 
past-president of the National Associa- 
tion of Insurance Agents, has suffered 
the loss of his son, Charles C. Liscomb, 
who was a student pilot in the Army Air 
Corps in Texas. Young Liscomb, 22 
years old, was killed last week in a 
night test flight at Goodfellow Field 
when a motor stalled and Liscomb’s 
parachute failed to open when he bailed 
out. He was due to receive his wings 
this week. 

Prior to entering the service Charles 
C. Liscomb was a representative in Min- 
neapolis for the U. S. F. & G. where 
he was popular among insurance men. 
He was married a few months ago and 
his wife was living with him in Texas. 


Suburban Exchange Head 
Honored; Enters U. S. Army 


Andrew J. Bucksar, manager of the 
Suburban Division of the New York 
Fire Insurance Rating Organization, was 
guest of honor at a party last week given 
by the employes of the organization. He 
was presented with a watch by his 
Iriends and associates, and also received 
a pen and pencil set from the Suffolk 
County Agents Association and a money 
belt from the New York Suburban 
Agents Association. 

n Saturday Mr. Bucksar was _ in- 
ducted into the Army. He has been 
with the Suburban Exchange since 1917. 


E. A. HENNE HEADS COMMITTEE 

E. A. Henne, Amerfca Fore vice-presi- 
dent at Chicago, has been elected chair- 
man of the supervisory committee of the 
entky Mountain Supervisory Commit- 
ee, 











Insurance Conditions in Mexico 


Are Analyzed by V. R. Willemson 


_ Insurance conditions in Mexico were 
favorable during the latter part of last 
year and throughout 1942 to date, ac- 
cording to Verner R. Willemson, presi- 
dent of Sterling Offices of Canada, Ltd., 
in Toronto. Mr. Willemson, who is the 
brother of Paul R. Willemson, vice- 
president at New York City, has just 
returned from a trip to Mexico, where 
he surveyed insurance conditions. His 
views are expressed in an interesting 
factual article prepared for Canadian 
Insurance and are presented practically 
in full herewith: 

“Insurance conditions in Mexico are 
favorable especially in the fire section 
which produced excellent loss ratios for 
the majority of companies. Rates re- 
main stable and are closely supervised 
by the Mexican Tariff Association of 
which all companies compulsorily are 
members and. which to all intents and 
purposes has force of law. 

“No changes have been made in the 
standard fire policy form and supple- 
mental coverage is still not extensively 
sold. There is, as elsewhere, some tend- 
ency to rebating and to resort to vari- 
ous forms of agency remuneration other 
than straight commissions which are 
regulated by the tariff association. The 
Mexican companies after some hesitation 
decided wisely not to write war risks 
on land which is not yet insured by 
anybody. 

Large Risks Accepted 

“One friendly criticism which might 
perhaps be leveled from this distance is 
a tendency for the individual companies 
to write large amounts on_ individual 
risks which in turn is due to an absence 
of the elsewhere so ubiquitous insurance 
broker who in Canada and the United 
States performs the tacitly accepted and, 
indeed, most valuable task of distribut- 
ing just such large risks among the 
companies, 

“In the marine department the high 
war insurance rates in Central American 
waters and particularly in the Gulf of 
Mexico where most of the country’s 
ship-borne trade flows, have caused sub- 
stantial increases in premium volume, 
and although a number of total losses 
have occurred on tankers and other types 
of vessels, the companies are reported 
to have done well so far, with voyage 
or short term risks forming the bulk 
of the writings. Rates are largely gov- 
erned by the New York and London 
committees. 

“An increasing amount of life insur- 
ance is being transacted or rather be- 
ing sold and several well-known Mexi- 
can companies have recently extended 
their operations to this field. It is an 
interesting psychological and perhaps 
rather natural fact that the Mexican 
companies in all branches are now more 
vigorous sellers of insurance than were 
the general agencies of foreign compa- 
nies prior to 1936 when they withdrew. 
It is thought that of the 20,000,000 in- 
habitants 2,000,000 at most are potential 
customers for life insurances at present. 

Automobile Insurance 

“Automobile business has not yet been 

hampered by any gasoline or rubber re- 
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strictions and does not seem likely to 
be for some time at least, although as 
far as repairs are concerned, there is a 
shortage of spare parts. Increasing ab- 
sence of United States automobile tour- 
ists will have an influence on 1942 motor 
results and still more so in 1943. In 
the past these tourists, who are required 
to insure with Mexican companies dur- 
ing their sojourn there, have produced 
substantial premiums under very short 
term policies. There is some agitation 
for increased rates which however is 
being resisted by the Insurance Depart- 
ment on the grounds that the need for 
any revision has not yet arisen. The 
Insurance Department through the tar- 
iff association has jurisdiction over such 
matters. 

‘The general structure of the insur- 
ance market remains sound. There has 
been an expansion of the actual total 
number of companies from about twenty 
to thirty due to a peculiar predilection 
of the older offices to establish subsidia- 
ries in the provinces in order to secure 
a firm hold on local business. 

Foreign Companies Not Returning 

“Interest in Mexican insurance has of 
late been evinced by American and Brit- 
ish companies some of which have stud- 
ied the possibility of re-entering . the 
country for direct operations. None of 
these has so far found this feasible and 
there seems no doubt that there is still 
emphatically no disposition on the part 
of Mexicans, both companies and gov- 
ernment officials, to facilitate competi- 
tion from that source.” 





Congressman Ploeser 


Reelected From Missouri 


Walter C. Ploeser, president of the 
Ploeser, Watts & Co. insurance agency 
of St. Louis, was reelected to the House 
of Representatives this week on the Re- 
publican ticket. He defeated Martin L. 
Neaf, Democrat, by about 10,000 plural- 
ity. Congressman Ploeser is pledged to 
fight any New Deal attempt to cripple 
the insurance business. He is opposed 
to Federal control or operation of in- 
surance. 





Parker-Allston Appointed 
Unity Fire’s Ad Counsel 


Parker-Allston Associates, Inc., insur- 
ance advertising agency of New York, 
has been appointed advertising counsel 
of the Unity Fire Insurance Corp., New 
York, of which John A. Heinze is presi- 
dent. 





TWO RELEASED ON BAIL 


Thomas A. Sharp, prominent Roches- 
ter, N. Y., agent who was arrested on 
October 1 on a charge of first degree 
grand larceny, has been released from 
the county jail on bail of $20,000. 

Charles R. Haggerty, secretary of the 
Hayes, Sharp & Haggerty agency, who 
also has been indicted for allegedly 
participating in insurance frauds, has 
pleaded not guilty and is free on $5,000 
bail pending trial. 
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P. B. HOSMER DIES ON TRAIN 





Head of 75-Year-Old Chicago Agency 
Was En Route to Funeral of Mrs. 
R. C. Hosmer 


Philip B. Hosmer, president of R. W. 
Hosmer & Co., seventy - five - year - old 
Chicago agency, died November 2 on a 
train while en route to attend the funeral 
of Mrs. Robert C. Hosmer, wife of his 





PHILIP B. HOSMER 


brother, who is president of the Excel- 
sior Insurance Co. at Syracuse, N. Y. 

This double bereavement in the Hos- 
mer family comes to one of the best 
known insurance names in the country. 
The Chicago agency was founded in 1867 
by R. W. Hosmer. P. B. Hosmer, a 
nephew of the founder, entered the agen- 
cy in 1900, and his brother, Rockwood 
W. Hosmer, was a member of the firm 
up to the time of his death a few years 
ago. P. B. Hosmer, Jr., son of Philip 
B. Hosmer, has been in the agency since 
1934. 

Mr. Hosmer was a graduate of Milton 
(Mass.) Academy and of Yale Univer- 
sity, class of 1901. He was a former 
president of the Chicago Board of Un- 
derwriters. In addition to his son, he 
is survived by a daughter, Mrs. H. Tem- 
pleton Brown of Hubbard Woods, “Ill. 

Funeral services for Mrs. Robert C. 
Hosmer were held in Syracuse November 
3 with interment at Graceland Ceme- 
tery, Chicago. In addition to Mr. Hos- 
mer, she leaves three sons, all in the 
United States Army: Lieutenant Robert 
C. Hosmer, Jr., Fort Eustis, Va.; Private 


David W. Hosmer, New Orleans, and 
Sergeant Cameron B. Hosmer, Wash- 
ington. ° 





N. Y. City Pond Dance 


Nov. 20 at Maplewood 


The New York City Pond of Blue 
Goose will hold a dinner-dance for mem- 
bers and their wives at the Maplewood 
Country Club, Maplewood, N. J., on Fri- 
day evening, November 20. One of the 
fundamental purposes of the affair is to 
get the wives acquainted with one an- 
other so that they can form a women’s 
auxiliary. A women’s group in the Pond 
is essential for taking care of the 
women’s part of the program for the 
1945 Grand Nest convention, scheduled 
to be held in New York City. 

It is hoped that many members of 
the New York Pond will bring their 
wives to the dance on November 20. 

The Maplewood Country Club will 
provide a buffet supper at 7:30 p.m. and 
the nine-piece Caldmont Club orchestra 
will play for the dancing from 9 p.m. to 
l am. The cost will be $2.50 a person. 
Dress will be optional for the women 
and informal for men. Members will be 
permitted to invite one additional couple, 
preferably persons who are prospects for 
membership in the pond. 
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War Damage Corp. Policy 


Costs of Repairs, Depreciation Under American and British 
Plans, Loss of Use and Profits, Property Excluded, 
Premium Payments 
By David A. Ticktin 
Partner of Powers, Kaplan & Berger 


Part V 


Copyright, 1942, by David A. Ticktin 


In this issue the author discusses the 
War Damage Corporation policy with re- 
spect to repair costs, depreciation problems, 
loss of use and profits, property excluded, 
insurance of growing crops and land, and 
premium payments. 


The War Damage Corporation policy 
reads that the amount of compensation 
paid may not exceed: 

(c) “The amount it would cost to re- 
pair or replace the property with ma- 
terial of like kind and quality within a 
reasonable time after the loss.” 

This provision is identical with that 
appearing in the New York standard fire 
policy. It is optional with the insurer 
to adopt this mode of computation of 
the damage (McAnarney vs. Newark Fire 
Insurance Co., 247 N. Y. 176). 

While the war damage policy speci- 
fically at that point does not say so, it 
has been generally held in cases where 
the effect of similar provisions has been 
the subject of judicial review that it is 
optional with the insurer to reimburse 
the insured in a sum not to exceed cost 
of reproduction less depreciation. In the 
case of real property; (McAnarney vs. 
Newark Fire Insurance Co., 247 N. Y. 
176; Svea Fire & Life Insurance Co. vs. 
State Savings & Loan Ass’n, 19 Fed. (2d) 
134; Smith vs. Allemania Fire Ins. Co., 
21 Ill. Ap. 506). 

Depreciation 

Depreciation as used in the New York 
standard fire policy is a generic term 
and incorporates everything which rep- 


resents “a fall in value; a reduction of 
worth.” (New York Life Ins. Co., 263 
Fed. Rep. 527, 529.) It includes ob- 
solescence. (National C & St. L. Ry. 
Co. vs. U. S., 269 Fed. 351; San Fran- 
cisco & P. S. S. Co. vs. Scott, 253 Fed. 
854) 


It will be noted that where the courts 
have applied “depreciation” to the “cost 
of reproduction” in attempting to de- 
termine the maximum liability of the 
insurer they have done so because the 
word depreciation appears in the policy 
itself, at least in connection with the 
expression “actual cash value.” Nowhere 
in the form under review is it expressly 
stated that the element of depreciation 
shall be considered. The courts may very 
well hold that in receiving a cost of 
reproduction payment the insured “could 
be allowed nothing for the difference 
between the value of the old and the 
new “property.” (McAnarney vs. New- 
ark Fire Ins. Co., supra). 

Then again it may have been the in- 
tention of the formulators of the war 
damage policy to ignore the element of 
depreciation. If compensation is to be 
made on the basis of cash value or mar- 
ket value the factor of depreciation can- 
not be eliminated. 

It is difficult, of course, to determine 
at this point whether such was the in- 
tention of those responsible for the 
phraseology of the policy. Whether or 
not the policy says so, at least under 


Footnote 1.—Wherever the expression 
war damage policy is used in this article 
it is intended thereby to refer to the pol- 
icy issued by the War Damage Corpora- 
tion. 

Footnote 2.— Wherever the expression 
New York standard fire policy ts used 
in this article it is intended thereby to 
refer to the present or the 1918 New York 
Standard form of fire insurance policy. 


the New York rule the cash value would 
undoubtedly reflect the depreciation. 
British Plan 

The application of depreciation in the 
case when the insurer War Damage 
Corporation should elect to pay cost of 
reproduction might be strenuously re- 
sisted. : 

The problem apparently was not con- 
sidered under the British War Damage 
Insurance Plan. The “cost of works” 
payment provided for in the British War 
Damage Act of 1941, (applied only in the 
case of real property), which closely re- 
sembles our “cost of reproduction” pro- 
vision, contemplates payment to the in- 
sured of the precise amount he would 
have to pay out to restore the premises 
damaged to their form prior to the casu- 
alty. This plan is not invoked, in the 


case of total loss but only in the case of 
partial loss. It permits the insured “to 
repair and not rebuild” (Share, War 
Damage Compensation, published by 
George Newnes, Ltd., London). 

Such compensation includes the cost 
of materials and labor at current rates. 
The cost of the necessary services oO 
architects, surveyors or other advisors 
or supervisors is also included. This 
plan does not charge depreciation against 
those necessary costs. There is implicit 
in the “cost of works” scheme of the 
British insurance plan the intention to 
make possible the restoration of the 
premises of the insured without any out- 
lay on the part of the insured. This is 
subject to certain exceptions not relevant 
to the principle expressed here. 

If the indemnity feature of the war 
damage policy is patterned after the 
British plan (and there appears to the 
author no similarities as would warrant 
such an assumption) then it is probable 
that the failure of reference to depre- 
ciation was intentional. If, however, it 
was not, then the question of deprecia- 
tion is still a matter in the realm of 
uncertainty. 

Loss of Use, Profits, Etc. 

The WDC policy reads that: 

(d) “No allowance shall be made for 
compensation for loss of use, loss of 
profits, loss resulting from delay or de- 
terioration, loss or impairment of mar- 
ket, cessation of work, fixation of price 
or value, interruption of business or 
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a 
manufacture or occupancy, or for 
sequential loss.” a 
It is clear that by this provision p tt 
ing but direct physical damage io 
property covered can be the subject ‘ 
compensation. The loss of a season : 
market cannot be taken into considers. 
tion nor can any manner of conse. 
quential loss be paid for. Apparently 
the WDC is not to be bound by the 
fixation of price or value by any 
sessed value for tax purposes or by bid 
price ceilings since it is well within md 
realm of possibility that the market 0 
cash value may be less. ' 


Increased Repair Costs 


(e) “No allowance shall be made for 
any increased cost of repair or recon. 
struction by reason of any ordinance 
or law regulating construction, use or 
repair’, says the WDC policy. 

This provision is similar to that ap- 
pearing in the New York standard fire 
policy. 

Under this provision if, perchance, be- 
cause of change of zoning or building 
code regulations a building of the design 
or of the material which has been dam- 
aged by the perils insured against may 
not be restored but that another of a 
similar type but more expensive from 
the standpoint of construction could be 
erected, the insurer is not liable for the 
cost of the new building. Its liability is 
limited to the damage to the property 
as it existed immediately prior to the 
fire. This at least is the law in New 
York and Massachusetts. (Midwood 
Sanatorium vs. Fireman’s Fund Ins, Co, 
261 N. Y. 381; Hewins vs. London Assur- 
ance, 184 Mass. 177). 

It has, however, been held, notwith- 
standing the foregoing provision, that if 
because of the extent of destruction to 
the property so much of it as remains 
is condemned by the authorities and 
directed to be torn down, the loss is 
total and the courts have allowed to the 
insured recovery for the full value of the 
property. (Rutherford vs. Poll, 12 Fed. 
(2d) 880). 


Concealment or Fraud 


Lines 38 to 45 read: 

“This policy shall be void if, whether before 
or after a loss, the insured has wilfully con- 
cealed or misrepresented any material fact or 
circumstance concerning this insurance or the 
subject thereof, or the interest of the Insured 
therein, or in case of any fraud or false 
swearing by the Insured relating th«reto.” 

This provision is almost identical with 
a provision in the New York standard 
fire policy. The variations are of no 
import except for the use in this pro- 
vision of the word “wilful”. Obviously 
that has been the interpretation by the 
courts of the similar provision of the 
New York standard form. According to 
the decisions a concealment or fraud 
must not only be material but as well 
must be wilful, deliberate and intentional 
on the part of the insured in order to 
constitute a defense to an action on the 
policy. (Titus vs. Glens Falls, 81 N. Y. 
410, Kanter Silk Mills vs. Century Ins. 
Co., 253 N. Y. 584). It would appear 
that a claim of concealment or fraud 
would be a defense to the policy even 
though the concealment or fraud might 
have been practiced by the insured an 
the action on the policy were to be 
instituted by the loss payee. 

Property Excluded 


Lines 46 to 57 read: 

“Unless specifically provided in writing here- 
on, this policy shall not cover accounts, bills, 
currency, decds, evidences of debt, securities, 
money, bullion, stamps, furs, jewelry, precious 
and semi precious stones, works of art, statuary, 
paintings, pictures, etchings, antiques, stamp and 
coin collections, manuscripts, books and printed 
publications more than 50 years old, models, 
curiosities, objects of historical or scientific it 
terest, pleasure water craft, pleasure aircraft, 
standing timber, growing crops, orchards, or any 
real property which is not a part of a structure 
or building.” 


The items referred to in the text Just 
quoted are excluded from automatic cov 
- . . “ 
form insuring — prop 


erage under the 1g 
erty”. Of the excluded items it is per 
missive, however, to insure furs an 


jewelry of commercial dealers, and works 
of art, statuary, paintings, pictures, etch- 
ings, antiques, stamp and coin collec: 


(Continued on Page 38) 
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NEW HAMPSHIRE AGENTS MEET 





Kenneth R. Kendall Elected President; 


Commissioner Hits Federal 


Investigation 
The New Hampshire Association of 
Insurance Agents elected Kenneth R. 


Kendall of Rochester as president at 
the annual meeting last week in Man- 
chester. 

Other officers named include Charles 
J. McKee of Concord, Von J. McPher- 
son of Claremont, and Frederick D. 
Gardiner of Portsmouth, vice-presi- 
dents; George C. Clark of Lisbon, na- 
tional councilor; Stewart Nelson of Con- 
cord, secretary and treasurer. The ex- 
ecutive committee comprises Robert M. 
Clark, chairman, of Keene, Mrs. Mar- 
garet Blodgett of Manchester, A. W. 
Frost of Franklin, Leo B. Dowd of 
Nashua, Norman Jacob of Berlin, Guy 
V. Horne of Meredith and Herbert C. 
Lovejoy of Conway. 

The New Hampshire Insurance Wo- 
men’s League elected Edna Riel of La- 
conia, president; Eunice Woods of 
Dover, vice-president; Katherine Dono- 
van of Concord, secretary and treas- 
urer. The executive committee com- 
prises Margaret McDonald of Manches- 
ter, Louise Morin of Laconia, Tymme 
Bemis of North Conway, Gladys Lydon 
of Berlin, Edna Abercrombie of Le- 


banon, Marie LaPointe of Claremont, 
Rena Plourde of Concord, Helen 
O’Brien of Portsmouth and Brenda 


Parsons of Rochester. 
Arthur J. Rouillard, Insurance Com- 





missioner, criticized certain individuals 
in the Federal administration for what 
he asserted was an attempt to “revo- 
lutionize our way of life in these trouble- 
some times.” He referred to the De- 
partment of Justice attempt to indict 
fire insurance companies under the anti- 
trust laws. 

“This is no time for such action,” he 
asserted, continuing that “everyone is 
doing his part in the war effort, with 
his mind on the war. It is unfair.” 

Mr. Rouillard expressed the belief 
that the attempt against the insurance 
companies was prompted by a desire 
to bring before the Supreme Court a 
case which they think may hold water 
in the hope that the court will reverse 
itself in a ruling that insurance is not 
interstate commerce. This ruling has 
been reconsidered a number of times 
over many years and in each instance 
the original decision of the court was 
upheld. 





Cc. E. HAYES RECEIVES LICENSE 
C. Emmett Hayes, resigned treasurer 
and director of Hayes, Sharp & Hag- 
gerty, Inc., Rochester, N. Y., agency, has 
been issued a broker’s license by the 
New York Insurance Department. 
Deputy Superintendent George H. Jami- 
son wrote Mr. Hayes that he was not 
held responsible personally for irregu- 
larities attributed to the agency. The 
agency’s licenses have been revoked, it 
has been reported. 


ILLINOIS BROKERS ELECT 





Johnson Succeeds Norton as President; 
Brokers Fight Proposal for Cut in 
Fire Commissions 


Ray H. Johnson, president, Transpor- 
tation Underwriters, was elected presi- 
dent of the Insurance Brokers Associa- 
tion of Illinois, Inc., at a meeting of the 
board of directors recently. He _ suc- 
ceeds Joseph H. Norton. Due to per- 
sonal and business reasons Mr. Norton 
said that it would be impossible for him 
to serve as president for another year. 

John B. Parker, Mack & Parker, was 
elected vice-president; George T. Scully, 
independent broker, second vice+presi- 
dent; Lawrence W. Lindquist, Boyle, 
Flagg & Seaman, secretary, and George 
A. Seaverns, Jr., Marsh & McLennan, 
was re-elected treasurer. 

The brokers’ association is currently 
engaged in a discussion with the Chicago 
Board of Underwriters regarding the 
status of brokers in the new set-up, 
since the separation of the Chicago 
Board and the Cook County Inspection 
Bureau. It was precipitated by a pro- 
posal of the board’s executive commit- 
tee that brokers’ commissions on pre- 
ferred fire business be reduced 2%%, 
with a proportionate increase in the 
agents’ overriding. The brokers went 
on record as being vigorously opposed 
to any reduction in commissions which 
did not reduce the cost of insurance 
to the buying public. 





Richardt Re-elected 
Indiana Agents President 


Fred C. Richardt of Evansville was re- . 


elected president of the Indiana Associa- 
tion of Insurance Agents at the annual 
convention at Indianapolis. 

Simpson M. Stoner of Green Castle 
was re-elected chairman of the board. 
Others re-elected were Herman C. Wolff, 
of Indianapolis, first vice-president; 
George W. Mahoney, of Indianapolis, 
secretary-treasurer, and Harry E. Mc- 
Clain, of Shelbyville, executive secretary. 
Howard Gescheideler of Hammond was 
elected second vice-president, succeed- 
ing Linn Skidd of Brazil, who is in the 
armed forces. 
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Presley D. Bowen President 
Of Maryland Association 


Presley D. Bowen of Poor, Bowen, 
Bartlett & Kennedy, Inc., of Baltimore 
was elected president of the Maryland 
Association of Insurance Agents at the 
annual meeting in Baltimore last week. 
He succeeds S. Denmead Kolb. 

Vice-presidents were elected as fol- 
lows: Marion L. Brown, Booth & 
Brown, Salisbury; J. Vernon Coblentz, 
Frederick; Marbury B. Fox, Fox & Hag. 
ner, Towson; Robert C. Ward, Morgan 
& Ward, Glen Burnie; Howard N. Ger- 
man, Elliott & McDaniel, Easton: 
James B. Reinhart of M. D. Reinhart, 
Cumberland; Hubert P. Burdette, Mt. 
Airy. 

Secretary is George I. Gardiner, Jr, 
H. Holland Hawkins Insurance Agency, 
La Plata; treasurer, William M. Scott 
of Gorsuch, Scott & Geiger, Baltimore; 
chairman of the board, S. Denmead Kolb 
of Wier & Kolb, Salisbury; state di- 
rector, Guy T. Warfield, Jr., of the 
Warfield-Dorsey Co., Baltimore; execu- 
tive secretary-treasurer, George S. Rob- 
ertson, Baltimore. 





Principal Speakers at General Brokers’ Association Annual Dinner at Hotel Astor 





GEORGE F. SULLIVAN 


The four principal speakers at the 
seventeenth annual dinner of the Gen- 
eral Brokers Association of the Metro- 
politan District, Inc., at the Hotel Astor 
in New York City last week were In- 
surance Superintendent Louis H. Pink, 
Assistant United States Manager Har- 
old C. Conick of the Royal-Liverpool 
Groups, Former Superintendent Francis 
R. Stoddard and President George F. 
Sullivan of the association. 


LOUIS H. PINK 


This dinner was handled with the same 
success as previous banquets, with credit 
going to Chairman Nathan Greenbaum 
of the dinner committee, his immediate 
associates Leonard Jacobs, Alexander A. 
Wagman and Abraham Prusoff and the 
many others of the association who 


worked on the various committees. 
Frank A. Christensen, executive vice- 

president of the America Fore Group, 

received on behalf of Mr. Haid’s family 


Bachrach 
HAROLD C. CONICK 


the gold medal awarded posthumously to 
the late Paul L. Haid, president of the 
Insurance Executives Association. In 
accepting the award Mr. Christensen 
spoke very briefly saying, with respect 
to Mr. Haid, “To God we commend his 
soul and to men his works.” 

Those honored by this award in the 
past are Lew A. Wallace, former di- 
rector of Johnson & Higgins; Archibald 
G. Hall, former editor of the Insurance 





COL. FRANCIS R. STODDARD 


Advocate; Edward R. Hardy, secretaty 
of the Insurance Society of New York; 
Julian Lucas, president of Davis, Dor 
land & Co.; Samuel R. Feller, formet 
Deputy Superintendent of Insurance an 
counsel, Broker Associations Joint Com 
mittee on Insurance Law _ Revision; 
Leonard L. Saunders, former secte 
tary of the Insurance Federation of the 
State of New York; and Joseph L 










Magrath, secretary of the Federal. 
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Hell from the skies over England, so 


Ciation brutal that it once drove that great 
_ Bowen, nation almost to the breaking point, has 
3altimore | nonetheless succeeded in taking only 
ie . | 45,871 British lives from the beginning 
“a tai . j of the war to August 31, 1942. 

q In those same three years, right here in 
as fol- —: bd America, approximately 30,000 deaths have 
— a ery occurred from fire! 
“& Hag Think of it! Here, as yet, are no 
Morgan screaming bombs, no dreaded roar of 
ch ; enemy plane motors, but deaths from 
Slides lite 3 fire alone, as real and as painful as those 
tte, Mt i ‘ me caused by air raids, total two-thirds of 

4 the bomb toll in England. 

pe t aia ss Further — at this crucial point in our 
A. Scott ya? ih _ struggle for existence these are in many 
ree Ps aa a= wd z cases as costly in man-power and ma- 
tate di- , A‘ Bai a chine-power as are the losses from 
Ga 7 vie. P | 7 plane-dropped high explosive and in- 
S. Rob- a 4 , cendiary thissiles. 


Here’s a way in which America’s citi- 
; oi ee aii * .4 zen army can cut this sabotage — and 
yr q sa — | wal 6S ~—show you can help! 

9 > JUST BE CAREFUL ABOUT FIRES! 

Make it your job to see to it that every 
preventable fire 7s prevented. Every time 
you see a danger spot, report it to the 
proper authorities if you cannot elimi- 
nate it yourself. 

For many years the Home fleet of 
insurance companies has helped to re- 
duce fire loss by elimination of many 
fire hazards through experience, research 
and continuous inspections. But now, 
more than ever, America needs the help 
not only of those whose business it is 
to deal with fire losses, but also of every 
citizen and home owner —for no fre 
loss today is measurable in dollars. Pre- 
venting fires is part of winning the war 
and that’s a iob for all of us. 


- ae Ve Sie of « THE HOMEX 
“See we) BS Mee Srsurance Company 





forme - Sue ~. we NEW YORK 

ce an : 

Com ' FIRE «© AUTOMOBILE e MARINE INSURANCE 
> : rd The Home, through its agents and brokers, is 

of the America’s leading insurance protector of American 


Homes and the Homes of American Industry. 











































Outlook for Tariff 





Insurance in 


Canada Has Improved Says Stailing 


The outlook for tariff insurance in 
Canada is more encouraging as a result 
recent developments. Such is the 
opinion of Robert Lynch Stailing, man- 
ager for Canada of the Sun Insurance 
Office, who addressed the annual con- 
vention of the Ontario Fire and Casu- 
alty Insurance Agents’ Association. 
However, he told the agents, “the fu- 
ture depends on your cooperation. It is 
only a few months since a_ resolution 
was introduced at a general meeting of 
the Canadian Underwriters Association 
to suspend rates and rules. While as a 
result in some measure of representa- 
tions by agency bodies it was rejected, 
it can be re-introduced at any time, and 
whether it is or not depends on your 
increased support. While the last few 
months have witnessed the defection 
from tariff ranks of one powerful group, 
the pending resignations of two others 
have been withdrawn, and within the 
last few weeks a large organization rep- 
cut-rate insurers has = an- 


resenting | n- 
its conversion to the tariff 


nounced 
principle.” ; 

Regarding the contentious matter o! 
agency registration forms, introduced by 
the C.U.A. recently, Mr. Stailing made 
the following statements: 

“The plan was _ finally endorsed and 
approved at the annual meeting ot the 
CU.A. When the final draft of the 
registration form had been passed by 
our legal counsel it was sent by the as- 
sociation to the agents. To date, out 
of 2,520 agents, 596 have already regis- 
tered in Class ‘A’, thirty-nine in Class 
‘B’ and thirty-two in Class ‘C’.”_ ; 

Stressing the fact that adoption of 


registration form principles by the agent 
or agency was purely voluntary, Mr. 
Stailing pointed out that the C.U.A. has 
agreed that agents should be classified 
according to the percentage of business 
that they were giving to tariff compa- 
nies, and three classifications were 
named: 


(a) An agent already giving compa- 
nies members of the C.U.A. not less than 
50% of his total fire premiums, exclud- 
ing farms, and undertaking within three 
years to increase his percentage to 75% 
and thereafter to maintain it at not. less 
than 75%. This agent to retain the 
tariff services and supplies and to re- 
ceive additional remuneration of 5% on 
certain classes. 

(b) An agent giving the companies not 
less than 35% of his total fire premiums, 
excluding farms, and working up within 
three years to a percentage not less than 
50% and thereafter to maintain the ratio 
at not less than 50%. This agent to 
retain tariff services and supplies and to 
receive the present graded terms. 

(c) An agent giving the tariff compa- 
nies than 35% of the total fire 
business, who might retain tariff sup- 
plies and materials up to but not beyond 
July 31, 1943, it being hoped that during 
the period of grace grade “C” agents 
would enable themselves to qualify for 
registration in class “A” or “B”, but 
such agents might still represent tariff 
companies on graded terms. 

Mr. Stailing stated that in some cases 
today non-tariff rates are as high or 
even higher than tariff. 


less 





Canadian Fire Premiums 
Show Reduction in 1942 


With less than two months of the 
business year remaining, current indica- 
tions are that when compared with a 
normal year volume of fire insurance, 
premiums for Canada in 1942 will show 
a decline anywhere from 5 to 10%. How- 
ever, in comparison with 1941 (not a 
normal year) the dip is expected to vary 
between 20 and Some company 
managers at this date are actually pre- 
dicting that reduced earnings may defin- 
itely be counted on for this year for a 
variety of reasons. 

Managers are of the opinion that to 
compare 1942 operations with last year 
would not be fair at this moment, and 
prefer to report the lower percentage 
figures given. This is because of the 
fact that in 1941 there came into effect 
the writing of three-year-term mercan- 
tile and industrial risks. Previously 
these risks have been written annually. 

It is pointed out that one of the 
reasons for the sharp increase in pre- 
mium receipts last year was the fact that 
the three-year risks were made avail- 
able at a premium rate which was two 
and one-half times the annual rate, re- 
sulting in abnormally heavy underwrit- 
ings which will not recur until 1944 at 
the earliest. 


25%. 





Insurance Field Transfers 


Peter Larsen and McGehean 

Peter Larsen, advertising manager of 
The Insurance Field, has transferred his 
headquarters from the home office in 
Louisville, Ky., to the company’s Eastern 
yranch offices at 116 John Street, New 
Yor] Uity, effective October 19, He 
will continue to direct the Advertisers’ 
Service Bureau from that office as well 
as service Eastern advertising accounts. 
Effective as of the same date Executive 
Representative Robert J. McGehean, who 


has operated out of the New York 
branch office since March, 1941, will 
make his headquarters at Louisville. His 


time will be divided between travel and 
business promotion activity. 


Turkey Insurers Hope for 
Fewer Storms This Year 


With two severe storms in September 
that took a considerable toll of turkeys, 
insurance men who handle that type of 
coverage have their fingers crossed as 
they look ahead for the balance of the 
season. They are still mindful of the 
Armistice Day storm of 1940 with losses 
so heavy that several companies quit the 
turkey business and have not re-entered 
it. 

Barring another such storm as that 
the business this year’ should prove prof- 
itable for the companies. There is a 
huge turkey crop in Minnesota and a 
large volume of business has been writ- 
ten. Some is still to be written, late as 
it is. The rate is somewhat lower than 
last year, much of it at four and one- 
half cents a bird, against as high as 
seven cents a year ago. 

Among companies writing the business 
this year are the Hartford, Norwich 
Union, Northern Assurance, Travelers, 
Rhode Island, Farm Owners Mutual and 
lowa Hardware Mutual. 


Horace W. Cobb Security 
State Agent in Illinois 


The Security Group of New Haven 
announces the appointment of Horace 
W. Cobb as state agent in northern 
Illinois. Mr. Cobb is succeeding Robert 
E. Croke, who has been advanced to 
the managership of the group’s service 
office at Detroit. Mr. Cobb is well qual- 
ified to fill his new position, having had 
broad experience at home office and in 
the field. He wilt have headquarters at 
the Security’s Western department, 
[A - 1932. Isurance Exchange Building, 
Chicago. 

For thirteen years Mr. Cobb was with 
the Hartford Fire. In 1936 he entered 
their marine department, serving for 
three years as special agent in Ken- 
tucky, Tennessee and Indiana. Then 
tor two years he had charge of their 
Cook County marine department, and 
during the past two years has been 
special agent. 
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Property Lien Upheld To 
Pay Mutual Assessment 


The Michigan Supreme Court in a 
current opinion upholds for the first 
time since the law was enacted some 
seventy-five years ago a provision that 
a property lien may be taken and en- 
forced to collect a mutual insurance 
assessment. 

The opinion was handed down in an 
appeal by the receiver for the Lapeer 
Farmers Mutual Fire over an adverse 
decision of Judge Herman Dehnke, sit- 
ting in the Lapeer circuit court. The as- 
sociation was placed in receivership 
seven years ago on petition of the Com- 
missioner of Insurance and matters aris- 
ing out of the receivership have been in 
constant litigation since, some other 
phases having reached the supreme 
court previously while some 300 actions 
to collect assessments are now pending 
in the lower courts. 

The test action which has resulted in 
the precedent-setting opinion was 
brought against John Riley, a Lapeer 
county resident, whose property was in- 
sured with the association from October 
18, 1928, to September 17, 1935, and who 
refused to pay an assessment of $106.87, 
ordered by the Ingham county circuit 
court at Lansing where the receivership 
proceeding was brought. 





America Fore Field 
Changes in Middle West 


Vice-President E. A. Henne of the 
America Fore Group at Chicago an- 
nounces the following field changes: 

Delos B. McCormick has been ap- 
pointed special agent in the metropoli- 
ten area of Detroit, assisting State 
Agent L. J. Gilmour. He succeeds Spe- 
cial Agent Howard W. Schreiber, who 
has. been transferred to the Western 
department office in Chicago. Mr. Mc- 
Cormick has had a varied experience in 
local agency work and for some time 
nast has been employed in the Western 
department at Chicago in the inland ma- 
rine, general cover and brokerage de- 
partments. 

Milton B. Shaw has been appointed 
special agent in Indiana for the Conti- 
nental and American Eagle, assisting 
State Agent E. P. Carson, and he re- 
places Robert W. Swanson, who recent- 
ly entered naval service. Mr. Shaw orig- 
inally came from Mayfield, Ky., where 
he was engaged in local agency work, 
later having home office experience in 
New York City. From 1932 to 1938 he 
was a fieldman in Indiana, Kentucky and 
Tennessee. Mr. Shaw’s headquarters 
will be at 7 North Meridian Street, 
Indianapolis. 





Florida Cooperates With 
U. S. to Reduce Explosions 


Insurance Commissioner and_ Fire 
Marshal J. Edwin Larson of Florida and 
Director of Public Safety J. J. Gilliam 
announce that state regulations pertain- 
ing to explosions shall tie into the 
Bureau of Mines regulations. Where the 
Federal requirements are stricter than 
those of the State such regulations will 
prevail as if already announced as State 
regulations. Licenses under the Federal 
Explosives Act do not remove the neces- 
sity to secure Florida licenses, or vice 
versa. 

The two officers say: “Both Federal 
and State authorities are interested par- 
ticularly in the prevention of sabotage 
and in guaranteeing that explosives and 
ingredients will not fall into unauthor- 
ized hands.” 





U. S. Supreme Court to Pass 


On Mo. Premium Litigation 


The United States Supreme Court has 
been asked by 139 stock fire insurance 
companies to decide whether policyhold- 
ers in Missouri are entitled to $8,000,- 
000 premiums impounded in the Federal 
District Court-at Kansas City in con- 
nection with the fire rate litigation. 





~ === 
CONNECTICUT DEP’T REPORT 





Fire Insurance Experience 
: of 
Showed Higher Loss Ratios a 
Smaller Investment Returns 

Continuation through 1941 of the recent 
upward trend of loss ratios in the fire 
insurance business, and of the diminish. 
ing trend of investment returns, was 
indicated by figures contained in the 
Annual Fire and Marine Insurance Re. 
port of the Connecticut Insurance De- 
partment, a summary of which was js. 
sued last week by Insurance Commis. 
sioner John C. Blackall. Three hundred 
and three fire and marine companies 
reported to the Connecticut Department 
as of December 31, 1941, two less than 
the number operating in the state and 
reporting for 1940. 

Net claims incurred by all licensed 
companies on their total country-wide 
business in 1941 were $485,587,431, com. 
pared with $402,288,219 in 1940. Premj- 
ums earned totaled $1,012,992,865, com- 
pared with $896,637,057 in 1940. The 
loss ratio of all reporting companies on 
their total business in 1941 was 47.94%, 
as compared with 44.87% in 1940. Their 
underwriting expense ratio decreased 
from 49.82% in 1940 to 48.39% in 194], 
The underwriting profit of all companies 
on their total business was $38,260,915 
in 1941, compared with $50,504,339 in 
1940. 

Gross interest and rents earned by all 
the companies totaled $97,091,093 in 1941, 
compared with $92,335,519 in 1940.  Divi- 
dends declared by the companies in 194] 
amounted to $108,372,020, compared with 
$103,610,858 in 1940. These latter fig- 
ures represent dividends paid to policy- 
holders as well as stockholders and net 
remittances to their home ‘offices by 
United States branches of foreign com- 
panies. The investment gain in surplus 
in 1941 was $21,555,312, compared with 
a gain in 1940 of $34,159,982. 





Cites War Opportunities 
Of Fire Co. Inspectors 


Professional fire prevention experts 
capable of intelligent adaptation to cur- 
rent conditions especially inspectors 
representing fire insurance companies 
or municipal fire departments — today 
have been given an unprecedented oppor- 
tunity to make their work more effective 
than ever before, it was asserted by 
William H. Rodda, engineer of the 
American Mutual Alliance, Chicago, in 
addressing the fire prevention inspectors’ 
section of the annual Pennsylvania State 
College Fire School at State College 
Pennsylvania. He held responsible for 
this situation the increased wartime pub- 
lic interest in conservation, the inescap- 
able increase in various forms of co- 
ercion of the public and the possibility 
that all who are given some degree 0! 
authority over the public may be un- 
accustomed to exerting authority. 

“Tt seems to me important that fire 
prevention inspectors, though they may 
now have increased authority, should 
never forget the lessons which have been 
learned in the past—when their posses- 
sion of authority was not so widely rec- 
ognized. Insurance company inspectors, 
and probably most of the experienced 
fire department inspectors, have found 
that suggesting correction of fire haz- 
ards is a much more effective way 0 
doing the practical job of fire preven- 
tion than the issuing of orders. Agree- 
ing with fire prevention suggestions 
which the property-owner has _ beet 
guided into making is even more eéf- 
fective.” 








3 PAMPHLETS ON STANDARDS 


The National Board of Fire Under- 
writers, 85 John Street, New York City, 
has issued three pamphlets of standards, 
dealing with rules for installation an 
operation of gas systems for welding 
and cutting, for carbon dioxide fire ex- 
tinguishing systems and inert gas: fot 
fire and explosion prevention, and fot 
foam extinguishing systems. 
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MODERN PAUL REVERE 


Throughout the countryside the local insurance agent 
will carry the message of War Damage Insurance to 
every home and business in village, town and city. 
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ot a lone patriot preparing for a wild, 

epic ride in the black of night through 

a few adjoining villages to call the 
Minute Men to arms but — thousands of loyal American 
Insurance Agents preparing for an intensive systematic can- 
vass of the homes and businesses in every corner of our 
land to tell how and where to obtain the War Damage 
Insurance which the United States Government has made 
available for the protection of property while we are at 
wat — this is the picture of the modern Paul Revere. 


Not so thrilling as that first ride in 1775, to be sure, but 
a call to duty just the same in the service of our country. 
Not until every home owner and business proprietor 
knows about War Damage Insurance can America realize 
her full war strength on the economic front — and the job 






* 





of telling them is the job of the great American Insurance 
Industry from company Presidents to Local Agents. 


The insurance companies of America are cooperating in 
this task which the government has entrusted to our In- 
dustry by acting as Fiduciaries of the War Damage Cor- 
poration and issuing the policies. 


Another way the Commercial Union Group of capital 
stock companies is assisting the War Damage Corporation 
is by carrying the story of War Damage Insurance in this 
printed page to insurance agents and through them to 
the public everywhere. 


“Speed the message to every door, 

How our property can be protected in this time of war, 
With War Damage Insurance, available now 

Through the same Local Agent we’ve dealt with before.” 





























COMMERCIAL UNION ASSURANCE COMPANY, LTD. 
AMERICAN CENTRAL INSURANCE COMPANY 
COLUMBIA CASUALTY COMPANY 

THE PALATINE INSURANCE COMPANY, LTD. 
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THE OCEAN ACCIDENT & GUARANTEE CORPORATION, LTD. 
THE BRITISH GENERAL INSURANCE COMPANY, LTD. 

UNION ASSURANCE SOCIETY, LIMITED 

THE COMMERCIAL UNION FIRE INSURANCE COMPANY 


THE CALIFORNIA INSURANCE COMPANY 


NEW YORK CHICAGO 


HOME OFFICES, ONE PARK AVENUE, NEW YORK, N. Y. 


ATLANTA SAN FRANCISCO 





















Page 36 


Culver Elected Head 
Of Adjustment Bureau 


KOECKERT IS VICE - PRESIDENT 





Replaces Harold Warner, Who Remains 
a Director; Barbour on Executive 
Committee; Berry Director 


Bernard M. Culver, president of the 
America Fore Group, was elected also 
president of the Fire Companies’ Ad- 





‘ustment Bureau, Inc., at a meeting ot 
ofacers in New York City last Thurs- 
Iny. He succeeds the late Paul L. Haid. 





BERNARD M. CULVER 


Mr. Culver, who was elected vice-pres:- 
dent of: the bureau last July, will con- 
tinue as head of the America Fore 
Group. He is likewise treasurer of the 
National Board of Fire Underwriters 
and several other insurance organiza- 
tions. 

Fred W. Koeckert, United States man- 
ager of the Commercial Union Group, 
was elected vice-president, replacing 
Harold Warner, United States manager 
of the Royal-Liverpool Groups. Although 
Mr. Warner has resigned as a_ vice- 
president he will continue as a director. 

Robert P. Barbour, United States man- 
ager of the Northern Assurance, was 
elected to the executive committee.and 
Peter J. Berry, president of the Security 
of New Haven Group, was appointed a 
director. 





N. J. Claim Service Bureau 
Establishes Trenton Branch 


New Jersey Claim Service Bureau, 
Inc., fire and casualty loss adjusters for 
insurance companies, has just opened a 
branch office at Trenton in charge of 
Henry Ruehe as resident adjuster. Mr. 
Ruehe, who has been adjusting fire 
losses for the past thirty years, is well 
known to insurance officials. He is be- 
ing transferred from the bureau’s home 
office in Newark, N. J. to establish the 
branch in Trenton at 103 West Hanover 
Street. The New Jersey Claim Service 
Bureau has been serving insurance com- 
pamies since 1925. 


BOARD TO WRITE CITY LINES 

The Middlet Conn., Board of Un- 
asked by the in- 

ee of the common coun- 


cil to devise a plan under which mem- 
I of the board, acting as a unit, 
vould arrange for all-of the city’s in- 


irance coverage. The members of the 
committee stated that this arrangement 
is intended to “take politics out of the 
awarding of insurance contracts.” It is 
believed that the plan will result in re- 
ducing costs and eliminating duplication 
“OVeTave, 





























Keep em 


So far the fire insurance industry has done a 
good job of furnishing War Damage Corporation 
Insurance to property-owners, during the first 


two months having arranged for more than 


3!/y million policies totaling over $100 million 


in premiums. But, up to now, War Damage 
Insurance has been BOUGHT. From now on, 
it is up to us to SELL it. 


Let's get behind the "Program for Informing 
The Public Concerning War Damage Insurance, 
as initiated by the Business Development Office. 
Let's see to it that all policyholders and local 
property-owners know and understand the value 
of this protection. Let's cooperate with our 
local boards, state associations and companies 
to bring this coverage to the attention of mem- 
bers of local civic, business and social groups, 


clubs and organizations. 


Our Companies are committed to this pro- 
gram and are working wholeheartedly through 
their agents and fieldmen, who are cooperating 
100% with the Business Development Office. 


Let's make an “all-out" effort to perform 


our economic and patriotic duty. Let's "Keep 


‘em BUYING!" 





NORTH BRITISH AND MERCANTILE INSURANCE COMPANY LIMITED 
THE PENNSYLVANIA FIRE INSURANCE COMPANY 
THE HOMELAND INSURANCE COMPANY OF AMERICA 
THE COMMONWEALTH INSURANCE COMPANY OF NEW YORK 
THE MERCANTILE INSURANCE COMPANY OF AMERICA 


150 WILLIAM STREET, NEW YORK 


New York ¢ Philadelphia * Detroit * Chicago * San Francisco 
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LONDON MARINE CHANGES 





S. FP; Taffs to Be London Manager and 
Underwriter of Thames & Mersey; ¢ 
E. Fisher Assistant Underwriter ; 

For the past twenty-six years the yn. 
derwriting agency in London of the 
Thames & Mersey Marine has been held 
by Sedgwick Collins & Co., Ltd. By 
mutual agreement, it has now been de. 
cided that, in order to effect certain 
economies in the national interest and to 
coordinate the marine activities of the 
group of companies with which it is as. 
sociated, namely, the Royal, Liverpool & 
London & Globe and the British & For. 
eign Marine, the underwriting in London 
of the Thames & Mersey Marine will be 
conducted on and after the Ist January 
1943, at the offices of the British & For 
eign Marine, 3-4 and 5-6, Lime Street 
London, E.C. 3. 

Consequent upon this transfer, the di- 
rectors have made the following appoint. 
ments as from that date: 

S. F. Taffs to be London manager and 
underwriter. 

C. E. Fisher to be assistant under- 
writer. 





ROYAL-LIVERPOOL GUARDS 





Organization of Veterans Holds Sixth 
Annual Meeting; President W. J, 
McGurk Is Re-elected 
The Royal-Liverpool Guards, an or- 
ganization of employes with twenty-five 
years’ service or over with the Royal- 
Liverpool Groups of fire companies, held 
their sixth annual meeting and reception 
on Thursday evening, October 29, on the 
nineteenth floor of the Royal Building 
at 150 William Street, New York. Pres- 
ident W. J. McGurk said that during the 
past year a total of twenty-three em- 
ployes had become eligible and were 
welcomed into the organization. The 
total membership country-wide is now 
207, of which ninety were in attendance. 
In addition to his annual report Presi- 
dent McGurk rendered a comprehensive 
survey of the activities of the Royal- 
Liverpool Guards Service Men’s Com- 
mittee organized for the purpose of 
keeping in touch with employes of the 
groups who are serving in the armed 

forces. 

H. T. Cartlidge, deputy United States 
manager of the Royal-Liverpool Groups 
and a trustee of the Royal-Liverpool 
Guards, addressed the gathering and 
conveyed the gcod wishes of the United 
States manager, Harold Warner, also a 
trustee, who was unable to attend. 

Following the meeting the manage- 
ment tendered an informal reception in 
the Pine Room. The officers, all of 
whom were re-elected for another year, 
are W. J. McGurk, president; C. E. 
Black, vice-president; W. J. Ackerman, 
secretary-treasurer; J. R. Wissmann and 
B. S. Beckman, members of governing 
committee. 





National Retailers 


Executive Appointment 


The National Retailers Mutual of Chi- 
cago announces two executive appoint 
ments. Fred C. Thomas becomes vice- 
president and Roy C. Erickson, general 
adjuster. 

Mr. Thomas will specialize on cover- 
age problems of large building risks, and 
will devote a considerable portion of h's 
time to the Building Owners Federation 
of Mutual Fire Insurance Companies, am 
association under the direction of James 
S. Kemper. Mr. Thomas has had twen- 
ty-eight years of insurance experience, 
with the Chicago Board of Underwriters 
as assistant superintendent of rating and 
with the Kemper organization since 1929, 

Following more than fourteen years 
experience with Wagner & Glidden, and 
Toplis & Harding, Mr. Erickson has 
joined the staff of the National Retailers 
to specialize on automobile adjustments. 
Not only is the new general adjuster an 
expert in auto damage but also has had 
a background of inland marine and alt- 
craft hull settlement. 
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Robert G. Clarke Joins 

Agency in Baltimore 
wiTH W. T. SHACKELFORD & CO. 





Resigns as Secretary of Great Amer- 
ican; Was Formerly Manager of 
General Cover Association 





Robert G. Clarke, secretary of the 
Great American since 1937 and prior to 
that for some years manager of the Gen- 
eral Cover Underwriters’ Association in 
New York City, has left the Great 
American to become associated with the 
Baltimore, Md., agency of W. T. Shack- 
ford & Co. A graduate of Dartmouth 
College in 1915 he entered insurance as 
an engineer with the National Board et 
Fire Underwriters. Later he served with 
the Glens Falls as special agent, resign- 
ing that post to go into the brokerage 
pusiness in New York with Clarke & 


Howe. 

When the General Cover Underwrit- 
ers’ Association was formed at the be- 
cinning of 1929 Mr. Clarke was ap- 
pointed manager and he held that post 
until September, 1936, when he joined 
the Great American as manager of the 
improved risks department. He was 
advanced to secretary in February, 1937. 

The Shackelford agency was founded 
in 1881 and today handles local busi- 
ness as an agency and a large outside 
business as a broker. W. T. Shackel- 
ford, 86 years of age, is still head of 
the agency. W. T. Shackelford, Jr., 1s 
also associated with the agency which 
represents, among other companies, the 
Rochester American of the Great Amer- 
ican Group. 

Last week several complimentary 
parties were given for Mr. Clarke. 
Special agents of the suburban depart- 
ment of the Great American gave a din- 
ner and presented him a pocket watch 
The heads of departments supervised 
by Mr. Clarke presented him a clock- 
o-meter. Last Thursday the officers of 
the company gave a luncheon for him 
and presented him a wrist watch. 





War Damage Report 
(Continued from Page 1) 


private companies to some extent. 
“Such an exclusion clause would be 
greatly in the interest of the public be- 
cause it would eliminate the danger of 
falling between the two coverages. It 
may be that the companies would be en- 
titled to an increase in rates if the haz- 
ard is substantially increased. As this 
point is doubtful it would seem to be a 
matter for further study by the rating 
organizations of the companies and of 
the supervising authorities. 

“This exclusion can be adopted by the 
companies in the extended coverage en- 
dorsement through the filing of amended 
torms. Appropriate action should be 
taken by the states to amend the fire 
policy so that a similar exclusion will 
be incorporated in the policy. In amend- 
ing both the extended coverage endorse- 
ment and the fire policy, consideration 
should also be given to the phraseology 
which now includes such undefined and 
uncertain words as ‘commotion’ and 
military or usurped power’ and ‘by order 
of any civil authority.’ It is probable 
that a more explicit phraseology and one 
having due regard for present times 
rather than the past should be adopted. 

_ Extended Cover Sale Sought 

“If this suggestion for amending the 
extended coverage endorsement and the 
fre policy is adopted, it would seem to 
take care of most of the specific ques- 
tions. If this is accomplished, the pub- 
lic could then be advised that there is 














nO gap as far as fire and extended cover- 
age are concerned. It should also be 
made clear to the public that the fire 
Policy covers only fire losses, and that 
In order to secure protection against air- 
craft, vehicles, explosion, riot, civil com- 
Motion, vandalism and malicious mis- 
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chief, it is necessary to have an ex- 
tended coverage endorsement. 

_ “The cost is comparatively small and 
in these times this additional protection 
is advisable. All large industries carry 
it but many owners of small properties 
are not aware of the necessity.” 

Superintendent Pink onens his report 
with seven questions submitted to the 
War Damage Corporation. The answers 
to the questions are based on direct in- 
formation given by the WDC or on the 
logical result of the reply. The ques- 
tions and answers follow: 

1. Does “enemy attack” include loss 
caused by other than armed forces, as 
for instance, damages caused by acts of 
an enemy agent or agents acting secret- 
ly and not in uniform? 

No. The peril of action taken by mili- 
tary, naval or air forces in the United 
States in resisting enemy attack obvi- 
ously includes all damage done by our 
armed forces in resisting an actual 
enemy attack. 

2. Does it include loss incurred while 
preparing for an immediate impending 
attack before the attack is actually be- 
gun? 

Yes. 

3. Does it include loss incurred while 
preparing to defend against a supposed 
impending attack which does not take 
place? 

Yes; if it is immediately impending. 

4. Does it include loss caused by 
armed forces on patrol in the air, at sea 
or on land? 

Yes; if caused by armed forces on 
actual patrol. 

5. Does it include loss occurring dur- 
ing and resulting from transportation of 
high explosives by or on behalf of the 
air, naval or military forces of the 
United States? 

Yes; if it results directly from the 
transnortation of high explosives for the 
immediate purpose of resisting actual or 
impending attack. 

6. Does it include loss caused by acts 
to prevent the spread of fire resulting 
from enemy attack or to prevent prop- 
erty falling in the hands of the enemv 
when ordered by either military or civil 
authorities ? 

Yes. 

7. Does it include loss resulting from 
actions of armed forces of the Allied 


Nations while engaged in resisting 
enemy attack? 
No. 


Allied Nations 

“The answer of the WDC, together 
with the general language used, would 
seem to clarify the situation to a con- 
siderable degree and is all that could be 
expected, with the possible exception of 
loss resulting from the actions of the 
armed forces of Allied Nations. It 
would seem only logical and right that 
if Canadian or other Allied planes assist 
in the defense of the country that war 
damage insurance should cover the loss. 
It is probable that even though the War 
Damage Corporation cannot admit such 
liability in advance, the courts would 
hold it responsible if Allied planes were 
acting under orders of United States 
authorities or jointly with United States 
forces in repelling attack. On the other 
hand, if damage were caused by stray 
planes not actually engaged in resisting 
attack, the War Damage Corporation 
would not be liable but the companies 
would be.” 

The special sub-committee of the com- 
missioners’ executive committee consists 
of Sunerintendent Pink as chairman, and 
also Commissioners C. F. J. Harrington 
of Massachusetts and William A. Sulli- 
van of Washington. 





Foley Worcester Manager 
For Fire Loss Bureau 


The Fire Companies’ Adjustment Bu- 
reau has appointed Albert J. Foley as 
branch manager at Worcester, Mass. 
He has been attached to that office since 
1928 and is well and favorably known 
in the territory. The Worcester office 
will continue under the field supervision 
of J. J. McDevitt, whose headquarters 
are in Boston. 
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Federal Judge in Kentucky Holds Com- 
pany Not Liable For Tobacco 
Firm’s Loss 


in Truck Lines, Inc., lost its 
suit not long ago 


The Ziffr 
end of a three-party 
when Federal Judge Shackelford Miller 
decided the Star Ce: 
did not have to pay $8,311 to the truck 


Eagle Insurance 


firm for the latter’s loss of 200 cases of 
cigarettes in a hijacking March 15, 1940. 
The robbery occurred between Louis- 
ville and Chicago. 

The Axton-Fisher Tobacco Co. holds 
an $8311 judgment against the truck 
lines. The case is in the process of 
appeal. 

In dismissing the truck suit, Judge 
Miller said the truck was not equipped 
with an alarm system as required by 
a policy the lines held. The court also 


held the truck line was not entitled to 
recover from a policy held by the to- 
bacco company on such shipments be- 


cause it was not a beneficiary or as- 
sured under the policy which was issued 
and delivered to the tobacco company. 


Credit Manager Addresses 
Ill. Fire Underwriters 


The October quarterly meeting of the 


Illinois Fire Underwriters Association 
was held in the auditorium of the 
Chicago Board of Underwriters. Edwin 


B. Moran, manager, central division of 
the National Association of Credit Men, 
addressed about seventy-five members, 
who attended, on possibilities of improv- 
ing insurance coverage by cooperating 
with credit managers for insurance of 
customers when credit is extended. His 
subject was “Business Needs Insurance 
and Insurance Needs Business.” 

The members heard correspondence 
from the Illinois Department of Insur- 
ance relating to handling of bus‘ness for 
agents in service. It was brought out 
that an agent, licensed by the state 
either as a solicitor or a full time agent. 
acting with a power of attorney, would 
not have to be licensed by the com- 
panies. A wife could be licensed as a 
solicitor and still keep up her household 
duties. It is, however, necessary to file 
the power of attorney with the Insurance 
Department 

War damage insurance brings the 
agent a more cordial reception than any 
other form of insurance, according to 
©. B. Worcester, special agent, Great 
American. A. H. Knight, Home, sug 
gested telling the smaller building and 
loan association of the action of the 
larger associations in requesting mort- 


gagors to buy war damage insurance 
and taking it out themselves, for the 
amount of the mortgage, when this is 
not done. 


Agents Want WPB Order 
On Repairs Explainec! 
Local agents in Minneapolis appear 
much perturbed over the new War Pro- 
duction Board order, L-41, covering the 
amount of repairs that may be made to 
dwellings and other property., They say 
that most assureds are ignorant of the 
details of this order, particularly how 
it would affect them in case of a con- 
siderable fire damage. Insurance men 
and adjusters also are in the dark about 


the order and some of the agents feel 
that a bulletin prepared by the com- 
ies or by the National Association 
Insurance \gents, explaining the 
ry rder, would be of value 


CONN. FIELD CLUB TO MEET 


Phe Connecticut Field Club will hold 
a dinner-meeting next Monday evening, 
November 9, at the Hotel Bond in 
Hartford. William C. Moore, manager 


the Fire ( 
reau, will 


ated by the 


Adjustment Bu- 
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discuss 


Present War.” 
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War Damage 


(Continued from Page 30) 


tions, books and printed publications 
more than fifty years old. Also models, 
curiosities and objects of historical or 
scientific interest, when those articles 
are owned by commercial dealers or cul- 
tural institutions or if, when owned by 
private persons, they are upon public 
exhibition; provided that is done by 
separate endorsement extending the cov- 
erage of the policy to include each type 
of such property so listed in the appli- 
cation and/or schedule. It is provided, 
however, that the limit of cover shall be 
$5,000 for any one article and the limits 
of coverage for any one interest at any 
one location for the items listed below 
shall be as follows: 
Works of art, statuary, paintings, etch- 
ings, pictures, and antiques. .$100,000 
Stamp and coin collections, manu- 
scripts, and books and printed pub- 
lications more than fifty years 
Re occa aaa aaa $100,000 
Models, curiosities, and objects of his- 
torical or scientific interest.$100,000 
(Rule 23 as amended by Memorandum 
(Amendment to Regulations “A”) issued 
by the WDC on June 30, 1942). 
Furs and Jewelry 
It will be noted that furs and jewelry 
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in the foregoing category are not limited 
as to any single item or as to total 
coverage. 

Notwithstanding the foregoing exclu- 
sions, diamonds and other jewels, and 
gold, silver, platinum, and similar metals 
may be covered in addition to the con- 
tents of a building when located therein 
exclusively for industrial purposes, pro- 
vided they are specifically mentioned in 
the policy (WDC Memorandum to Fidu- 
ciary Agents, No. 6). 

The foregoing items which may be 
covered by separate endorsement may 
likewise be insured by a private owner 
but in such event the limit of cover shall 
be $5,000 for any one article and a total 
of $10,000 for any one interest with re- 
spect to any and all of those respective 
items of property although the coverage 
may extend to more than one location 
if specified in the endorsement. In this 
instance the “coinsurance” and “pro rata 
distribution” clauses of the policy do not 
apply. (Rule 24, as defined by WDC 
Memorandum to Fiduciary Agents, No. 2 
and Rule 27). The application form cov- 
ers, under the term contents, jewelry 
and furs up to the value of $1,000 in the 
aggregate. 

Watercraft and aircraft used for 
pleasure (but only while laid up ashore 
or afloat) may likewise be insured by 
such an endorsement. The limit of cov- 
erage, however, is $10,000 for any one 
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About 135 years ago, the small percentage of 


policyholders among “America’s 7 millions, 
transacted their business direct with the com- 
panies. Only a person of well-known standing 
in his community could obtain insurance, and 
communications between company and policy- 
holder were slow, time-wasting and generally 
unsatisfactory. The birth, growth and devel- 
opment of the American Agency System has 
changed insurance practices as much as life 


itself has changed in America since that time. 


The duties and responsibilities of today's insur- 
ance agent are many and varied. Through his un- 
paralleled services, polic yholders receive personal 
contact with a fellow citizen, not only eau'’" 4 


by knowledge and experience to offer advu. 





io 


il 


l 


guidance—but able to be on hand when a loss oc- 
curs. Likewise, through his services, capital stock 
fire insurance companies are able to spread the 
benefits they are equipped to give the public to 


every city and hamlet-throughout the land, 


National Union 


and Birmingham 


FIRE INSURANCE COMPANIES 
PENNSYLVANIA 


PITTSBURGH : 
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craft. The coinsurance clause and th 
pro rata distribution clauses are = 


applicable to this type of cover, Co 

mercial aircraft is likewise eligible od 

coverage. Or 
Growing Crops 


Growing crops and orchard 
specifically covered. The limit of east 
age for this type of insurance is $100,000 
for any one interest. In order to obtain 
such insurance a separate form of “ng 
plication is required to be execute) 
(WDC Form No. 7, July 1942). The 
form applicable thereto limits the came 
age to such period “as shall be required 
for growth, maturity and harvesting of 
the single crop of the kind or kinds g 
described and in no event shall continye 
beyond one year after the date when 
such insurance shall become effective” 

Although the application does hot $0 
state the insurance on growing crops 
and orchards is not subject to the C0: 
insurance clause (see Rule 22 of Regu- 
lations A of the WDC) but apparently js 
still subject to the pro rata distribution 
clause (see Rule 27). 

It has become an adage among fire 
insurers that land cannot burn. However 
the perils insured against in the war 
damage policy can affect the land. Gar. 
dens, golf courses, parks, not to speak 
of other horticulturally improved prop- 
erties not connected with a structure or 
building may be seriously affected hy 
enemy bombing or gunfire or by bombs 
or gunfire of our forces or by our own 
aircraft engaged in repelling the enemy. 
While there is provision for the addi- 
tion of an endorsement in order to jn- 
sure excluded property, subject to spe- 
cific limitations, it still appears that gar- 
dens, golf courses, parks, ete., generally 
may not be insured. Roads, streets, 
curbs, culverts, dikes, levees, dams, sea- 
walls and similar properties may be in- 
sured by separate endorsement. Stand- 
ing timber as such may be the subject 
of insurance without limit, subject to 
the 100% coinsurance clause. 


Premium Payment 


Lines 58 to 63 read as follows: 

“The premium required by the regulations of 
the Corporation shall be paid in full prior to 
the effective date. If a check is tendered in 
payment of premium and_ said check is not 
honored upon presentation for the full amount 
thereof, this policy shall be void.” 


This does not mean of course that a 
check which has been delivered in pay- 
ment of the premium must clear the 
bank before the policy can become effec- 
tive. Rule 3 of the WDC of Regulations 
\ permits the payment of the premium 
by check (apparently an ordinary uncer- 
tified check) and Rule 4 provides for 
the effective date to be the date upon 
which the fiduciary agent date-stamps 
the application and receives the payment 
of the premium. 

It would seem then that the intention 
is to effect insurance upon the receipt 
of an ordinary check (or a money order 
or cash) and the date-stamping of the 
application provided that the check sub- 
sequently clears the bank. If the check 
fails to clear the bank for any reason 
whatsoever the policy has had no incep- 
tion and hence is as if it never existed. 
Under those circumstances there has 
been no insurance, not even for the 
period between the delivery of the check 
in payment of the premium and its dis 
honor by the paying bank. 

(To be continued) 





CANADIAN FIRE LOSSES UP 

Fire losses in Canada for the week 
ended with October 11 were higher at 
$388,525 compared with the previous 
week’s loss of $222,285 and with $208,379 
for the same period last year. Total 
loss since January 1 was $14,513,843 com 
pared with $11,667,095 for the same 194! 
period. 





W. D. MATTHEWS DIES 


W. D. Matthews, assistant chief er 
gineer of the Improved Risk Mutuals 
died last week in New York City follow 
ing a long illness. He was the author 


of several inspection and engineering 
books and was formerly chief enginet! 


of the Chicago Board. 
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In a libel in the Federal District Court 
for Southern New York by a Manila 
corporation against a steamship and its 
owner to recover for cargo damage oc- 
curring on a voyage from New York to 
Manila in Julv, 1940, the libelant moved 
for a decree by default and the steam- 
ship company moved to dismiss the ac- 
tio or to stay all proceedings until 
come time after the termination of hos- 
tilities between the United States of 
America and the Axis powers. The de- 
fault of the steamship company was in 
not answering the libel and the inter- 
rogatories attached thereto. 

The basis for the libelant’s motion 
was the claim that the libelant, a Philip- 
pine corporation, having its office and 
principal place of business in Manila. is 
an enemy national within the meaning 
of the Trading with the Enemy Act. as 
supplemented by Executive Order No. 
9389, March 18, 1942, General Ruling No. 
11. This order makes illegal the prose- 
cution of an action in the courts of the 
United States by a national of.a territory 
controlled or occupied by the military or 
naval forces of Germany. Italv or Japan, 
more particularly subdivision 2 (b) of the 
Regulations referring to “that portion 
of the Philippine Islands occupied by 
Japan.” 

Assured Paid in 1940 

The damaged cargo was insured by 
the St. Paul Fire & Marine. That com- 
pany on August 28, 1940, paid the libel- 
ant, the consignee of the cargo. ship- 
ment, the amount of the loss incurred 
by reason of the damage. This payment 
was made under a loan receipt. “Such 
loan receipt,” the cOurt said, “has been 





Liability of Yugoslav Ship 
Governed by Own Country 


The liability of a Yugoslav vessel fly- 

ing the flag of its country for injuries to 
one of its seamen, a citizen of Yugo- 
slavia, sustained while the vessel was 
on the high seas en route to the United 
States, was held to be governed by the 
law of Yugoslavia, although the seaman 
joined the vessel in the United States, 
ina libel for personal injuries by a sea- 
man against a steamship. The !aw of 
the flag applies to the right of action 
which arises on the high seas and 
everywhere else she may be waterbound. 
Radovic v. The Prine Pavle, Federal Dis- 
trict Court for Southern New York, 45 
F. Supp. 15. 
_A person who engages to serve on a 
foreign ship necessarily undertakes to 
be bound by the law of the country to 
which the ship belongs. The place where 
he ships is immaterial. 

The Yugoslav workmen’s insurance 
law is applicable to Yugoslav seamen 
employed on Yugoslav vessels no matter 
where they were hired. And where, 
notwithstanding the invasion of Yugo- 
slavia by German armed forces, the sea- 
man, if he were entitled to recover under 
that insurance law, could be paid the 
amount to which he was entitled, his 
remedy was held to be under the Yugo- 
slay workmen’s insurance law, and not 
by libel against the ship. 


PAUL REVERE FIRE OFFICERS 


Directors of the Paul Revere Fire of 
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the Home Fleet have elected the follow- 
ing new officers: vice-president and 
general counsel, Charles A. Loughin; 
vice-presidents and secretaries, George 
E. Allen, Leonard Peterson and Frank- 
lin E. Potter. All are also officers of 
the Home. 
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Trading With Enemy Act Held Not 
To Bar Suit Under a Loan Receipt 


given judicial sanction by our highest 
court, Luckenbach v. W. J. McCahan 
Sugar Co., 248 U. S. 139, 1 A. L. R. 1522.” 

From the language of the loan receipt, 
quoted by the court, it was held clear 
that the claim was transferred to the 
insurance company as a pledge to se- 
cure the payment of the money paid by 
the insurance company. The nominal 
libelant, the cargo consignee, had no in- 
terest in the action at all, having been 
paid its loss in full almost two years 
before. 

The steamship company’s contention 
that the insurance company was merely 
subrogated to the libelant’s rights and 
was in no better position than the libel- 
ant was held without merit. “The in- 
surance company,” the court said, “has 
not been subrogated to libelant’s claim, 
not having paid any insurance to the 
libelant. First National Bank of Ottawa 
v. Lloyd’s of London, 7. cir., 156 F. 2d 
221; .226, '32 A. L. Ra SOR” 

The insurance company was held to 
be the beneficial or equitable owner of 
the claim which it held as security for 
its loan, and was entitled as the real 
party in interest to prosecute this action 
in the name of the libelant. The court 
saw no reason why the insurance com- 
pany, an American citizen, should not be 
permitted to prosecute this action. ‘The 
clear purpose of the statute under which 
the respondent seeks refuge is to pre- 
vent American money or property from 
falling into enemy hands. There is no 
possibility of this occurring if the in- 
surance company is permitted to con- 
tinue this suit. Accordingly respondent’s 


motion is denied.” The Ivaran, 46 F. 
Supp. 394. 


Producers Notified of 
Missing Ship Agreement 


American marine underwriters last 
week notified producers of the comple- 
tion of the missing vessel agreement be- 
tween the War Shipping Administration 
and the commercial underwriters. This 
agreement covers any vessel which sailed 
after July 1. 

The agreement provides for a basis 
whereby owners of vessels or cargoes, 
insured against war risks by the WSA 
and against marine risks by commercial 
underwriters, can obtain an advance of 
funds in compensation for their loss 
when a vessel disappears at sea and it is 
impossible to determine quickly whether 
cause of loss was a marine or war peril. 
Under the agreement the assureds re- 


ceive their money promptly and _ the 
underwriters of the two hazards share 
the losses until causes are definitely 


established. 





Inadequate Release From 


Sailor Is Held to Be Void 


Holding void a release from liability 
given by a seaman to a steamship agent’s 
claim agent in exchange for payment of 
$100, the agent knowing that the sea- 
man was in serious condition suffering 
from an abscess of the lung or tubercu- 
losis without disclosing the facts to the 
seaman, although he knew the seaman 
was ignorant of them, the Federal Dis- 
trict Court for Delaware, in Spillers v. 
South Atlantic S. S. Co., 45 F. Supp. 2, 
adopted the law laid down by Judge 
Story in Harden v. Gordon, 11 Fed. Cas. 
No. 6047, pages 485, 487, to the effect that 
seamen are wards of the admiralty court. 

Although they are not technically in- 
capable of entering into a valid contract, 
the contracts of seamen will be carefully 
scrutinized, and, if there is any undue 
inequality in the terms, or any sacrifice 
of rights on one side, not compensated 
by extraordinary benefits on the other, 
the contract will to that extent be set 
aside as inequitable. Such a release as 
this is only prima facie evidence of what 
it purports to declare, and may be over- 
thrown by counterproof from the other 
party. 


‘ 

Western Hemisphere Routes 

In line with the recent tendency to- 
wards reduced cargo war risk rates on 
shipments confined to the Western Hemi- 
shere, marine underwriters announced 
Monday a reduction from 15% to 12Y, 
on shipments between the East Coast of 
South America, south of Paramaribo and 
United States Gulf ports. 

Shipments between the East Coast 
south of Paramaribo and United States 
Atlantic ports remained unchanged at 
5%. 

This is the third reduction in this im- 
portant trade route since October 27, at 
which time the rate was reduced from 
to 20%. The reductions represent 
the underwriters’ opinions that war risk 
hazards have been considerably reduced 
on these voyages. 
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War Risk Bulletin No. 1 
Again Revised by WSA 


The insurance bureau of the War 
Shipping Administration has issued a 
second revision of its General Bulletin 


No. 1, outlining in detail information re- 
quired of and the procedure to be fol- 
lowed by applicants for war risk marine 
insurance. Binding of war risk insur- 
ance on cargo on a facultative basis may 
now be secured by mailing or telegraph- 
ing a proper order to bind to the bureau 
at Room 4089, Commerce Building, 
Washington, D. C. Information given 
must include the assured’s name, amount 
of insurance, commodity and quantity of 
shipment, voyage and if and when the 
standard optional indorsement No. 1, as 
amended, is desired. The new revision 
includes binder form and premium re- 
ceipts with directions fof their use. 





NATIONAL UNION SPECIAL 


Walter B. Hilton, special agent of the 


National Union Fire, has been named 
state agent supervising northern Ohio, 
with headquarters in Cleveland. Mr. 


Hilton’s office was moved on November 
1 to more commodious quarters at 1120 
Union Commerce Building. 





Trey WILL GET THERE! America’s 
ships with planes, tanks, guns, oil, food 
and ammunition, First, to advanced bases 
must come these cargo convoys, to arm 
and feed our men. The U. S. Navy, more 
powerful as each day passes, sees to it that 
they get there safely. The time is coming 
when American soldiers and marines 
can invade the enemy, and hit him hard, 


WE ARE DOING OUR PART as one 
of America’s leading insurers of ships 
and cargoes. We also prepare Inland 
Marine and Transportation Floaters for 
war industries as well as for commer- 
cial_and personal requirements. This 
complete specialized service is avail- 
able from our nearest office. 
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What’s Ahead in Casualty and Surety 
Lines as Seen by Harper and Iago 


Tell Maryland Agents’ Association in Sixth Annual Convention 
That Future Has Some Bright Spots; Auto Insurance Market 
Still Alive; Fidelity Line Should Boom 


“What’s Ahead” for casualty and sure- 
ty lines, a question which will take on 
increasing importance as the New Year 
approaches, handled at the 
sixth annual October 30 in 
Baltimore of the Maryland Association 
of Insurance Agents by William T. Har- 
per, vice-president, Maryland Casualty, 
and John J. Iago, vice-president, Fidel- 
ity & Deposit. They were introduced by 
S. Denmead Kolb of Salisbury, Md., re- 
tiring president of the association, whose 
own address is reviewed elsewhere in 
this issue. 

Election Impetus Cited by Iago 

John J. Iago in opening his address 
made a “sure-fire” prediction as to a 
development immediately ahead in the 
surety field and that is that this week’s 
election will provide agents with many 
opportunities to help successful candi- 
dates elected to public office to arrange 
the required surety bonds. The aggre- 
gate of commissions to be earned in this 
field by alert agents will be sizeable, he 
declared, noting further that “all men 
elected to public office must be promi- 
nent in their communities and thus con- 
tacts made in arranging bonds for them 
will be helpful to agents in many direc- 
tions.” 

The speaker also pointed to the money 
and securities coverage which the War 
Damage Corp. is making available in two 
separate policies. One, serviced by fire- 
marine companies, has already been an- 
nounced and covers M. & S. while in 
transit by registered mail or express. 
The other policy, to be serviced by sure- 
ty companies, will cover insured money 
and securities while within the premises 
of policyholders or while in the custody 
of policyholders’ messengers. He pre- 
dicted that the demand for insurance 
under this policy may prove to be even 
greater than that under the “in transit” 
form. t 

Mr. Iago also declared that fidelitv 
insurance, need for which is heightened 
by intensified wartime employment of 
new and inexperienced help, can be pop- 
ularized to the same extent that fire 
insurance has been. Rates for this cov- 
erage, as a result of favorable experi- 
ence, are at a very low ebb. Thus, this 
line offers “a corner of the insurance 
field which has never been properly cul- 
tivated and one on which producers and 


was. well 


convention 


companies can hope to raise sizeable 
crops.” 
Harper Points to Greatly Increased 


Volume 
In appraising the present and the fu- 
ture Mr. Harper took a_ philosophical 
approach, noting that while changes are 
many and radical today, “some are for 
the better and some appear to be for 
\s a French philosopher 


ne worse 


once said: ‘There is no misfortune so 
severe that a clever man cannot extract 
some bit of good from it’.” Thus, in 


Mr. Harper’s opinion there is a good 
deal of good to be extracted by the in- 
telligent, enterprising agent even from 
the worst present conditions. 

The speaker spoke first of the tre- 
mendous rise in national income, due 
largely to the war, reflection of which 


in casualty insurance has been a tre- 
mendous impetus to premium income. 
He said: “Premiums on some defense 
risks are running to almost astronomical 
figures. Incidentally, the companies, 
while enjoying the dubious pleasure of 
this artificial increase in casualty vol- 
ume, are making little or no profit on 
most of it because many of their largest 
risks cover defense projects under the 
comprehensive insurance rating plan. 
Comparatively few of the agents through- 
out the country are being benefited by 
this increased premium volume. The 
big risks are relatively few in number, 
and not many of the agents are partici- 
pating in these jumbo lines. 

“While on first sight an increased 
national income would appear to provide 
an immediately greater market for in- 
surance, there is this ‘joker’—the weight 
of the income has shifted so extensively 
from one locality to another that it 
amounts, in fact, to a high degree of 
redistribution of our national wealth. 
Offsetting the increase occasioned by the 
tremendous development of war inter- 
ests and activities is the corresponding 


loss which faces those businesses which 
do not tie in with the war.” 

But Mr. Harper felt that proprietors 
and employes of those discontinuing 
business will still be prospects because, 
in many instances, they will continue to 
have personal insurance needs and busi- 
ness needs in whatever new line they 


may enter. In this connection he em- 
phasized: 
Keep Track of Old Buyers 


“One of the problems confronting 
every insurance agent will be to locate 
these potential customers and analyze 
their new status as possible buyers of 
insurance. Our insurance market may, 
to a considerable extent, be turned 
topsy-turvy, but it is not necessary for 
us to stand on our heads to look at it 
right side up. 

“To be specific, let’s look at the auto- 
mobile insurance field, a matter of great 
concern both to agents and companies 
alike. It is no small thing to wake up 
one morning and find that some 25% 
of premium yolume and substantial agent 
income has been wiped out practically 
over night by a drastic rate reduction. 
It is a blow, and we all feel it, compa- 
nies and agents alike. We can find no 
joy in the contemplation that because 
of tire restrictions, gasoline rationing 
and other factors, a great many auto- 
mobiles may be about to gather dusty 
cobwebs in dead storage, thus further 
reducing our income. 

“The automobile lines, including both 
liability and fire, constitute probably the 
largest volume, and hence provide the 
highest income of most producers. There 
are those pessimists who are predicting 
a decrease of as much as 50% in the 
insured automobile market. In my opin- 
ion, the automobile field offers a brighter 
picture than painted.” 

Backing up this point, Mr. Harper 
pictured that out of the thirty million 
private passenger cars registered last 
vear less than 30% are insured. It is 
fair to assume, he said, that the insured 
cars are owned by the more important, 


(Continued on Page 45) 
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FROM LITTLE ACORNS GROW.. 


nN D many a substantial insurance account has 
grown out of a small Personal Accident policy! 
General Accident’s facilities in Accident and Health 
lines are unexcelled —and so are the complete 
Casualty, Fire and Marine facilities available to all 
agents and brokers representing the 






WRITE FOR COPY OF OUR NEW “SERVICE THAT EXCELS” 
Agency Department, General Buildings, Philadelphia, Pa. 


COMPLETE CASUALTY-FIRE-MARINE FACILITIES AVAILABLE 











a 
Warns of Support For 

Compulsory Auto Bill 
CONN. AGENTS URGED TO act 
Fisher of Hartford Says Agents ang 


Companies Must Work Hard t 
Financial Responsibility fro. 





Compulsory automobile insurance will 
become a fact in Connecticut unless 
some strong financial responsibility ag 
is adopted in the opinion of the legis. 
lative committee of the Connecticut As. 
sociation of Insurance Agents. Chair. 
man G. Burgess Fisher of Hartford, re. 
porting to the annual meeting of the 
association yesterday, said that the sup- 
port for compulsory insurance has 
dropped somewhat because of the ¢i. 
version of attention to the war effort 
but “it certainly will be a topic for fy. 
ture legislatures if not for the coming 
session, and it is not enough simply to 
propose a financial responsibility bil], 

“We must also secure the active sup. 
port of both political parties as well as 
the resident insurance companies,” he 
continued. “We must also educate the 
public to favor financial responsibility in 
lieu of compulsory insurance.  Yoyr 
committee is working toward this end, 


Broad Support Needed 


“We are confronted with the problem 
of a state legislature that has a Re. 
publican House and a Democratic Sep. 
ate, at least that has been the past ex. 
perience. A bill of this nature cannot 
be successfully introduced _ therefore, 
without the support of both parties. We 
must also educate the insurance com- 
mittee of the legislature towards the 
end that they will support us, and to 
do this successfully, we must have the 
public support and confidence of. the 
resident companies. No greater assist- 
ance toward obtaining this support can 
be given than that the members of this 
association seek the assistance of those 
resident companies which they repre- 
sent. 

“T have informally discussed this mat- 
ter with the Governor’s secretary and 
the Commissioner of Motor Vehicles, 
Further meetings of this nature are con- 
templated before the next meeting of 
the legislature in an effort to obtain the 
support and backing of these public 
offices. 

“We are also confronted with the 
problem that though there is much to 
be said for a stronger financial responsi- 
bility act, there is little that can be ef- 
fectively said in opposition to compul- 
sory insurance. Whereas we all know 
compulsory insurance has been more ot 
less unsuccessful in states where it has 
been tried, the real cause for its failure 
has been the misuse of it by political 
factors, and such an argument to a state 
legislature is somewhat difficult to pre- 
sent. We must all realize that insurance 
is becoming more of a social factor in 
the every day life of the citizens and 
because this is true, it becomes also 
more of a factor in any social legisla 
tion that might be introduced. i 

“We must realistically face the possi 
bility that compulsory insurance will be 
enacted in the near future and while at- 
tempting to ward it off with a financial 
responsibility act of strength, we must 
at the same time begin to prepare 4 
decent and satisfactory solution to the 
manner in which compulsory insurance 
might be handled to the best advantage 
of all concerned. I believe this commtt- 
tee would be very short-sighted if they 
did not also work towards that end.” 





STANDARD MEN IN U. S. NAVY 


Edward Cunningham of the bonding 
department of the home office of Stand: 
ard Accident Insurance Co., Detroit, has 
been appointed a lieutenant (j.g.) in, the 
United States Navy and reported No- 
vember 2 at the Boston training schodl. 
C. S. Bishop of the same department als 
has been appointed a lieutenant in the 
Navy. 
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Connor Drafted by 
Ins. Economics Society 


js NOW EXECUTIVE DIRECTOR 





ident L. & A. Releases A. & Hz. 
ay ee Secretary for Period 
of the Emergency 





E, H. O’Connor, accident department 
agency manager of the Provident Life 
& Accident, at Chattanooga since 1941, 
has been drafted for the period of the 
emergency as executive director of the 
Insurance Economics Society, Chicago, 
effective November 1. 

This announcement is made jointly 
by the society and by the Provident L. 
& A, this company having acceded to 
the request of the society for the serv- 
yices of € Man sO ably equipped by ex- 
perience and training as Mr. O’Connor 
for this important post. 

Selection of Mr. O’Connor as head 
of the society was made after a survey 
of insurance executives whose back- 
ground equipped them for the leader- 
ship of an organization serving as a 
focal point for the collective public 
relations of accident and health insur- 
ance companies. 

Native New Yorker 


Mr. O’Connor is a native of New York 
City, where he began a career that was 
to lead him into the front ranks of acci- 
dent and health underwriters. He is 
expected on a visit to New York some- 
time next month. 

His insurance experience dates back 
to 1916, when, after completing his edu- 
cation at Fordham University, he en- 
tered the Metropolitan Life home office. 
He served in the first World War, en- 
tering as a private and being mustered 
out two years later as a commissioned 
officer. 

His next position was with the Royal 
Indemnity, where he attained the office 
of assistant manager of the accident 
and health department. In 1925 he be- 
came connected with the United States 
Casualty, soon being given charge of the 
accident and health department. In 1936 
he was elected assistant secretary from 
which post he went to the Bankers 
Indemnity as assistant secretary and 
manager of its accident and health de- 
partment, 

In Demand as Speaker 

In addition to his wide experience in 
accident and health insurance manage- 
ment, Mr. O’Connor has been in great 
demand as a speaker before many con- 
ventions, and as an instructor at numer- 
ous accident and health courses in re- 
cent years. 

Among his national affiliations Mr. 
O'Connor is a past president of the Na- 
tional Association of A..& H. Under- 
writers; served as governing committee 
chairman of the Bureau of Personal A. 
& H. Underwriters; was organizer and 
irst president of the Newark Accident 
& Health Club, and for many years 
an active member of the Accident & 
Health Club of New York. 
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NEARING MEMBERSHIP PEAK 
Membership in the National Associa- 
tion of Accident & Health Association 
'S near its all-time peak with about 
«0 or 1,200 members, according to 
secretary E. C. Budlong. There is, 
Owever, a rapid turnover in member- 
ship as war activities enlist an increas- 
Ing number of men. 





HOODOO DAY NOVEMBER 13 
Accident insurance men country-wide 
will be Particularly cognizant of Friday, 
November 13, on which they will stage 


Hoodoo Day drives for A. & H. insur- 
ance, 


F. G. Cloos Choice For 
President of N. Y. Club 


HEADS A. & H. SLATE FOR 1943 





Annual Meeting and Election of Officers 
Held November 5 With President 
C. F. Demsey as Chairman 





Robert W. Pope, Employers’ Liability, 
New York, as chairman of the nominat- 
ing committee for new officers of the 
Accident & Health Club of New York, 


reported the committee’s selections at 
the annual dinner meeting last evening 
in Hotel George Washington, New York 
City. Fred G. Cloos, Metropolitan Life, 
was chosen as president, supported by 
the following: Norman E. Walter, Con- 
necticut General, vice-president on ar- 
rangements, who moves up from secre- 
tary; Charles F. McLaughlin, U. S. Cas- 
ualty, vice-president on education; John 
L. Scheuing, New Amsterdam Casualty, 
vice-president on membership; Edward 
FE. Anderson, Commercial Travelers, 
treasurer; Joseph Sanzone, Ocean Acci- 
dent, secretary, and William F. O’Don- 
nell, United States F. & G, assistant 
treasurer. 

Fred G. Cloos has been vice-president 
in charge of arrangements this year and 
well merits advancement. He has been 
one of the most active members of the 
club—always cheerfully willing to do his 
bit. With the Metropolitan Life he is 
chief underwriter of the personal A. & 
H. department, and has been twenty 
years with that company. Before that 
he served under Stewart M. LaMont 
when the latter was with Metropolitan 
Casualty. 

Clement F. Demsey, Travelers, presi- 
dent of the club, was chairman at the 
after-dinner meeting and introduced the 
new officers. A popular figure in the 
club, Mr. Demsey was roundly congrat- 
ulated upon his promotion to supervis- 
ing adjuster of the Travelers in Greater 
New York, life, group and accident de- 
partments, announced in The Eastern 
Underwriter last week. 





Legion’s Victory Ball 


Affair This Evening of N. Y. Post 1081 
to Feature Infantry Drill by Nat'l 
Security Women’s Corps 

With a good attendance anticipated, 
Insurance Post 1081, American Legion, 
New York, will hold its tenth annual 
victory ball this evening (November 6) 
at Hotel Pennsylvania. Proceeds of this 
ball, as in past years, will be used large- 
ly to send underprivileged children of 
the downtown N. Y. district to summer 
camp, and to enable the post to carry 
on its welfare and patriotic activities. 
In addition, 25 cents of each admission 
ticket is being donated to armed service 
organizations. As guests 100 men of 
the armed forces will attend. 

A feature of the ball will be presenta- 
tion of colors by all insurance posts lo- 
cated in this city. In additien the Na- 
tional Security Women’s Corps, Inc., 
will present a drill team which will ex- 
hibit infantry formations. This is an 
organization of patriotic women who are 
trained in infantry drill by U. S. Army 
officers and in first aid by the American 
Red Cross. A delegation from the corps 
in uniform will also be present, together 
with their color guard. Most prominent 
of their insurance members is Capt. 
Peggy Fossa of Francis C. Carr & Co. 
of 80 Maiden Lane. 

Distinguished guests invited to the ball in- 
clude Louis H. Pink, Superintendent of Insur- 
ance, State of New York, and several of his 
deputies; John J. Bennett, attorney general, 
State of New York, a prominent legionnaire; 
William E. Mallalieu, general manager, National 
Board of Fire Underwriters; Ray Murphy, past 


What’s Ahead 


(Continued from Page 40) 


responsible individuals; that they will be 
the last to leave the highways. He 
further feels that as long as such cars 
continue in use, most of the owners will 
still maintain insurance. The economy 
of the nation, in fact, is so geared up 
with auto traffic that a reliable estimate 
is that at least twenty million cars must 
be kept in operation in order that the 
nation may keep on an even keel. “And 
with twenty million cars still running, 
no one can say that the future of auto- 
mobile insurance selling is as dark as 
pessimists would have us believe,” said 
Mr. Harper. He continued: 

“Tt means a more difficult job for you, 
as producers, to seek out and sell the 
coverage to those who are now driving 
without protection. Equally as impor- 
tant, you should make every effort to 
prevent any present customers who con- 
tinue to operate cars from dropping their 
insurance.” 


Critical Manpower Shortage 

The speaker then turned to the man- 
power shortage problem which, he felt, 
may soon reach the critical stage for 
many agents. “You are face to face 
with the problem of maintaining your 
business. Many of your associates and 
producers have or will enter the armed 
forces or perhaps seek other and more 
profitable wartime employment. As a 
result, many agents will be confronted 
with the temptation to devote most of 
their working hours to the office instead 
of to actual selling. If this happens, the 
day will be done and darkness falling. 
We must not let it happen. No agent 
can sell efficiently and maintain his 
premium income and at the same time 
be hampered by too much attention to 
office detail. 

“You should keep your trained female 
help and give them more important du- 
ties and responsibilities. There will be 
available to you other female help which 
likewise can be trained. It takes time 
and patience to do this, but it must be 
done if you as agents are going to be 
able to function with anything like 
reasonable seiling efficiency. One of 
the larger insurance companies has in- 
creased the number of the gentler sex 
in its force to 70%, among whom are 
claim investigators, adjusters, inspectors 
and underwriters. A representative of 
one of the largest reporting agencies ad- 
vises that his company expects to have 
its field offices almost entirely manned 
by women before the first of the vear.” 

In closing, Mr. Harper urged the 
faint-hearted to take new courage in the 
future, adapting themselves to new con- 
ditions and changing times. Out of the 
tough spot created by war conditions will 
come, in his opinion, “a more competent, 
a smaller number, a better informed, 
much more effective corps of agents than 
any of us here have known.” 





SYMPATHY FOR SCOTT HARRIS 
Sympathy is extended to Scott Har- 
ris, executive vice-president of Joseph 
Froggatt & Co., Inc., in the death of 
his father, William M. Harris, on No- 
vember 1 after a long illness. He was 
77. Funeral services were held Novem- 
ber 3 in Owego. The elder Mr. Harris 
retired from business in 1933 and had 
lived with his son up until four years 
ago when he was taken ill. 





PACIFIC INDEMNITY EXAM 
The insurance departments of Wash- 
ington, Texas and California are par- 
ticipating in the convention examination 
of the Pacific Indemnity, now in 
progress. 





national commander, American Legion, who is 
assistant general manager, Association of Cas- 
ualty & Surety Executives; Hugh Carson, com- 
mander N. Y. County, and Alvin S. Mela, past 
New York County commander. 

Emery G. Gauch, N. Y. agent, who 
is slated to be named commander of 
the post at the coming annual meeting, 
is general chairman of the ball com- 
mittee. 





Warfield, Kolb Speak 
To Maryland Agents 


MEETING HELD IN BALTIMORE 





National Executive Committee Man and 
Salisbury Leader Discuss Agent 
of Tomorrow 





Guy T. Warfield, Jr., Baltimore, mem- 
ber executive committee, National As- 
sociation of Insurance Agents, and S. 
Denmead Kolb, Salisbury, retiring presi- 
dent, spoke before the meeting of Mary- 
land Association of Insurance Agents 
at Baltimore, October 30. 

Mr. Warfield reviewed the events 
which led up to the introduction and 
adoption of the new constitution of the 


> Rea Sot 


Celebrities Attend 


Among the celebrities who attended 
this convention were Gov. Herbert R. 
O’Conor of Maryland, Mayor Howard 
W. Jackson, who was master of cere- 
monies at the banquet and who is an 
insurance agency executive, and Insur- 
ance Commissioner John B. Gontrum 
of Maryland. About 200 agents attend- 
ed the meeting, which was held at Lord 
3altimore Hotel. Guy T. Warfield, Jr., 
of Baltimore, N.A.I.A. executive com- 
mitteeman, sounded the keynote in his 
speech “What’s Ahead for the Associa- 
tion.” Hunter Brown, also N.A.LA. ex- 
ecutive committeeman, stopped off to at- 
tend the meeting enroute to his home in 
Pensacola, Fla. after a week in New 
York. 














National Association at the recent con- 
vention at Chicago and explained how 
the executive committee was elected and 
would function. He said he had just 
returned from a five-day session of the 
committee in New York City at which 
a number of plans were promulgated but 
which he was not at liberty to disclose. 
Mr. Warfield touched on what he termed 
apathy on part of agents in failing to 
interest themselves in affairs affecting 
the insurance business. He urged agents 
to realize that what happens to the 
companies happens to the agents and 
that there must be a closer spirit of co- 
operation between the two. He also dis- 
cussed the Federal investigation of in- 


surance. 
Kolb on Future 

Mr. Kolb reminded his hearers that 
the individual agent has a “mighty bul- 
wark” in his associations if he will lend 
his support and cooperation.” He said: 

“T am not concerned about his future 
if he is willing to adapt himself to the 
changes taking place. He, however, can 
no longer be the haphazard order-taker 
of the past, the clerk in a bank, a sales- 
man of other lines, the son or daughter 
of a large property owner. He must be 
a specialist, fully educated and trained 
in all phases of the insurance business, 
devoting his entire time and effort not 
only to servicing his assureds, but keep- 
ing abreast of the changes as they come 
through study and hard work. Above all 
he must take an interest in and work 
with his local board, his state associa- 
tion and the national association, which 
organizations can only be as strong as 
their memberships. 

“The agent of tomorrow will have 
more opportunity for sales and greater 
profit than he has had in the past, for 
the insuring public will have been made 
more conscious of the security that it 
should have by all that is taking place 
in the world today. The wide-awake 
salesman will always be able to make 
his way, regardless of the trend toward 
Government insurance, company branch 
offices and wholesale buyers. He needs 
only to possess the same courage, initia- 
tive and faith in the future of our great 
country as those men and women of to- 
day in our armed forces who are will- 
ing to make the supreme sacrifice in 
order to preserve our principles of free- 
dom and democracy.” 
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Virginia Hearing Nov. 24 
On Bureau Auto Rates 


os 


FORMER RATES NOW PREVAIL 





California and Washington Approve 
Emergency Filings; Non-Bureau 
Companies Act 





The new wartime emergency automo- 
bile bodily injury and property damage 
liability rates adopted by the National 
Bureau of Casualty & Surety Under- 
writers week before last, have now been 
introduced in practically all of the states 
with the exception of Virginia, where 
the State Corporation Commission has 
found it necessary to hold a formal hear- 
ing regarding the changes. The hearing 
has been set for November 24 at Rich- 
mond. 

Pending the hearing, the National 
Bureau has announced suspension of the 
new schedule adopted October 1 applic- 
able only to the gasoline rationed states 
on the Eastern seaboard, as well as the 
general reduction bulletined October 20. 

The plan as submitted for Virginia 


calls for a reduction of 28% for holders 
of A cards, 19% for holders of B cards 
and 10% for C card holders. Some com- 
panies are said to have considered the 
cut too drastic, which led to the decision 
of the commission to hold them in abey- 
ance pending a hearing. Until the com- 
mission makes its final ruling in the 
matter, the private passenger rates 
shown on the Virginia rate sheets dated 
May 1, 1941, and the medical payments 
coverage premium in the rule section of 
the automobile casualty manual are to be 
used. 


Washington and California Approve 


Caiifornia and Washington are the two 
latest states to approve the new rates. 
In California, Class C rates, property 
damage rates and medical payments rates 
apply to new and renewal policies effec- 
tive on or after October 26, and may 
also be applied retroactively to the in- 
ception date of policies that became 
effective on or after September 1, either 
by endorsing or canceling and rewriting 
such policies. Otherwise, no_ policies 
shall be endorsed or canceled and re- 
written to take advantage of these 
changes except at the request of the in- 
sured and at the customary short rate 
charges as of the date of such request 
but in no event prior to October 26. 

As in the other states, the private pas- 
senger automobile classifications and the 
safe driver reward rules are suspended 
as of October 26. “These rules,” says 
the bureau, “shall not be applied to any 
policy written at the wartime emergency 
rates.” 

Class A and Class B rates apply in 
California to new and renewal policies 
that become effective on or after the 
date gasoline rationing becomes effec- 
tive in California under the regulations 
of the Office of Price Administration 
and may be applied retroactively to the 
inception date of policies that became 
effective on or after that date. 


Gas Rationing 


If the date gasoline rationing is made 
effective in California be on or after 
the twentieth day of the month, for 
example, November 22, the date inserted 
shall be the first of the previous month, 
that is, October 1. If the effective date 
is prior to the twentieth of a month, 
date inserted shall be the first day 
of the second preceding month. 

Whether the Class A or Class B rate 
is applicable to a given private passenger 
automobile shall be determined on the 
basis of a signed statement from the 
producer or insured as to the class of 
gasoline ration book to which the owner 
of the automobile is limited at the time 
of the statement. No signed statement 
is required where the Class C rate is 
used. 

In Washington, the revised rates be- 


the 


came effective November 5 and the 
retroactive date is September 1. 


Situation Being Stabilized 


With. adoption of the new rates in 
practically all of the states, it appears 
that the automobile rate situation is 
rapidly becoming stabilized. It is be- 
lieved that the reduction in the emer- 
gency rate is sufficiently substantial to 
prevent any public demand for other 
reductions. 

In addition to those mentioned last 
week, other non-bureau companies which 
have adopted the new rate schedule are 
Continental Casualty and its running 
mate, National Casualty, which compa- 
nies withdrew from the bureau when 
_ safe driver reward plan was adopted 
Vv it. 

The American Automobile, which an- 
nounced its new rates following the 
bureau’s first announcement in connec- 
tion with the Eastern states and prior 
to the nation-wide reduction, has now 
cut its Class C schedule to the bureau 
rates for both bodily injury and prop- 
erty damage. Because the American Au- 
tomobile’s bodily injury rates on Classes 
A and B are so close to the new bureau 
rates, no change will be made in them. 
But this company will revise its prop- 
erty damage rate for Classes A and B 
so that a combination with bodily in- 
jury on those classes will more closely 
approximate bureau rates. 





HIGHWAY FATALITIES DROP 





National Safety Council Official Predicts 
Further Reductions Un- 
der Rationing 


The Nation’s traffic fatalities dropped 
24% in the first nine months of the 
year, according to an announcement of 
the National Safety Council. The nine- 
month fatality total was 21,290 compared 
with 27,900 for the same period in 1941, 
or 6,610 less. 

September’s fatalities totaled 2,240, 

compared with 3,730 in the corresponding 
montli a year ago, a drop of 40%. Sep- 
tember was the second successive month 
to show a decline of 40% or more. The 
August reduction was 43%. 
“The fact that the September reduc- 
tion was no greater than in August,” 
said Sidney J. Williams, the council’s 
public safety director, “indicates that 
larger decreases in travel and accidents 
may not be forthcoming until rationing 
is extended throughout the nation. 

“When all travel is rationed, it is 
possible that the death toll will be only 
ve what it was in the latter months of 

The council said that the latest gaso- 
line consumption reports indicated that 
motor vehicle travel for the first eight 
months was down 13% from last year. 
The September gasoline consumption 
figures are not yet available. 

From January to April—the period 
before rationing became effective in the 
Eastern seaboard states—travel in that 
region was down 6% from last year, com- 
pared with 3% for the remainder of the 
country. But from June to August the 
Eastern seaboard states showed a 29% 
drop in mileage, while the unrationed 
states reduced travel only 17%. 


WILL PROTECT CAR SHARERS 








New Auto Policy Expected in Canada to 
Protect Auto Owners Carrying 
Pay Passengers 

There will shortly be introduced into 
the Canadian insurance field a new-type 
automobile policy which will provide full 
protection for those who solicit paying 
passengers and who use their private 
automobile to take paying passengers to 
and from work. 

It is expected that the coverage will 
be required for the benefit of the follow- 
ing: 

1. His Majesty, The King, in the right 
of the Dominion of Canada, represented 
by the director of transit control. 

The industry or the employer in- 
volved. 

3. The owner and/or operator of the 
vehicle. 

Regarding the coverage for the right 


Clark and Stichman 
Talk at Surety Forum 

BOUNDS PRESIDES 

N. Y. Attorney Discusses Pamphlet, 


“Look Ahead, Soldier,” Prepared for 
War Department 


WADE G. 








Wade G. Bounds, Maryland Casualty 
Co., presided over the meeting of the 
Surety Claim Men’s Forum in New York 
City last week. Speakers were John 
Kirkland Clark of the New York legal 
firm of Clark & Baldwin and H. T. 
Stichman, head of the frauds bureau of 
the District Attorney’s office. 

Mr. Clark talked on the provisions of 
the Soldiers and Sailors Relief Act and 
distributed to members of the forum 
copies of the booklet “Look Ahead, 
Soldier.” This is the draft of a proposed 
pamphlet for the War Department for 
men in or entering the army, written 
under direction of the American Bar 
Association and New York City Bar 
War Committee. If approved by the 
War Department, it will be distributed 
to every man in or entering the army. 
Mr. Clark explained that the booklet was 
prepared to simplify the provisions of 
the act and to enable service men to 
understand its provisions without the 
necessity for reading much cumbersome 
and complicated language contained in 
the law itself. 


Not in Final Form 


The draft is not in its final form but 
will be submitted to groups of insurance 
men and bankers, as it has been to mem- 
bers of the American Bar Association. 
Mr. Clark explains it is the purpose of 
the booklet to demonstrate the willing- 
ness of service groups such as the law- 
vers, insurance men and bankers, to 
assist the armed forces in the handling 
of their personal affairs while they are 
in the service. Some of the leading life 
insurance men already are collaborating 
on the final form of the booklet. 

In its final form, the booklet will con- 
tain suggestions for handling property, 
liability and life insurance to the best 
advantage to the soldier, National Serv- 
ice Life Insurance, army and navy re- 
lief and other pertinent subjects. 

Stichman on Frauds 

Mr. Stichman analyzed some recent 
frauds and stressed the importance of 
prevéntive measures to minimize losses. 
He said that unlike the situation in large 
cities, in small towns neighbors soon 
observe unusual spending which tends 
toward self-supervision. He suggested 
that large corporations inaugurate a 
system of double checking employes who 
are given authority to spend money on 
behalf of their organizations. He said 
that no person should handle a financial 
operation completely without some other 
employe checking it and that while red 
tape is generally undesirable, such a sys- 
tem is necessary in a large corporation. 

The meeting was attended by a num- 
ber of guests as well as members of ‘the 
forum. Jay Shereff, Home Indemnity 
Co., will preside at the next meeting to 
be held November 18. 


BRODERICK’S NEW COMPANY 


D. F. Broderick, well known Detroit 
executive who heads the Dearborn Com- 
panies and D. F. Broderick, Inc., is now 
forming a new company known as the 
Dearborn Universal Underwriters Credit 
Corp. of Detroit. It will start with an 
authorized capital of $50,000, and will 
act as agent, general agent and adjuster 
for insurance companies. 








of the Dominion of Canada, it is be- 
lieved that this will be introduced into 
the policy so that any automobile owner 
who sees fit to give lifts to members of 
the armed forces will have full protec- 
tion in the event of injury to those 
passengers through accident. The Gov- 
ernment has indicated that it will sue 
for damages if and when any soldier 
being given a gratis lift is injured or 
killed. 
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WEIGH RATE CUT IN TEXAS 





State Board of Commissioners Considers 
7.6% Reduction in Compensation 
Rates in State 

The board of insurance commissioners 
of the State of Texas has under advise- 
ment a petition of the Texas Employers 
Insurance Association, asking for a 7.6% 
reduction in workmen’s compensation 
rates. 

A recent rate reduction, put into 
effect by the commissioners, had already 
cut the rate 2.4% of the rate in effect 
March 1, 1942. 

A. F. Allen, president and_ general 
manager of the association, declared that 
employers are being penalized $125, 
per month at the present time—largely 
on account of abnormal employment and 
high wages being paid in the war effort. 
He seeks a reduction in the matter o! 
“expense loading,” which enters into the 
formula determining rates. = 

Joining President Allen in insisting 
that present conditions amount to a 
emergency and require prompt action 
was a large number of Texas employers 
including representatives of the Texas 
Cotton Manufacturers Association, 
Southwestern Cotton Compress & Ware: 
house Association and Texas State Mar- 
ufacturers Association. J. M. Fergusot 
of the Associated Employes Lloyds Ir- 


. 





surance Association of Fort Worth is 
also seeking the reduction. 


In opposition were a number of stock F 


company executives and Charles J 
Haugh, actuary of the National Bureal 
of Casualty & Surety Underwriters 0 
New York. 

Local agents were represented by Drex 
Foreman and Alfonso Johnson, agency 
association managers. k 

The Texas insurance commissionets 
are at present awaiting a brief to » 
submitted by agents who did not oppos 
the reduction, but claimed that they 
could not stand further cuts in 
commissions, 
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Potter Says Modern Trend Demands 
Broader, More Complete Coverages 


“For the duration of this war, we are 
all going to have to meet new problems 
but we can all be optimists about our 
business if we use vision, proper bal- 
ance and maintain a cheerful state of 
mind,” Francis W. Potter, field super- 
visor, Aetna Casualty & Surety Co., said 
in an address delivered last week at the 
meeting of the Indiana Association of 
Insurance Agents at Indianapolis. 

“When you are really out working,” 
said Mr. Potter, “you are bound to find 
prospects who want and need insurance. 
The more you sell the more enthusi- 
astic you will become; while if you sit 
in your office just thinking about the 
war and when it will end and how an- 
other ship was sunk and how another 
of your good clients is entering the 
service, you will find your mind becom- 
ing more and more confused and your 
desire to go out and buck the tide get- 
ting weaker and weaker. 

Selling Broader Coverages 

“Tf you want to be successful, try 
some of the methods that go with the 
modern trend—selling broader and more 
complete coverage. If it is liability in- 
insurance, sell the comprehensive policy. 
If it is bonds, sell complete dishonesty 
protection with blanket bonds. If it 
is burglary and robbery, sell all loss 
premises and messenger coverage. 

“Tf you are soliciting the home owner, 
sell complete home protection with the 
personal property floater and combi- 
nation residence insurance. If you are 
selling fire insurance, sell reporting cov- 
ers or fire and extended coverage, use 
and occupancy, rental value, etc. 

“The alert agent increases his pre- 


miums by selling the latest and most 
up-to-date coverage while the uncour- 
ageous agents stay small by selling the 
old Model T contracts. See for your- 
self the satisfaction that comes from 
selling these broader contracts and ab- 
sorbing the piecemeal contracts formerly 
placed in other agencies. It is the best 
breakfast food and vitamin pill that a 
depressed agent can take for the reju- 
venation of his enthusiasm. 


Pessimism and Defeatism 


“Don’t yield to pessimism and defeat- 
ism. The uncourageous agent is always 
saying ‘He won’t buy use and occu- 
pancy; he can’t afford products cover- 
age; I'll cut down on his household 
values as he can’t afford a personal prop- 
erty floater to value.’ 


“Conserve your time for actual pro- 
duction. Cut down on detail work. Let 
your girl take over most of the office 
work and arrange appointments for you. 
Mail out small renewals. Telephone 
about many of the things you are now 
running all over town about. Do the 
necessary pre-approach work before the 
interview. Get down to business and 
save your prospect’s time as well as 
your own. 

“Don’t be a haberdasher selling only 
one line of insurance. Get into the de- 
partment store way of selling insurance 
with 162 money-making departments. 
Use some of your evening time studying 
new and interesting contracts. Plan to 
see fifteen people every day. Whether 
you are an optimist or a pessimist is 
entirely up to you.” 





Short and White Re-elected 
By Insurance Anchor Club 


The Insurance Anchor Club of New 
York at its annual meeting recently 
re-elected John F. Short, Brooklyn 
agent, as its president and Edward I. 
White, president of White & Camby, 
Inc., New York agency, as first vice- 
president. 

Other officers are: second vice-presi- 
dent, Sherman N. Kearns; third vice- 
president, Joseph F. Lawler; recorder, 
Harry J. Carlin; financial secretary, Cor- 
nelius J. Ryan; treasurer, Eugene V. 
Early; advocate, Raymond A. McAuley. 





Dr. Montgoinery Is Surgeon 
For Maryland Casualty Co. 


Dr. Charles F. Montgomery, zone sur- 
geon of the Maryland Casualty Co. in 
Houston, Tex., since January, 1939, has 
been transferred to the home office as 
acting chief surgeon, in the absence of 
Dr. Arthur Karfgin, who is on active 
duty with the United States Navy. 

A native of Greenfield, Mo., Dr. Mont- 
gomery was graduated in medicine from 
Duke University in 1933. After a brief 
period of post-graduate work in London, 
he became intern and later resident in 
orthopedic surgery at Henry Ford Hos- 
pital in Detroit, where he remained until 
1937. He then entered private practice 
until his connection with the Maryland. 


N. J. Comp. Bureau’s Holiday 
To be at Thanksgiving Time 


Staff of Compensation Rating & In- 
spection Bureau of New Jersey gave up 
its holiday on October 12 and did the 
same Election Day so as to maintain 
as nearly as possible its orderly work 
program. It is also scheduled to be open 
on November 11, Armistice Day. To 
recompense the staff in part for this 
conversion of holidays normally due and 
observed, A. R. Lawrence, chairman, 
announces that the bureau will be closed 
over the Thanksgiving Day holiday until 
the following Monday, November 30. 





CENTRAL SURETY STATEMENT 





Shows Increases in Assets, Reserves, 
Surplus and Net Premiums for 
Nine Months 


The Central Surety & Insurance Corp., 
Kansas City, Mo., has issued a condensed 
financial statement covering its opera- 
tions for the first nine months of the 
year, showing admitted assets of $10,- 
667,991, an increase of $1,069,691 since 
last December 31. All along the line 
this company has made healthy gains. 

Cash and bonds increased by $1,383,- 
533 to $9,046,275. Total reserves in- 
creased $897,263 to $7,126,008, while sur- 
plus, after paying $80,000 in dividends 
advanced $172,067 to $2,541,982. 

Net premiums written during the first 
nine months of 1942 were $5,563,978, an 
increase of $941,941 over the first nine 
months of 1941. 

On October 28, a quarterly dividend of 
40 cents per share was declared, pay- 
able November 15 to stockholders of 
record October 31. 





Martin to New York Branch 


Rankin Martin, bond production man- 
ager, Standard Accident Insurance Co., 
Detroit, has been assigned temporarily 
to the New York office to take charge 
of its bond department, succeeding Vin- 
cent W. Gallagher, former resident vice- 
president in New York, who has accept- 
ed a commission in the U. S. Navy. 

In addition to supervising the New 
York bond department, Mr. Martin will 
continue his country-wide duties. 





Two New Directors 


Continental Casualty has appointed 
two new directors to its board to fill 
vacancies. They are T. Albert, Potter, 
president and director of Elgin National 
Watch Co., and J. Milburn Smith, vice- 
president of Continental in charge of A. 
& H. business. The directors voted 30 
cents regular stock dividend payable De- 
cember 18 and an extra of like amount 
payable December 21, both to stock of 
record December 15. 
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BLACKALL RELEASES FIGURES 





Travelers, Aetna Companies, Hartford, 
Liberty Mutual Lead Connecticut 
Casualty Business 
Tabulations compiled from the 1941 
annual statements of the 101 casualty 
companies and seventeen casualty de- 
partments of life companies licensed in 
Connecticut showed total net invest- 
ment gains in surplus amounting to 
$19,426,015 as compared with gains of 
$26,351,847 in 1940 and $43,644,427 in 1939, 
according to a review of the casualty 
insurance business for 1941 issued by 
a Commissioner John C. Black- 

all. 

Gross interest and rents earned by all 
licensed companies in 1941 amounted to 
$50,726,774, compared with $48,135,416 in 
1940. Dividends declared amounted to 
$74,628,920 compared with $70,022,806 in 
1940. These latter figures represent divi- 
dends to policyholders as well as stock- 
holders, and net remittances to home 
offices by United States branches of for- 
eign companies. 

Premiums earned in 1941 on country- 
wide business by all the companies re- 
porting to the Department amounted to 
$1,002,604,913, compared with $874,462,432 
in 1940. Claims incurred amounted to 
$463,116,297 in 1941 compared with $389,- 
226,320 in 1940. The ratio of claims in- 
curred to premiums earned in 1941 was 
46.19%, compared with 44.51% in 1940. 
Underwriting expenses incurred in 1941 
totaled $450,191,385, compared with $403,- 
523,768 in 1940. The companies made a 
total net underwriting profit in 1941 of 
$89,297,231, compared with $81,712,344 in 
1940. 

Total net premiums written in Con- 
necticut during 1941 by all licensed com- 
panies totaled $29,740,358 while net claims 
paid amounted to $12,777,448. The cor- 
responding figures for 1940 were $24,- 
286,456 and $10,409,519, respectively. 

The premium income of the Connecti- 
cut companies from country-wide busi- 
ness in 1941 was $215,778,352, while net 
losses or claims amounted to $89,785,571. 
The respective totals for 1940 were $182,- 
049,432 and $76,856,985. 

The Connecticut companies wrote 
20.53% of all casualty business in the 
country written by the licensed compa- 
nies and 38.33% of the casualty business 
written in Connecticut in 1941, 

Leaders in net premiums written in 
Connecticut in 1941 were: Travelers In- 
surance Co. (Accident Department), $2,- 
758,225; Aetna Casualty & Surety Co., 
$2,215,394; Hartford Accident & Indem- 
nity, $1,708,708; Liberty Mutual Insur- 
ance Co., $1,595,337; Aetna Life Insur- 





ance Co. (Accident Department) $1,- 
442,105. 
DON HUNTER COMMISSIONED 


Don Hunter of the bonding depart- 
ment of the Standard Accident has re- 
cently received a commission as lieuten- 
ant in the Navy and has reported for 
duty at Norfolk, Va., where he has been 
assigned to Construction Battalion No. 
24 as executive officer. 


———— 


Hess Named as Asstt. 
To Raymond D. Parke; 


PARKER-ALLSTON NEW ADDITION 





Comes from Advertising Agency Fielj. 
Will Assist in ae te “a 
Execution of Ad Copy 





Latest addition to Parker-Allston As. 

sociates, Inc., advertising consultants to 
many insurance companies, is Milton J. 
Hess who joined the agency on Novem. 
ber 1] as assistant to Raymond D. Parker 
president. Mr. Hess was formerly asso. 
ciated with the Cowan & Dengler adver. 
tising agency of New York where for 
eight years he was active in advertising 
and public relations work in an execu. 
tive capacity for large banking and in- 
dustrial accounts. Speaking of his ap- 
pointment President Parker said this 
week: 
_ “The addition of Mr. Hess to our staf 
is particularly desirable at the present 
time when wartime conditions have 
created | unusual advertising activity 
among insurance companies. Mr. Hess 
will assist in the planning and execw- 
tion of advertising through publications 
and direct mail for the insurance con- 
panies and groups for whom we act as 
advertising counsel. His previous ex- 
perience gives him an excellent. back- 
ground for carrying on in his new pos 
tion with Parker-Allston Associates.” 

A Columbia University man, Mr. Hess’ 
first advertising connection was with 
John R. Eustis, publisher and publicity 
representative, in which post Mr. Hess 
edited and produced the monthly house 
organ of the Automotive Service Asso- 
ciation of New York. 

Parker-Allston Associates, Inc, now 
located at 116 John Street, New York, 
are advertising counsel to twenty-five 
fire, casualty, marine, life and _ reinsur- 
ace companies. Mr. Hess is the third 
member to be added to its staff this 
year, the two others being Woodford C. 
Rhoades, account executive, and R 
Morgan Bogue, who is head of the art 
department. 





DOUBLES ADVERTISING BUDGET 


A district sales meeting of Liberty 
Mutual Insurance Co. executives was 
held in New York City, October 19-2). 
B. E. Smith, vice-president in charge 0 
the New York district, presided. Ben- 
nett Moore, vice-president and_ sales 
production manager, spoke at the bat- 
quet October 19, announcing that. the 
company’s advertising budget has beet 
doubled. He also discussed the com: | 
pany’s “Smash the Seventh Column 7 
campaign against carelessness. 
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30% DIVIDEND DECLARED 
Total dividend of 30% to policyholders 
has been declared by directors of New 
Jersey Manufacturers Casualty. Twenty 
per cent is regular, plus extra 5% and 
special extra 5%. 














Nove 







, ee 


and 





$’t. 

arker 
DITION 
sy Field: 


and 


Ston As. 
Itants to 
Milton J. 
Noven- 
. Parker, 
rly asso- 
or adver- 
here for 
vertising 
1 execu 
and in- 
his ap- 
aid this 


our staff 
present 
1s have 
activity 
[r. Hess 
l execu: 
lications 
ce com- 
€ act as 
iOS ex- 
it back- 
EW Posi- 
ates,” 
[r. Hess’ 
as with 
publicity 
[r, Hess 
ly house 
e Asso- 


c., now 
v York, 
nty-five 
reinsur- 
he third 
aff this 
Iford C. 
and R. 
the art 


e com: | 












TEAS = 
acexEE=), Page 45 


UNDERWRITER |-aixmmmcmmsmass P 





November 6, 1942 

















——— a a ; — pins - — — — — = 


NEVER BEFORE! 


An Insurance Policy Innovation 






¢ So Timely 





Household 


Operations 


¢ So Universally Popular 


a 


Premises 
Hazards 







¢ So Sensationally 
Modern 





Personal acts of 
adults, children, 
and servants 


¢ So Enthusiastically 
Acclaimed 






, /* And So Certainly Destined 
“gales soa to be Adopted 
by Other Companies 


Dogs, horses, 
and other 
anima 














Thus is summarized the reception accorded this 
exciting new Comprehensive Personal Liability 
Policy by the thousands of American Auto Agents 
and Brokers in all parts of the country where this 
modern, all-inclusive form of personal liability and 
automobile insurance has been introduced. 


No other company offers its policyholders the 
broad protective benefits of this first complete 
combination of all personal liability and all auto- 
mobile insurance coverages in a single policy. 
American Auto has again pioneered new stand- 
ards of coverage and rating procedure geared to 
present-day conditions. Again other companies 
will follow. Today American Auto Agents and 
Brokers can serve their policyholders better! 


ie : r MERICAN 
UTOMOBILE 
INSURANCE COMPANY 


L— ORGANIZED I9II ° SAINT LOUIS Co 


NATIONWIDE BRANCH OFFICE FACILITIES 


All personal 
liability cover- 
ages on a truly 
automatic basis. 
The automobile 
is not even 


described. 

















Atlanta « Baltimore * Boston ¢ Chicago « Cincinnati * Cleveland « Detroit + Indianapolis « Kansas City * Los Angeles » 
Milwaukee « New Orleans « New York ¢ Philadelphia ¢ Pittsburgh Portland « St. Louis « San Francisco « Seattle 


Broadest Form Comprehensive Contracts — Automobile and GENERAL CASUALTY 
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U.S. F.& G. Honors Dillard Hall on 
Twenty-Fifth Milestone with Company 





J. DILLARD HALL 


J. Dillard Hall, assistant agency di- 
rector of the United States Fidelity & 
Guaranty Co., celebrated his twenty-fifth 
anniversary with that company October 
1. Since Mr. Hall was away from the 
office on an extended trip at the time, 
a luncheon planned in his honor was 
postponed until October 29. 

R. Howard Bland, chairman of the 
board, presided at the luncheon which 
was held at the Maryland Club and 
President, E. Asbury Davis presented 
Mr. Hall with silver candlesticks. The 
luncheon was attended by the execu- 
tive officers of the company. 

Mr. Hall started his insurance career 
in 1909 as a local agent at Reidsville, 
N. C., with Francis Womack. From 1914 
to 1917 he conducted a general agency 
in North and South Carolina for the 
Royal Indemnity Co., with headquarters 
in Charlotte, N. C. In 1917 he joined 
the staff of the U. S. F. & G. as man- 
ager for the two Carolinas, beginning 
his long term of service with the com- 
pany, under the firm name of Taylor 
and Hall. 


Was Iowa Manager 


In 1919 he was made executive special 
agent for the company, covering Mis- 
souri, Kansas and Oklahoma, and then, 
under the firm name of Tukey & Hall 
he was manager for Iowa and Nebraska. 
Next he was made Iowa manager of the 
company and in 1934, he was made 
associate manager of the Chicago office, 


under the firm name of Schilling & 
Hall. He was called into the home 
office on January 1, 1936, as assistant 
agency director. 


Mr. Hall, in his present capacity, is 
one of the most widely traveled and one 
of the most popular men in the insur- 
ance business. He has attended every 
annual and mid-year meeting of the Na- 
tional Association of Insurance Agents 
for the past seven years and with few 
exceptions, all of the state association 
meetings. He active in affairs 
outside of the insurance business and is 
a well-known figure at meetings of credit 
men, bankers, American Management 
Association and similar group meetings. 
He has also attended between sixty and 
seventy educational meetings of his own 
company. He takes great pride in at- 
tending agency meetings and considers it 
a privilege to be personally acquainted 


also is 


with agents in all sections of the coun- 
try. 

Wherever Mr. Hall has lived he has 
occupied a prominent place in the com- 
munity. Throughout the country he has 
brought the message of highway safety, 
having been a pioneer in that field. In 
Chicago, he was one of the original 
fifty comprising Mayor Kelly’s “Keep 
Chicago Safe Committee.” 

He organized the Casualty & Surety 
Club of Des Moines and was its presi- 
dent in 1929-1931. He organized the 
Des Moines Traffic Council and was 
chairman of its educational committee. 
He assisted in organizing the Insurance 
Federation of Iowa and was its presi- 
dent. Since 1936 he has been vice- 
chairman of the insurance group of the 
National Association of Credit Men. 

While Mr. Hall was living in Iowa, 
he became fast friends with Ray Mur- 
phy, now assistant general manager of 
the Association of Casualty & Surety 
Executives, and John J. Hall, director 
of the street and highway safety di- 
vison, National Conservation Bureau, 
both of whom came from Ida Grove, 
lowa. When the two Halls meet at a 
convention they always have an Iowa 
reunion. The two of them often can 
be seen in a huddle and they have been 
dubbed “The Hall Room Boys.” 

The insurance fraternity in all sec- 
tions of the country joins in congratu- 
lating Mr. Hall on his long term of 
valued service to the U. S. F. & G. and 
to the business as a whole. 


1942 “Time Saver” Issued 
By National Underwriter 


The National Underwriter Co., has 
published the 1942 edition of “The Time 
Saver,” containing a description of com- 
mercial accident and health policies writ- 
ten by the leading companies. “The 
Time Saver,” published annually for al- 
most twenty years, is a compendium 
of policies, company financial statements 
and other useful information relating to 
disability insurance. 

The book contains about a thousand 
pages, mostly descriptive of policies. It 
lists all companies writing non-cancell- 
able coverage and the amount of pre- 
miums and losses for that type of cov- 
erage is specified. Non-cancellable rates 
are described in full with rates for all 
ages given. All information is indexed. 
The book, $4 a copy, may be obtained 
from the National Underwriter Co., 420 
East Fourth Street, Cincinnati. 





To Ass’t. Secretary 
IN UNITED STATES CASUALTY 


Has Been with Company 15 Years; 
Besides Agency Dep’t Work He 
Handles War Projects Coverage 











Conrad Wissel, who observed his fif- 
teenth anniversary with United States 
Casualty on October 1, has been ap- 
pointed assistant secretary of the com- 
pany. A year ago August he was made 
assistant manager of the agency depart- 
ment and has been right hand man to 
W. Wallace Moorhead, vice-president in 
charge of this department. In addition 


CONRAD WISSEL 


Mr. Wissel is actively in charge of the 
company’s special department for war 
projects coverage. 

A native of New Jersey, graduate of 
East Orange High School, Mr. Wissel 
attended Washington & Lee University 
and New York University. His first 
insurance connection was with Globe 
Indemnity seventeen years ago. After 
two years there he joined the United 
States Casualty, advanced successively 
from underwriter to assistant manager, 
automobile department,, and then to 
assistant manager of the agency depart- 
ment. His good work in these capacities 
merits his recent promotion to official 
rank. 


AGENCY NAME IS CHANGED 

Francis Goodwin and James L. Loomis, 
Jr.. partners in the Hartford, Conn., 
agency of Francis Goodwin & Co., have 
announced a change in the firm name 
to Goodwin & Loomis. The agency was 
formed in 1934 as successor to Silas 
Chapman & Co., in which Mr. Goodwin 
was a partner. 














99 John Street 


CAPITAL 2s. . 
Surplus... 


Reserve for Losses . 
All Other Liabilities 


NOTE: 








CASUALTY ° 











AMERICAN 


RE-INSURANCE CO. 


Robert C. Ream, President 


DECEMBER 3ist, 1941 


Voluntary Contingency ‘Reserve . . 


TOTAL ADMITTED ASSETS . . 16,150,513.66 


Securities carried at $354,812.50 in the 
above statement are deposited as required by law. 


FIDELITY ° 
Re-Insurance 


New York 


- $2,000,000.00 
4,935,033.50 

500,000.00 
4,824,318.79 
- 3,891,161.37 
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THE UNITED STATES Lire 


INSURANCE COMPANY 
IN THE CITY OF NEW YORK 








and 


SICKNESS 


coverage for 


WAR WORKERS 


in plant or office — 
on or off the job 





The policy provides brokers and 
agents with timely coverage to 
offer their prospects in the stead- 
ily growing field of war industry. 


RICHARD RHODEBECK 
Superintendent of Agencies 
101 Fifth Ave., New York, N.Y. 

















BICYCLE BUSINESS 





Increased Use of Bicycles Opens Fertile 
Field for Many Lines with about 
10,000,000 Prospects 
Attention has been called to the enor- 
mous increase in the use of bicycles fot 
both business and pleasure in a recent 
issue of Aetnagram, monthly house organ 
of the Cleveland office of the Aetna 
Companies, edited by Peter R. Fahey. 
One example of a newly confirmed 
cyclist is that of Congresswoman Frances 
P. Bolton, the richest woman in Cor- 
gress, who uses one in Cleveland and 
Washington. ; 
This new means of transportation pro- 
vides potential prospects for various 
different lines of insurance. Parents who 
ride bicycles materially increase the pos: 
sibility of being hurt, hence need 0 
personal accident protection, and shoul 
carry liability insurance against possi 
bility of injury they may inflict of 
others. If the children use bicycles the 
same two forms of protection shoul 
be provided for them. 
The bicycle also boosts the need 0! 
residence burglary and theft coverages 
to cover the loss of the bicycle if stolen 
from in or around the premises de 
scribed in the policy. : 
This new field offers approximately 
10,000,000 practically new prospects fo! 
many different forms of insurance oper 
ing up an unusually fertile field for new 
business. 








WALTER B. WATSON DIES AT Sf 
Walter B. Watson, considered to #f 
the oldest insurance man in St. Lows 
died last week at age 87. For the las 
fourteen years he was employed }y 
General Insurors, Inc. and prior to tha! 
he was connected with the St. Lous 
local office of the Fidelity & Casual 
for fifty years. He is said to hat 
written one of the first accident policié 
in the city. 
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Practically every form of Casualty Insurance and Surety Bond, for business, industry and the home, through 10,000 agents and brokers. 


ee . 
Unforeseen events...need not change and shape the course of man’s affairs” 


HUMPTY DUMPTY...1942 


Humpty Dumpty... 1942 version... is lost time. 
Time needlessly lost from production of war materials. 

All the king’s horses and all the king’s men can’t 
recall it. And there is no calculating what its loss may 
mean. 

But there is a way of preventing industrial acci- 
dents that stop production, endanger life and sabo- 
tage machinery. 

That way is Safety Engineering. 

Over the years The Maryland has accumulated a 
great fund of knowledge in safety engineering and 
accident prevention , ,, an ability to foresee and fore- 


stall trouble for policyholders in a thousand varied 
forms. 

Today, throughout the entire United States, spe- 
cially trained Maryland safety engineers . . . and boiler 
inspectors . . . are working to prevent accidents that 
give aid to the enemy. Maryland Casualty Company, 
Baltimore. 





Advertisements like this make easter the selling job of 
Maryland agents and brokers. Maryland advertising ap- 
pears regularly in... 

TIME e FORTUNE e NEWSWEEK 
U.S.NEWS e BUSINESS WEEK 








THE MARYLAND 

















Che zEtna Plan 


the modern method for plan- 
ning a Casualty, Fire and 
Marine Insurance Program. 


WuertHer your prospect is re- 
sponsible for the conduct of a large 
business undertaking or is the head 
of a modest household, he is inter- 
ested in knowing that his insurance is 
giving him the protection that he 
thinks it is, that it is actually meeting 
his present needs. 


But does your prospect know that 
his insurance adequately and com- 
pletely meets his requirements? Few 
people do! The only way for him to 
find out is to have a competent insur- 
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AFFILIATED ATNA 


The Atna Life Insurance Company e 


The Automobile Insurance Company 


Planned Insurance Protection 





ance man make an analysis of the. 
existing hazards and check them 
against present insurance, then pro- 
vide in writing a detailed report show- 
ing clearly and exactly the status of 
the insurance in force in relation to 
the possibilities for loss. 


Aitna representatives can provide 
their clients with just such a service. 
Planned protection is made possible 
through the A‘tna Plan of Risk Anal- 
ysis for casualty, fire and marine 
insurance and the A®tna Estate Con- 
trol Plan for life insurance. 


A Proposal 


_ Estate Control 


the modern, accurate method 
for planning a balanced Life 
Insurance Program. 














LIFE COMPANIES 
The Atna Casualty & Surety Company 


The Standard Fire Insurance Company 


OF HARTFORD, CONNECTICUT 
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